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How  does  Xerox  Global  Services  manage  millions  of  office  devices  for  its  customers? 
Their  largest  application  runs  on  new  SQL  Server™  2005  64-bit  running  on  Windows 
Server™  2003,  which  provides  99.999%  uptime*  See  how  at  microsoft.com/bigdata 


Windows 
Server  System 


'Results  not  typical.  Availability  is  dependent  on  many  factors,  including  hardware  and  software  technologies,  mission-critical  operational 
processes,  and  professional  services.  ©  2005  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  the  Windows  logo,  Windows  Server, 
Windows  Server  System,  and  "Your  potential.  Our  passion."  are  either  trademarks  or  registered  trademarks  of  Microsoft  Corporation  in  the 
United  States  and/or  other  countries.  XEROX®  is  a  trademark  of  XEROX  CORPORATION. 


A  Service  Managing  7  Million  Transactions  a  Day. 

Running  on  Microsoft  SQL  Server  2005. 


A  Service  Managing  7  Million  Transactions  a  Day. 


Your  potential.  Our  passion. 


REMEMBER  WHEN  TECHNOLOGY 
HAD  THE  POWER  TO  INSPIRE  YOU? 


BELIEVE  AGAIN. 

Once,  technology  transformed  business  in  a  way  that  made  us  believe  its  potential  was  boundless. 
But  over  time,  the  promise  of  IT  was  challenged  by  sheer  complexity.  Today  there's  reason  to  believe  again. 
Because  CA,  previously  known  as  Computer  Associates,  introduces  an  approach  to  managing  technology 
called  Enterprise  IT  Management  (EITM).  With  the  range  of  software  and  expertise  to  unify  systems, 
processes  and  people  across  the  enterprise.  Simplify  the  complex.  And  enable  IT  to  deliver  fully  and  securely 
against  your  business  goals.  With  CA  software  solutions,  you  can  reach  a  higher  order  of  IT.  At  your  own 
pace,  on  your  own  path,  with  your  existing  technology  and  partners.  To  learn  more  about  EITM,  and  how  CA's 
new  solutions  can  help  you  unify  and  simplify  your  IT  environment  in  a  secure  way,  visit  ca.com/unify. 

ca 

©  2005  Computer  Associates  International,  Inc.  (CA).  All  rights  reserved. 


PHOTOGRAPHY  BY  STEVEN  VOTE 


Clockwise,  from  upper  left:  Susan  Kozik,  CIO  of  TIAA-CREF;  Judy  Stahl, CIO  of 
Harvard  Business  School;  Ken  Kudla,  CIO  and  VP  of  IT,  The  Queen’s  Medical  Center. 
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Wh@t's  Hot  Online 

TOO  BUSY  TO  READ  CIO?  How  about  listening  to 
podcasts  of  articles?  You  can  download  our  podcasts 
to  your  iPod  (or  equivalent)  and  hear  our  always 
timely,  trenchant  stories  read  by  CIO  editors  as  you 
sit  in  your  car  during  your  commute.  Go  to 

I 

www.cio.com/podcasts. 
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Samsung  displays.  Turn  business  on 


The  Samsung  242MP  display.  Explore  more  of  what’s  out  there. 

One  look,  and  you’ll  see  how  the  combination  of  a  computer  display,  a  television  and  a  radio 
can  become  your  ultimate  source  of  knowledge.  And  why  Samsung  is  the  leading  display 
brand  in  the  world.*  So  when  you’re  serious  about  business,  turn  on  a  Samsung.  And  turn 
yourself  on  to  a  whole  new  way  of  seeing  things,  www.samsung.com/monitor 

©IQ0B  Samsung  Electronics  America,  Inc.  Samsung  is  a  registered  trademark  of  Samsung  Electronics  Co.,  Ltd. 

Screen  images  simulated.  ’Global  market  share  leader  based  on  2004  iSuppli  Corporation  Rating. 


SAMSUNG 


BMC  Software  and  the  BMC  Software  logos  are  registered  trademarks  or 
trademarks  of  BMC  Software,  Inc  All  other  registered  trademarks  ortrademarks 
belong  to  their  respective  companies.  <£-2005  BMC  Software,  Inc. 


TOYOTA  MOTORSPORT  FOUND  THAT  BUSINESS  SERVICE  MANAGEMENT 
PUT  BOTH  THEIR  I.T.  SOLUTIONS  AND  THEIR  FORMULA  ONE  RACECARS  IN  THE 


POSITION. 


And  It  all  began  with  the  leadership  of  BMC  Software.  From  real-time,  track-side 
data  feeds  to  accelerated  design  processes,  our  BSM  solutions  helped  Toyota 
Motorsport  align  IT  systems  with  business  and  racing  objectives. That's  the  power 
of  BSM.  It's  not  just  about  technology.  It's  about  how  technology  can  activate  your 
business.  By  slashing  costs,  ramping  up  revenue  and  mitigating  risk,  BMC  Software 
can  give  you  fast,  predictable  results.  Just  askToyota  Motorsport,  or  the  hundreds 
of  other  companies  who  are  reaping  the  benefits  of  BSM.  Then,  take  the  first  step 
toward  activating  your  own  business. The  card  below  is  the  place  to  start. 


\ 
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Dave  Jenkins 

Business  Service  Management 

Solution  Center 

Call  an  expert  or 

log  on  today  to  put  BSM 

to  work  for  you. 

<  bmcsoftware 

2101  CityWest  Blvd 

Houston,  Texas  77042 

800  596  2154 

www.bmc.com/starthere3 

ACTIVATE  BUSINESS 

WITH  THE  POWER  OF  I.T™ 


K  bmcsoftware 

i 


IT  Fills  in 
the  White 
Space 

Talking  about  IT  as 
something  separate  from 
"the  business"  understates 
IT’s  importance  and 
perpetuates  the  myth  that 
it's  an  oddball  function 


People  talk  a  lot  about  the  new  skills  for  IT  being  “business”  skills,  coming  from 
the  business  side.  It  bothers  me  that  people  talk  about  “the  business”  as  if  it’s  some  mono¬ 
lithic  thing  made  up  of  every  department  that’s  not  IT.  The  implication  is  that  all  these  not- 
IT  departments  share  common  skills,  attributes  and  concerns,  and  that  there  are  no 
competing  interests  among  them  or  any  lack  of  understanding  between  them.  It  also  seems 
to  assume  that  they  possess  some  intrinsic  understanding  of  what’s  right  for  the  enterprise’s 
future  and  that  IT  doesn’t.  Right. 

Frankly,  I  don’t  think  “the  business,”  or  any  one  part  of  it,  is  in  unique  possession  of  the 
skills  necessary  to  construct  the  21st-century  organization.  In  fact,  I’d  hazard  to  say  that  IT 
may  be  better  equipped  to  drive  and  exe¬ 
cute  this  transformation  than  any  other  Let’s  stop  talking  about  "busi- 
department  in  the  modern  corporation.  ness”  skills  as  if  the  capabilities 
This  is  not  because  it  holds  the  keys  to  that  IT  has  pioneered  in  many 
technology.  Rather,  it’s  because  the  future  organizations  have  come  from 
of  business  (and  government,  health  care,  somewhere  else . 
education. ..that  is,  our  lives)  is  all  about 

the  connections  modern  information  technology  makes  possible.  Technology  enables  the 
connections  inside  and  out,  across  and  beyond  each  individual  enterprise,  that  simply 
didn’t  (and  couldn’t)  exist  before  IT.  And  in  the  process  of  enabling  such  connections,  IT  has 
learned  more  about  how  to  fill  the  white  space*  that  currently  exists  between  our  different 
departments  and  processes,  our  different  disciplines  and  extended  organizational  ecosys¬ 
tems,  than  anyone  on  the  planet. 

This  is  not  to  say  that  “the  business”  doesn’t  have  critical  skills  to  contribute  to  the 
effort.  There  are  functions  that  have  developed  outstanding  project  management  skills 
(manufacturing,  for  example)  and  the  listening  and  facilitation  skills  (HR)  so  necessary  for 
the  business  analyst  and  relationship  manager  functions  deemed  essential  in  this,  our 
fifth  annual  “State  of  the  CIO”  survey  (see  “The  New  IT  Department:  The  Top  Three  Posi¬ 
tions  You  Need,”  by  Senior  Editor  Stephanie  Overby,  on  Page  68). 

And  it’s  not  to  say  IT  doesn’t  need  to  better  understand  business  disciplines  like  sales, 
marketing  or  finance,  or  the  market  forces  and  terms  of  competition  of  their  particular  indus¬ 
try;  that’s  important  too. 

But  the  most  elusive  skill,  named  the  third  most  in  demand  after  project  management  and 
application  development,  is  “business  process  management,”  and  BPM  is  all  about  filling  the 
white  space:  building  connections  between  disciplines.  Clearly,  CIOs  today  feel  their  respon¬ 
sibility  extends  beyond  both  the  “I”  and  the  “T.”  I  would  argue  that  CIOs  are  not  just  build¬ 
ing  the  21st-century  IT  department;  they  are  building  the  21st-century  organization  overall. 

So  let’s  stop  talking  about  “business”  skills  as  if  the  project  management,  analyst  and 
process  capabilities  that  IT  has  pioneered  in  many  organizations  have  come  from  some¬ 
where  else.  The  IT  department  hasn’t  been  just  about  technology  for  a  long  time  now.  But 
as  long  as  we  continue  to  talk  that  way,  we’ll  perpetuate  that  myth. 


Abbie  Lundberg,  Editor  in  Chief 

lundberg(a)cio.com 


* Thanks  to  Tom  Scarnccchia,  VP  of  corporate  informatics  at  Millennium  Pharmaceuticals, 
for  the  apt  metaphor. 
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DELL  AND  COX  ARE  KEEPING 

6.6  MILLION 
CUSTOMERS 

TUNED  IN 
IN  TOUCH 


AND  CONNECTED. 
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COX  COMMUNICATIONS' 

DATACENTER  OF  THE  FUTURE. 

When  Cox,  an  industry-leading  broadband 
communications  company,  needed  a  new  IT 
infrastructure  to  handle  their  mission-critical 
operations, they  partnered  with  Dell.  The  Dell 
solution  handles  the  most  sensitive  data 
Cox  uses  to  run  its  business  from  core 
financial  records, to  supply  chain  management, 
to  compliance  and  more.  With  Dell,  Cox 
Communications  is  getting  the  technology 
and  services  they  need  to  connect  with  their 
customers.  Isn't  it  time  we  did  the  same  for  you? 


Dell  cannot  be  held  responsible  for  errors  in  typography  or  photography. 
Dell  and  the  Dell  logo  are  trademarks  of  Dell  Inc.  Other  trademarks 
and  trade  names  may  be  used  in  this  document  to  refer  to  either  the 
entities  claiming  the  marks  and  names  or  their  products.  Dell  disclaims 
proprietary  interest  in  the  marks  and  names  of  others.  ©  2005  Dell 
Inc.  All  rights  reserved.  Reproduction  or  translation  of  any  part  of  this 
work  beyond  that  permitted  by  U.S.  copyright  laws  without  the  written 
permission  of  Dell  Inc.  is  unlawful  and  strictly  forbidden. 


FROM  THE  PUBLISHER 


BUSINESS  TECHNOLOGY  LEADERSHIP 


A  Sensible  Proposal 

America  needs  math  and  science  teachers.  You  have  knowl¬ 
edgeable  employees  getting  ready  to  retire.  See  the  connec¬ 
tion?  IBM  does. 


Every  so  often  an  idea  comes  across  your  desk  that’s 
so  simple— and  so  needed— that  you  scratch  your  head 
and  wonder  why  no  one  has  thought  of  it  before. 

Such  an  idea  recently  popped  up  in  my  inbox.  Tran¬ 
sition  to  Teaching  is  an  IBM  program  that  provides  an 
innovative  solution  to  the  critical  shortage  of  science 
and  math  teachers  in  America.  What  it  does  is  help  any 
IBM  employee  interested  in  teaching  take  the  necessary 
steps  “so  that  employees  with  bachelor’s  degrees  or  cre¬ 
dentials  in  math,  science  and  related  fields  can  more 
easily  complete  the  preparation  to  become  K-12  teachers,”  according  to  IBM. 

This  is  a  win-win  idea  for  several  reasons. 

First,  it  fulfills  a  desperate  need.  According  to  the  U.S.  Department  of  Education, 
American  public  schools  need  to  find  2.4  million  new  teachers  by  2012  to  replace  the  42 
percent  of  all  K-12  teachers  who  are  currently  over  50  and  soon  will  be  retiring.  That’s 
a  worrisome  statistic.  But  what  may  be  worse  is  the  fact  that  this  group  includes  up  to 
80  percent  of  the  current  teaching  corps  who  are  teaching  science  and  math  “out  of 
field”  (that  is,  without  math  or  science  degrees). 

Second,  programs  like  Transition  to  Teaching  could  reach  out  to  the  millions  of  tech¬ 
nology  workers,  skilled  and  educated  in  math,  science,  engineering,  who  also  will  be 
retiring.  These  baby  boomers  still  have  a  lot  to  offer.  They  just  need  to  be  certified  as 
teachers.  And  they  need  willing  and  farsighted  employers  to  support  such  a  transition. 

As  they  say  in  the  Guinness  commercials,  “Brilliant!” 

Finally,  it  will  work.  One  of  the  operative  concepts  in  the  tech  business  is  “scalability.” 
Technologies  that  scale  usually  win  out  over  those  that  don’t.  Turning  tech  workers  into 
math  and  science  teachers  scales  like  all  get-out.  All  of  us  in  the  tech  business  share  a 
responsibility  to  improve  how  math  and  science  are  taught  in  our  K-12  classrooms. 

IBM  is  on  the  right  track  with  Transition  to  Teaching.  Are  you  interested  in  replicating 
the  idea?  Contact  me  and  I  will  gladly  put  you  in  touch  with  the  team  at  IBM  that  is  lead¬ 
ing  this  groundbreaking  initiative. 
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We  deliver  something  for  your 
network  you  thought  was  lost  forever. 
Control. 

It's  time  for  you  to  take  back  your 
network.  And  the  3Com’  TippingPoint” 
security  solution  is  the  way  to  do  it. 
But  don’t  take  our  word  for  it.  Take 
the  word  of  SC  Magazine.  They  awarded 
us  Best  Security  Solution  2005.* 

And  if  you  think  they’ve  got  good 
things  to  say,  go  to  our  website  and 
hear  from  our  customers. 


3Com 


v3com.com/AdvanceTheNetwork 


security 

VoIP 

wireless 

switching 

routing 

services 


*SC  Magazine  awarded  TippingPoint  Intrusion  Prevention  System,  formerly  known  as  Umty0ne,M,  Best  Security  Solution  for  2005. 
Copyright  ©  2005  3Com  Corporation.  All  rights  reserved.  3Com  and  the  3Com  logo  are  registered  trademarks  of  3Com  Corporation. 
All  other  company  and  product  names  may  be  trademarks  of  their  respective  companies. 


□  CAN  WE  DEPLOY  IT  QUICKLY 

HOW  RELIABLE  IS  IT 
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CAN  IT  HELP  CONTROL  COSTS  AS  WE  GROW 


□  ARE  THERE  HIDDEN  COSTS  U 

□  IS  IT  LINUX  ' 

□  OR  WINDOWS  SERVER 


Microsoft 


gfGET  THE  FACTS. 


RAYOVAC  CHOSE  WINDOWS  SERVER  SYSTEM  AND  EXPECTS  TO  SAVE 
NEARLY  ONE  MILLION  DOLLARS. 


"By  choosing  Windows  Server™  over  Linux  for  our  new  SAP  APO  solution,  we'll  save  an 
estimated  one  million  dollars  in  software,  staffing,  and  support  costs  over  the  first  four  years. 
We  needed  performance,  security  enhancements,  and  reliability  at  a  reasonable  price, 
and  Linux  would  have  presented  additional  risks  in  all  of  those  areas.  It  may  be  the  new 
thing  from  a  technical  perspective,  but  Linux  doesn't  cut  it  from  a  business  perspective — 

I  need  a  proven  IT  environment  that  I'm  sure  we  can  support." 

-Rick  Dempsey,  Chief  Information  Officer,  Rayovac 


RAYOVAC 


For  these  and  other  third-party  findings,  go  to  microsoft.com/getthefacts 


Microsoft' 


Windows 
Server  System 
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One 

Service 

Source 


For  multi'Vendor,  cross 'platform  service  and  support,  Fujitsu  is  the  one. 


From  mainframes  to  servers,  notebooks, 
and  Tablet  PCs,  no  other  company  provides 
the  full  spectrum  of  services  to  support 
business-critical  computing  like  Fujitsu.  In 
addition  to  our  own  products,  we  support 
a  variety  of  platforms  such  as  Sun™,  IBM®, 
and  HR  plus  OS/390®,  UNIX®,  Windows® 
and  Linux  environments.  We  also  provide 
services  that  improve  the  operation 
of  your  existing  IT  investments  and 
drive  down  costs.  So,  if  it's 
critically  important  to  a  CIO’s  IT 
infrastructure,  we  service  it. 


With  more  than  30  years  of  direct 
experience  collaborating  with  our  customers 
and  aligning  their  IT  and  business  objectives, 
we’ve  learned  what  it  takes  to  maintain  a 
wide  variety  of  complex,  mission-critical  IT 
environments — and  deliver  a  higher  level  of 
service,  for  multi-vendor;  cross-platform 
environments.  We  provide  a  single  point  of 
contact  and  full  accountability  to 
reduce  the  complexity  and  cost  of 
support,  streamlining  operations  to 
offer  greater  business  value. 


To  learn  more  reasons  why  CIOs  entrust  their  IT  systems  to  Fujitsu,  visit 

us.fujitsu.com/computers/services  or  call  I  -800-83 1  -3 1 83. 


FUJITSU 

THE  POSSIBILITIES  ARE  INFINITE 


©2005  Fujitsu  Computer  Systems  Corporation.  Ail  rights  reserved.  Fujitsu,  the  Fujitsu  logo.  PRIMEPOWF.K  PRIMGQUEST  and  LHeBook  are  registered  trademarks  or  trademarks  of  Fujitsu  Limited  in  the  United  States  and  other  countries.  PRiMERGY  is  a  registei-ed  trademark  of 
Fujitsu  Siemens  Computers  GmbH  in  the  United  States  and  other  countries.  IBM  and  OS/390  are  registered  trademarks  of  IBM  Corporation  in  the  United  States,  other  countries,  or  both.  Sun  is  a  trademark  of  Sun  Microsystems,  inc.  in  the  U.S.  and  other  countries 
UNIX  is  a  registered  trademark  ofThe  Open  Group  in  the  United  States  and  other  countries.  Windows  is  a  registered  trademark  of  Microsoft  Corporation.  All  other  trademarks  mentioned  herein  are  the  property  of  their  respective  owners 


READER  FEEDBACK 


Key  to  Outsourcing: 
Partnership 


For  years  we  have  been  in  the  business 
of  comprehensive  outsourcing  and  often 
have  to  explain  to  prospective  clients  and 
partners  the  difference  between  outsourc¬ 
ing  and  out-tasking  [“Simple  and  Success¬ 
ful  Outsourcing,”  Oct.  1].  To  major 
outsourcers,  outsourcing  is  a  process 
whereby  the  outsourcer  takes  manage¬ 
ment  responsibility  for  some  part(s)  of 
client  businesses. 

Out-tasking  is  taking  over  a  silo  or  per¬ 
forming  the  work  in  a  silo  with  the  client 
still  in  control.  With  great  care,  silo  man¬ 
agement  can  bring  some  improvements 
because  of  specialization  on  the  part  of  the 
service  supplier.  Without  management 
control,  out-tasking  is  essentially  doomed 
because  the  same  limitations  on  the  part 
of  the  clients  are  still  in  place.  This  is  still 
true  to  some  extent  in  the  case  of  silo  out- 
tasking  with  management  control. 

As  an  outsourcer,  we  believe  that  if  a 
relationship  fails,  the  contract  will  not  save 
it.  We  do  everything  to  establish  a  relation¬ 
ship  that  is  going  to  last. 

I’ve  seen  many  prospective  clients  apply 
decision-making  processes  that  were  not 
in  their  best  interest  and  hence  not  in  ours 
either.  The  rush  to  outsourcing  without 
going  through  the  proper  preparation  and 
due  diligence  has  increased  significantly  in 
recent  years.  Many  decisions  are  based  on 


false  premises  and  incomplete  evaluation, 
particularly  when  it  includes  offshoring. 

Comprehensive  outsourcing  can  be  a 
great  way  for  businesses  to  focus  on  their 
core,  most  profitable  operations. 

PAUL  TIFFANY 

CEO 

Help  Team 

ptiffany@helpteam.net 

IT  Rules:  There  Are  Only  Two 

As  a  very  small  company  working 
within  a  niche  market,  we  find  that  our 
“Rules  of  IT”  [Oct.  1]  change  with  every 
project.  We  have  two  rules.  Our  number- 
one  rule  is  do  not  break  the  city,  county, 
state  or  federal  laws,  but  get  the  job  done 
so  it  can  be  reproduced  tomorrow  with  the 
same  outcome.  Rule  number  two:  Refer  to 
rule  number  one. 

JAMES  MACDONALD 

S.  Toub  &  Associates 
jmacdonald@stoubandassociates.com 

Protect  from  the  Inside  Out 

The  opening  paragraph  of  “50-Cent 
Holes”  [Oct.  15]  caught  my  attention 
because  it  reflects  the  profound  shift  IT 
executives  have  had  to  take  in  our 
approach  to  security:  We  assume  the 
attack  will  come  from  a  trusted  station  on 
the  inside,  and  we  design  our  whole  secu  ¬ 
rity  model  from  that  perspective. 

Between  home  wireless  users,  mobile 
users,  spam,  phishing  and  spyware,  we 
just  assume  that  something  is  going  to  slip 
through  our  perimeter.  My  company  has 
made  three  specific  changes  to  address 
this  changing  paradigm: 

1.  We  implement  Internet-style  security 
internally,  that  is,  interoffice  and  even 
interoffice  access  control,  encryption  and 
authentication.  Internal  users  have 
network-level  access  only  on  an  as-needed 
basis.  Managing  such  a  setup  can  be 


expensive,  and  we  found  most  commercial 
tools  too  costly  to  manage  at  the  required 
rate  of  change,  so  we  sponsored  the  open- 
source  ISCS  network  security  manage¬ 
ment  project  ( iscs.sourceforge.net )  to  make 
such  security  affordable. 

2.  We  focus  more  on  closing  vulnerabil¬ 
ities  rather  than  trying  to  keep  intruders 
out.  We  recommend  regular,  near-contin¬ 
uous  vulnerability  assessment  and  reme¬ 
diation.  Since  we  assume  someone  will  get 
through  our  defenses,  we  want  to  make 
sure  that  when  (not  if)  they  do,  they  won’t 
find  anything  to  exploit. 

3.  We  have  implemented  some  form  of 
host  intrusion  detection  so  that  we  do 
know  if  something  has  slipped  through 
the  multiple  layers  of  defenses,  found  an 
unpatched  vulnerability  and  exploited  it. 

JOHN  SULLIVAN 

CTO 

Atlas  Group 

jsullivan@atlasgroup.net 

The  "disclosures"  in  the  article  will  not 
surprise  a  CIO  or  security  professional. 

The  trick  is  ensuring  that  the  risk- 
management  team  is  apprised  of  and 
aligned  to  the  security  issues  and  the  ever- 
changing  threat  landscape.  Only  then  will 
you  get  buy-in  from  the  board.  After  all,  it 
is  the  CIO’s  or  security  professional’s  task 
to  articulate  risks,  and  the  board’s  respon¬ 
sibility  to  decide  what  risks  the  company 
wishes  to  take. 

ANONYMOUS 

Chief  Information  Security  Officer 


What  Do  You  Think? 


Send  your  thoughts  and  feedback  to 
letters@cio.com.  Letters  may  be  edited  for 
length  or  clarity.  For  a  link  to  the  articles 
mentioned,  go  to  www.cio.com/printlinks. 

cio.com 
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Software  Assurance 

boosts  productivity 

With  compelling  business  value, 

tough  software  agreement  renewal 
decisions  become  no-brainers 


Decision  time 
again? 

Software  agree¬ 
ments  are  up  for 
renewal,  and  executives 
need  to  justify  the  cost  as 
an  essential  part  of  a  world- 
class  IT  environment. 

Indeed,  everyone  wants  to 
save  a  buck  wherever  they 
can,  and  software  renewals 
may  seem  like  a  logical  place 
to  start.  The  question  is: 
What  are  executives  getting 
out  of  renewals?  Not  just  for 
IT,  but  also  from  a  business 
perspective? 

Sure,  renewal  agreements 
offer  licensing  privileges  to 
the  latest  and  greatest  soft¬ 
ware.  This  in  and  of  itself 
could  very  well  justify  the 
cost  of  renewal,  especially 
when  there  are  significant 
enhancements  on  the 
horizon,  such  as  Windows 
Vista  Enterprise,  coming 
in  2006. 


CIO 


But  now,  with  the  right  tools,  services  and  training  resources, 
renewals  bring  even  more  to  the  table.  They  offer  significant  business 
value— user  productivity,  faster  deployment,  better  support  and  stron¬ 
ger  ROI— that  extends  beyond  traditional  expectations  to  positively 
impact  the  bottom  line. 

So  a  renewal  should  be  a  no-brainer. 

Renewals  Impact  the  Bottom  Line 

Today’s  IT  challenge  isn’t  really  about  technology.  It’s  about  business 
success  in  an  ever-evolving  climate  that  is  ultimately  enabled  by  IT 
infrastructure. 

Technology  can  pave  the  way— or  stunt  growth—  with  its  many 
nuances.  Besides  the  increasing  pressure  to  reduce  costs  and  manage 
security  risks,  organizations  must  deal  with  digital  information 


Executive  Summary 

Is  it  time  to  renew  the  company's  Microsoft®  software  agreement? 
When  you  know  what  you're  getting,  the  decision  to  renew  quickly 
becomes  a  no-brainer.  Consider  this:  Renewing  is  more  about  busi¬ 
ness  value  than  it  is  about  IT-related  benefits.  With  Microsoft's  new 
Software  Assurance  program,  there's  never  been  a  better  time  for 
renewing  Windows®  software  agreements.  The  program  offers  the 
tools  and  services  to  leverage  software  by  streamlining  administrative 
tasks  and  maximizing  user  productivity. 

Read  on  to  learn  more  about  these  benefits  and  how  the  package 
includes  eligibility  for  Windows  Vista™  Enterprise— the  next-genera¬ 
tion  computing  platform  scheduled  for  release  in  2006. 


Custom  Publishing 
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With  an  EA  renewal  and  its  Software  Assurance  benefits  program, 

organizations  can  effectively  improve  worker  productivity. 


overload,  the  proliferation  of  form  factors  and 
networks,  an  increased  need  for  collaboration 
and  a  growing  stable  of  desktops  and  business 
applications.  And,  of  course,  the  underlying 
mandate  to  keep  employees  as  productive  as 
possible. 

IT’s  mission,  then,  is  to  make  sure  all  that 
happens  by  getting  information  workers  up  and 
running  quickly,  and  then  keeping  them  on  the 
job.  It  needs  to  help  users  to  be  more  responsive 
to  everyday  tasks  with  faster  performance,  easier 
information  access  and  the  ability  to  work  from 
anywhere.  It  also  needs  to  ensure  work  without 
disruption  and  recovery  with  ease.  All  of  this 
translates  into  productivity. 

“That’s  where  Windows  software  agreement 
renewals  come  into  play,  resulting  in  demonstrable 
value  to  the  bottom  line,”  says  Elan  Ellinger, 
with  client  marketing  of  Windows  products  at 
Redmond,  WA-based  Microsoft  Corporation. 
“When  it  comes  to  software  refreshes,  business 
benefits  comprise  more  than  70  percent  of  the 
realizable  value,  compared  to  an  estimated  30 
percent  for  IT- related  benefits.”  That’s  what 
Microsoft  and  Gartner  discovered  in  their  recent 
research.  They  reported  that  organizations  with 
software  agreements  can: 

■  Work  more  productively  and  lower  client  PC 
management  and  support  costs 

■  Start  realizing  business  benefits  immediately 

■  Avoid  delays  in  realizing  value  deeper  and 
broader  range  of  business  benefits 

So,  when  organizations  consider  renewing 
software  agreements,  they  should  be  thinking 
about  the  business  benefits,  rather  than  IT 
benefits.  Yes,  they  can  significantly  lower  IT 
infrastructure  costs,  but  with  higher  returns  from 
their  information  workers,  they’re  looking  at  the 
real  value. 

Renewal  Agreements,  They  Just  Aren't 
What  They  Used  To  Be 

Enterprise  Agreements  (EAs)  offer  volume 
licensing  of  software  to  standardize  Microsoft 
products— including  Microsoft  Office,  Windows 
upgrades  and  core  client  access  licenses— across 
an  organization,  and  they  allow  companies  to  take 
advantage  of  discounted  pricing  based  on  three- 
year  agreement  terms.  To  ensure  ongoing  benefits 
and  complete  desktop  coverage,  organizations 


are  encouraged  to  renew  their  EAs,  particularly 
for  Windows  upgrades.  In  addition  to  pricing 
advantages  over  new  agreements,  the  three -year 
renewal  option  provides  organizations  with  a 
defined  window  in  which  the  terms  and  pricing 
of  their  purchasing  relationship  with  Microsoft 
will  remain  constant.  Renewals  also  ensure  that 
an  organization  will  be  eligible  for  all  Windows 
upgrades,  big  or  small,  for  the  duration  of  the 
agreement. 

But  EA  renewals  aren’t  just  about  the  upgrades. 
EAs  have  evolved  to  better  address  the  immediate 
business  needs  of  large  organizations,  making 
renewals  more  attractive  than  ever  before.  They 
offer  new  benefits  that  result  in  bona  fide  business 
value: 

■  The  new  Software  Assurance  (SA)  Entitlement 
benefits 1  provide  the  tools,  services  and  resources 
to  deploy  and  manage  Windows  software 
throughout  its  lifecycle.  The  Software  Assurance 
benefits  help  maximize  user  productivity  and  IT 
responsiveness. 

•  Eligibility  for  Windows  Vista  upgrade  in  2006, 
which  offers  new  features  and  functionality  that 
focus  on  key  enabling  capabilities,  including  data 
protection,  performance,  mobility,  collaboration 
and  data  organization.  Windows  Vista  is,  by  far, 

Renewal  Time? 

5  Simple  Questions  to  Ask 

How  do  you  know  if  a  software  agreement 

renewal  is  the  right  move  for  your  organization? 

Ask  the  following  questions: 

O  Is  information  worker  productivity  a  top 
priority  for  your  organization? 

©  How  important  is  security,  reliability  and 
scalability  to  your  organization? 

©  How  do  acquisition  cost  and  ease  of 
deployment  affect  your  renewal  decision? 

©  What  priority  does  your  organization  put  on 
training? 

©  What  priority  does  your  organization  put  on 
service  and  support? 


1  Part  of  the  new  benefits  available  in  March  2006 
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Windows  VISTA  Enterprise  Feature  Overview 

The  new  Windows  Vista  Enterprise  offers  many  features  and  benefits  that  result  in  real  business  value. 


DATA  PROTECTION  APPLICATION  COMPATIBILITY  MULTI-LINGUAL  DISK  IMAGE 

Protection  of  hard  drive  in  case  of  lost,  Legacy  applications  will  run  under  Windows  All  Microsoft  user  interface  languages  can 

stolen  or  refurbished  PC:  Vista:  be  integrated  into  hard  drive  image: 


•  Full  Volume  Encryption 

■  Helps  prevent  stolen  laptop  from  being 
booted  to  another  OS;  data  can't  be  read 

•  Better  protects  data  left  behind  on  the 
hard  drives  of  disposed  PCs 

•  Escrow  service  provides  IT  department 
with  a  safe  way  to  unlock  a  locked 
system 

■  Requires  TPM  chip  (1.2)  in  hardware  to 
seal  the  keys  that  encrypt  and  decrypt 
sectors  on  the  Windows  hard  drive 


■  Virtual  PC  Express 

•  Helps  ensure  compatibility  of  legacy 
Windows-based  applications  during 
operating  system  upgrade 

•  Allows  customers  to  run  legacy  apps  in  a 
virtual  machine 

(Note:  Virtual  PC  Express  Early  Release 
made  available  in  March  '06  ahead 
of  the  Windows  Vista  launch  will  not 
include  x64-bit  support  nor  Windows 
Vista  as  host/guest) 

•  Subsystem  for  Unix-based  Applications 
(SUA) 


•  Multilingual  User  Interface  (MUI): 

•  IT  pros  can  integrate  all  languages  to 
disk  image  (with  no  additional  costs) 

■  Disk  image  spans  all  languages  and 
all  PC  form  factors  can  be  deployed 
worldwide 

•  Lowers  IT  costs  associated  with 
deploying  and  maintaining  disk  images 

•  Reduces  the  number  of  required  disk 
images 

•  One  PC  can  be  switched  for  use  by 
speakers  of  different  languages 


•  Provides  an  interoperability  solution  that 
helps  with  integration  between  Windows 
and  UNIX/Linux  environments 

•  Smoothes  migration  of  UNIX-based 
applications  to  Windows 


the  largest  development  project  in  Microsoft 
history  and  offers  noteworthy  innovation. 

■  Windows  Vista  Enterprise  is  optimized  for  large- 
scale  desktop  deployments,  delivering  enhanced 
user  productivity  and  lowering  the  cost  of 
Windows  software  management.  It  also  provides 
the  data  protection  and  performance  worthy  of 
an  enterprise  environment.  It  is  only  available 
to  organizations  with  Software  Assurance 
agreements. 

“This  new  breed  of  renewals  can  help 
organizations  leverage  software  to  enhance 
productivity  and  process  efficiency,  improve 
system  performance  and  achieve  greater  stability 
and  enhanced  security,”  says  Ellinger.  “Windows 
software  renewals  can  have  a  huge  impact  on 
information  worker  productivity  as  well  as  IT 
responsiveness.” 

Productivity  At  the  Desk  and  On  the  Go 

Executives  must  always  focus  on  empowering  their 
workers,  helping  them  do  their  jobs  better,  faster 
and  from  more  places.  This  takes  efficient  access 
to  stored  data  and  back-end  systems,  so  executives 
need  to  constantly  evaluate  new  ways  to  reduce  the 
time  and  effort  associated  with  finding,  compiling, 
reporting  and  sharing  documents  and  information. 
And  as  enterprises  continue  to  adopt  new  form 
factors,  executives  need  to  strive  toward  the  most 
secure,  reliable  and  manageable  IT  environments 


that  allow  mobile  workers  to  conduct  business 
more  efficiently  (and  with  fewer  interruptions) 
from  anywhere,  anytime. 

With  an  EA  renewal  and  its  Software  Assurance 
benefits  program,  organ  izations  can  effectively  improve 
worker  productivity. 

As  software  continues  to  evolve,  new 
productivity-enhancing  capabilities  are  often 
enough  to  motivate  executives  to  standardize 
software  and  keep  current.  Indeed,  they  can 
be  sure  that  each  new  upgrade— for  which  EA 
renewals  guarantee  access  rights— will  bring 
their  workers  closer  to  the  information,  people 
and  devices  they  need  to  be  productive.  This  is 
especially  true  for  Windows  software. 

Particularly  timely,  Windows  Vista  will 
introduce  various  tools  that  business  users  will  be 
able  to  employ  in  new  situations  and  new  ways. 
For  example,  this  next-generation  of  Windows 
software  will  deliver  a  new  graphical  experience 
and  mobile  environment— through  advanced 
data  organization  and  PC  synchronization- 
enabling  users  to  access  and  share  information 
easier  and  faster.  Equally  important,  Windows 
Vista  Enterprise  offers  additional  productivity¬ 
enhancing  capabilities.  Virtual  PC  Express  will 
enable  legacy  systems  to  run  under  Windows 
Vista  to  minimize  user  productivity  disruptions. 
Full-volume  encryption  will  help  protect  the 
data  on  hard  drives  in  the  case  of  lost,  stolen  or 


ADVERTISING  SUPPLEMENT 


refurbished  PCs,  helping  to  facilitate  more  secure 
mobile  environments.  In  addition,  the  Multilingual 
User  Interface  (MUI)  will  enable  users  to  better 
collaborate  across  geographic  and  cultural 
barriers. 

Perhaps  even  more  telling,  the  new  Software 
Assurance  benefits  program  that  comes  with 
EA  renewals  offers  other  ways  to  help  maximize 
organizational  productivity.  For  instance,  training 
services  are  an  integral  component  of  the  Software 
Assurance  program,  entitling  organizations  to 
a  host  of  user  training  opportunities— including 
instructor,  online  and  self-paced  courses,  as  well 
as  consultative  learning  services— to  help  improve 
worker  effectiveness.  And,  employee  programs— 
namely  “home  use”  and  “employee  purchase” 
options— are  available  to  foster  productivity 
outside  of  the  office  (which  ultimately  boosts 
productivity  at  work). 

Less  Time  Managing  Technology,  More  Time  Working 

Usability  is  also  critical  to  information  worker 
productivity.  Ease  of  use,  efficiency  and  reduced 
downtime  all  contribute  to  the  overall  effectiveness 
of  employees.  “When  it  comes  to  PCs,  users 
need  the  same  level  of  confidence  and  comfort 
they  have  when  they  pick  up  the  phone  and  hear 
a  dial  tone,”  says  Ellinger.  “So  it’s  no  surprise 
that  IT  responsiveness  has  a  direct  impact  on 
organizational  productivity.” 

EA  renewals  and  Software  Assurance  even  ensure 
improved  IT  responsiveness. 

Again,  software  development  efforts  deliver 
new  versions  with  functionality  that  continually 
improve  performance,  reliability  and  security, 
making  software  upgrades  essential  to  the 
information  infrastructure.  This,  of  course,  is 
true  for  the  Windows  products.  Windows  Vista 
will  deliver  higher  levels  of  reliability  with  new 
diagnostics,  self- tuning  and  hardware  monitoring 
capabilities.  And  the  upgrade  is  poised  to  improve 
desktop  performance  with  features  such  as 
“instant  on,”  smart  caching  load  times,  disk 
optimization,  fast  resume  from  hibernate  mode 
and  better  battery  life  with  non-volatile  memory. 
Better  yet,  Windows  Vista  Enterprise  will  provide 
the  security  enhancements,  legacy  migration  and 
language  integration  capabilities  that  will  enable 
users  without  tying  up  IT  resources. 

New  Software  Assurance  benefits  available 
through  EA  renewals  also  provide  various  paths 
to  improved  productivity  via  infrastructure 
deployment  and  management  tools  and  services. 
For  example,  deployment  automation  tools  are 


Microsoft  Software  Assurance 

Lifecycle  Benefits 

The  Microsoft  Windows  Software  Assurance  agreement 
entitles  organizations  to  the  following  key  features  that 
span  the  lifecycle  of  the  software: 

FEATURES 

PLAN 

•  Consistent  terms  and  pricing 

DEPLOY 

■  Desktop  deployment  planning  services 

•  Deployment  planning  workshops 

Business  Value  Discovery 

Architectural  Design 

•  Windows  Pre-Installation  Environment 

USE 

■  Windows  Vista  Enterprise 

•  Virtual  PC  Express 

■  Extended  training  vouchers 

Instructor,  online  &  self-paced 

Consultative  learning  services 

E-learning  &  on-demand 

■  Employee  programs 

Home  Use  Program 

Employee  Purchase  Program 

■  Enterprise  Source  License  Program 

MAINTAIN 

•  24x7  problem  resolution  services 
■  "Cold  backups"  server  licenses 

•  TechNet  Plus 

Online  chat  and  newsgroup  services 

Beta  release  candidate  &  evaluation  software 

TRANSITION 

•  Extended  Hotfix  Support 

•  Fundamentals  for  Legacy  PCs 

available  to  streamline  the  implementation  of 
Windows  upgrades  and  patches.  Renewals  also 
grant  organizations  deployment  services  options 
that  can  include  planning  sessions  for  business 
value  and  architecture.  In  addition,  support 
services,  including  around-the-clock  support 
via  phone  or  Web  and  disaster  recovery,  help 
keep  users  up  and  running.  In  the  end,  these 
tools  and  services  help  ensure  the  reliability  and 
performance  workers  need  to  get  their  jobs  done. 

Renew  for  a  Better  Bottom  Line 

Information  worker  productivity  and  IT 
responsiveness  go  a  long  way  toward  business 
success.  Executives  who  take  advantage  of 
renewals— ensuring  eligibility  for  upgrades  and 
Software  Assurance  benefits— put  themselves  one 
step  closer  to  a  healthy  bottom  line. 

Microsoft' 


©  2005  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Windows,  and  Windows  Vista  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in 
the  United  States  and/or  other  countries.  The  names  of  actual  companies  and  products  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


CALL  FOR  ENTRIES 


19  th  ANNUAL  AWAR  D/S  C  0  M  P  E  7  I  T  I  0  N 


IT  Makes  Winners. 


You  can’t  beat  the  competition  by  standing  still. 
And  you  can’t  move  ahead  without  the  edge 
technology  provides. 

We  want  to  know  how  IT  makes  your 
company  grow. 

I  I 

:  J 

j  We're  celebrating  all  the  innovative  ways  that  IT  can  deliver  a 
;  competitive  advantage  to  the  enterprise.  Perhaps  you  took  a  risk 
1  on  an  emerging  technology,  or  deployed  the  tried  and  true  in  a 
new  way.  Maybe  you  built  a  better  business  process,  or  fostered 
closer  col  laboration.  Or  you  found  ways  to  get  more  from  existing 
I  customers,  to  pursue  new  markets,  to  save  money,  to  make  more, 

I  If  you  can  show  measurable  results  of  technology  innovations 
j  that  have  enabled  or  led  the  way  to  greater  success  for  your 
organization,  then  our  readers— your  peers— want  to  know 
about  you, 

:  Be  recognized  as  one  of  the  CIO  100 

I  Apply  now  for  the  19th  Annual  CIO  100  Awards 


Presented  by 

Business 
Technology 
Leadership 


CIO  100  honorees  will  be 
celebrated  at  the  annual 
CIO  100  Symposium  &  Awards 
Ceremony  Aug,  20-22,  2006, 
at  the  Hotel  del  Coronado, 
Coronado,  Calif.  Honorees— 
and  their  winning  ideas— 
will  also  be  featured  in  the 
Aug.  15, 2006,  issue  of  CIO. 

To  learn  more  about  the  CIO  100 
Awards  and  to  get  an  application 

go  to  www.CIO.com/ciolOO. 


risible  server, 


The  Sun  FireTlooo  with  CoolThreads™  Technology.  Visit  sun.com 
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Corporate  data  centers 
account  for  more  than 
50%  of  the  average 
company's  power  costs. 

Let's  Change  This: 


Server  Facts: 


Sun  Fire  TlOOO 

IBM  X366 

2x  THE  PERFORMANCE1 

3x  THE  CORES 

6  |  2 

l8x  MORE  COMPUTI 

960 

E  THREADS  PER  RACK 

52 

V3  THE  SIZE 

1U  |  3U 

V4THE  POWER 

300  Watts 

CONSUMPTION 

1,300  Watts 

THE  RIGHT  ARCHITEC 
AND  APPLICATK 

ULTRASPARC’' 

TURE  FOR  YOUR  WEB 
)N  WORKLOADS 

Xeon 

V3THE  PRICE 

$3,495  |  $13,147 

Maximize  capacity  with  dramatic 
energy  efficiency  and  amazing  cost 
savings.  Introducing  the  Sun  Fire™ 
TlOOO  Solaris  server  with  CoolThreads™ 
technology  for  extreme  throughput. 
Deliver  18  times  more  compute  threads 
using  V4  the  power  consumption  of 
Xeon.  Reduce  the  number  of  servers  by 
as  much  as  3  to  1.  And  with  2  times  the 
performance  for  web  tier  applications, 
meet  the  increasing  demands  on  your 
network— all  while  looking  out  for  the 
planet.  Visit  sun.com. 


# Sun  SOiariS  (share 

microsystems  ) 


&  2005  Sun  Microsyste ms,  Inc.  All  rights  reserved. 

Base  Pricing  -  IBM  pricing  based  on  configuration  with  1 X  Dual  Core  Xeon  3.00Hz  processor  / 
2GB  Memory  /  4  x  IGbE  ports  /  1  x  PSU  /  No  Disk  /  SUSE  UNUX  Enterprise  Server  9  MS  CPUs 
&  Support.  IBM.com  pricing  11/14/05  from  hups://www  i.ibm.com/products/hardware 
configurator/na/uiAubmitConfigSeleaion.wss?nc=ii3J980889i46. 5un  Fire  Tiooo  Solaris 
Server  configuration  based  on  l  x6Core  UltraSPARC®  Tl  processor  at  t.oGHz/  2GBMemory/ 
4  x  IGbE  (sorts  / 1  x  PSU  /  No  Disk.  IBM  X36G product  Specifications  from  brochure,  ofl/Jb/65: 
http://www  132.ibm.com/web3pp/wcs/store5Aetvtet/CategocyDi5playTcatalogkU 
-840Si5toreld=l&langld=  l&dualCurrld=73&categoryld=2588660.  Power  consumption  read 
ings  come  from  rating  of  power  supplies.  Sun  Fire  TlOOO  Solaris  server  maximum  power  =  240 
Watts.  Threads  per  rack  based  on  priced  configurations.  40  x  Sun  Fire  Ttnoo  Solaris  Servers 
delivering  24  threads  per  server  being  installed  into  a  rackwrth  40PU  of  usable  space.  13  x  IBM 
X366  servers  can  be  installed  per  rack  with  40U  of  usable  space.  Fat  b  server  configured  with  2 
x  Xeon  cores,  with  each  core  delivering  2  threads  via  hyperthreading. 

Based  on  estimated  relative  webserving  performance. 
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MicroStrategy  is  #1  in 

Customer  Loyalty 

in  the  Business  Intelligence  Market 


In  a  recent  industry  survey  that  measured  customer  loyalty, 
MicroStrategy  outscored  all  of  the  competition. 


1  MicroStrategy 

2  Applix  TM1 

3  SAP  BW 

4  Microsoft  AS 

5  MISAlea 

6  Oracle  OLAP  Servers 

7  Business  Objects 

8  Hyperion  Essbase 

9  Oracle  Discoverer 
10  Cognos  PowerPlay 

60%  70%  80%  90% 

The  OLAP  Survey  4  measures  nearly  1 .000  customer  sites  and  is  the  largest  independent  survey  of  business  intelligence  (Bl)  products  It  is  conducted  annually  by  Survey.com  and  industry  analyst,  Nigel  Pendse. 


Report.  Analyze.  Monitor. 


Today,  thousands  of  organizations  worldwide  depend 
on  MicroStrategy  to  report,  analyze,  and  monitor  their 
mission-critical  business  data.  According  to  independent 
surveys,  MicroStrategy  customers  access  the  largest 
databases,  have  the  largest  business  user  populations, 
and  report  higher  business  benefit  from  their  business 
intelligence  applications. 


MicroStrategy  has  been  hailed  by  industry  analysts  for  its 
uniquely  integrated  architecture,  its  user  and  data  seal- 
ability,  and  its  dramatic  ease  of  use.  It  gives  business  users 
integrated  dashboards,  reporting,  and  analysis  they  desire 
and  provides  IT  staff  an  easily  maintainable  industrial- 
strength  business  intelligence  platform  they  need. 


For  your  Free  Evaluation 
Software,  visit  us  at 
www.microstrategy.com/CD 


888.537.8135 


PHOTO  BY  GETTY  IMAGES 


\\ 
i  i'¬ 


ll 


New  Year’s  Resolutions 
forthe  Global  CIO 


work-life  balance  Having  developers  around  the  world  may 
be  good  for  business,  but  CIOs  pay  a  personal  toll.  Because  remote  oper¬ 
ations  may  be  located  up  to  12  time  zones  away,  the  workweek  can  stretch 
from  Sunday  night  (as  teams  in  Asia  come  into  their  offices)  until  Friday 
evening  (when  stateside  staff  wrap  up  the  workweek).  This  schedule, 
combined  with  grueling  travel  demands,  can  pull  families  apart  as  pro¬ 
fessional  responsibilities  bleed  into  personal  and  social  time. 

Ashwin  Rangan  managed  worldwide  technology  teams  for  more 
than  a  decade  as  CIO  of  Conexant  and  as  a  senior  manager  at  AST 
Research.  He  suggests  six  New  Year’s  resolutions  for  IT  execs  with 
global  responsibilities: 

1.  Travel  with  your  spouse.  If  your  spouse  joins  you  on  an  over¬ 
seas  trip  at  least  once  a  year,  he  or  she  Continued  on  Page  22 


Gender  Gap  in  the 
Executive  Suite 


leadership  Men  are  bet¬ 
ter  at  delegating.  Women  are 
better  at  rewarding  subordi¬ 
nates.  Tired  old  stereotypes, 
perhaps,  but  both  men  and 
women  in  leadership  positions 
believe  them— to  the  detriment 
of  female  leaders,  according  to 
a  study  by  the  nonprofit 
research  organization  Catalyst. 

Of  296  senior  corporate 


leaders  surveyed,  a  majority  of 
each  gender  agreed  that  men 
are  better  at  take-charge  lead¬ 
ership  behaviors,  such  as  influ¬ 
encing  their  superiors,  while 
women  are  better  at  caretaking 
behaviors,  such  as  team-build¬ 
ing.  The  most  disturbing  dis¬ 
covery,  according  to  Jeanine 
Prime,  director  of  research  at 
Catalyst,  is  men’s  perceptions 


of  women’s  problem-solving 
skills.  Male  survey  respondents 
said  that  80  percent  of  male 
leaders  are  effective  at  solving 
problems,  but  only  67  percent 
of  female  leaders  are.  Because 
men  outnumber  women  in 
leadership  positions,  women 
are  less  likely  to  be  viewed  as 
good  decision-makers. 

The  implication  of  this  find¬ 
ing,  Prime  says,  is  that  women 
are  more  likely  to  have  their 
decisions  questioned,  and 
thus  have  to  spend  more  time 
getting  buy-in.  That's  time 
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that  could  be  spent  on  execu¬ 
tion.  And  so,  through  no  fault 
of  their  own,  many  women  find 
their  ability  to  get  things  done 
is  compromised,  which  under¬ 
mines  their  chances  for  pro¬ 
motion.  Prime  says  this  is  one 
reason  why  only  16  percent  of 
officers  in  Fortune  500  com¬ 
panies  are  women. 

Catalyst  says  one  way  com¬ 
panies  can  counter  gender 
stereotypes  is  by  having  stan¬ 
dard  criteria  for  performance 
evaluations  and  promotions. 

-Margaret  L ocher 
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Get  an  iPod  with 
Your  Diet  Soda 


MOBILE  TECHNOLOGY  YOU  want 

an  iPod?  It’s  over  there— just  beneath  the 
NyQuil  and  next  to  the  Gatorade.  Apple 
Computer’s  hot  digital  music  players 
may  be  better  associated  with  the  com¬ 
pany’s  hip  stores,  but  they’ve  also  started 
popping  up  next  to  less  exotic  products 
in  special  vending  machines  built  by 
Zoom  Systems. 

Since  April,  Zoom  Systems  has  been 
selling  iPods  in  some  cities  across  the 
United  States  in  “robotic  product  delivery 
systems”  (as  the  company  calls  them).  The 
players  can  now  be  found  in  Zoom  Shop 
machines  operating  in  malls,  hotels  and 
grocery  stores. 

Though  Zoom  Shops  sell  other  prod¬ 
ucts,  including  digital  cameras  and 
snacks,  the  iPod  is  the  top  seller,  says 
Rick  Cusick,  Zoom  Systems  executive 
vice  president  of  merchandising.  “It 
seems  to  unleash  an  incredible  impulse 
opportunity”  he  says.  “You  can  walk  up 
and  buy  an  iPod  in  20  seconds.” 

Buying  music  to  play  on  the  device  is 
more  complicated,  and  since  Zoom  Shops  do  not  sell  tunes  for  the  players,  peo¬ 
ple  may  be  reluctant  to  pick  one  up  to  help  kill  time  during  a  flight.  The  iPods 
could  be  purchased  as  gifts,  however. 

Having  recently  phased  out  the  iPod  minis,  the  company  is  now  selling  the  iPod 
shuffle,  the  iPod  nano  and,  since  November,  Apple’s  video-enabled  iPods. 

Fans  of  iPod  who  are  wondering  how  to  get  $199  in  quarters  through  airport 
security  need  not  worry:  The  Zoom  Shops  take  credit  and  debit  cards. 

-Robert  McMillan 
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will  better  understand  what  you’re  going 
through,  as  well  as  share  in  your  cross- 
cultural  learning. 

2.  Get  comfortable.  If  your  com¬ 
pany  pays  only  for  economy  class  airline 
travel,  use  your  frequent  flier  miles  to 
upgrade  to  business  class.  If  it  pays  for 
business  class,  upgrade  to  first. 

3.  Give  yourself  a  break.  Jet  lag 
affects  your  judgment  and  your  attention 
span,  so  keep  a  light  schedule  on  the  day 
you  arrive  at  your  destination. 

4.  Send  someone  else.  Your  key 
reports  in  other  countries  should  also 
visit  each  other  frequently  to  build  their 
own  connections  and  sympathy  for  one 
another.  You  don’t  always  have  to  be  there. 

5.  Minimize  off-hours  work.  When 
transcontinental  conference  calls  are  nec¬ 
essary,  distribute  the  inconvenience 
around  the  globe.  For  half  of  the  calls,  you 
can  have  stateside  teams  come  in  early 
while  the  offshore  team  is  at  work,  and  you 
can  schedule  the  rest  during  the  U.S.  work¬ 
day,  when  the  offshore  team  stays  late. 

Families  on  two  continents  will  thank  you. 

G.  Stay  home.  Limit  your  Sunday 
evening  social  engagements,  and  advise 
your  direct  reports  to  consider  the  same. 

If  no  work  issues  crop  up  offshore,  you 
can  have  an  evening  with  your  family;  if 
they  do,  your  loved  ones  will  forgive  you 
more  easily  than  your  friends. 

-Gunjan  Bagla 
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Enter  CIO’s  Best  Administrative  Assistant  Contest 

kudos  What  makes  a  good  executive  or  administrative  assistant?  Outstanding  organizational  skills?  Judgment  and 
ferocity  as  a  gatekeeper?  A  knack  for  anticipating  and  solving  problems?  CIO  wants  to  recognize  the  best  administrative 
assistant  in  honor  of  Administrative  Professionals  Day  on  April  26.  If  your  assistant  is  tops,  tell  us  why. 

The  rules:  CIOs  must  do  the  nominating  and  can  only  nominate  their  own  administrative  or  executive  assistant.  Write  an 
e-mail  no  longer  than  150  words  telling  us  why  your  assistant  should  be  recognized  as  the  best  of  the  best.  (Be  sure  to  include 
an  anecdote  to  make  your  case.)  Send  the  e-mail  with  “admin  contest”  in  the  subject  line  to  Elana  Varon,  Trendlines  editor,  at 
evaron@cio.com  by  Jan  31.  Please  include  your  telephone  number  for  confirmation. 

CIO  editors  will  choose  a  winner  and  write  about  that  person  in  our  April  15  issue.  The  honoree  will  also  receive  a  bouquet 
of  flowers  from  the  boss  and  CIO. 
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Oracle  Database  10 g 

25  Years  Defining 
Database  Security 


Oracle  ___  Microsoft 

Database  SQL  Server 

Virtual  Private  Database 

Transparent  Data  Encryption 

✓ 

Label  Security 

>/ 

Fine-grained  Audit 

✓ 

Security  Clearance 
Management 

✓ 

Secure  Application  Roles 

Security  Evaluations 

19 

1 

1 

First  Security  Evaluation 

1994 

2004 

2001 

Oracle  Database  lOg  —  Secure  and  Complete 


ORACLE- 


oracle.com 
or  call  1.800.633.0759 


Listed  features  may  be  options  of  or  unavailable  with  certain  Oracle  Database  products. 


Copyright  ©  2005,  Oracle.  All  rights  reserved.  Oracle,  JD  Edwards  and  PeopleSoft  are  registered  trademarks  of  Oracle  Corporation  and/or  its  affiliates. 

Other  names  may  be  trademarks  of  their  respective  owners. 


TRENDLINES 


Will  E-Votes  Be  Counted? 


2006  election  Questions  about  the 
security  and  accuracy  of  electronic  voting 
systems  are  likely  to  persist  through  the 
national  election  this  November  because 
the  U.S.  government  has  not  yet  completed 
its  e-voting  guidelines,  according  to  the 
Government  Accountability  Office. 

Until  this  work  is  finished,  the  GAO  says, 
state  and  local  governments  might  use  vot¬ 
ing  machines  that  do  not  conform  to  rigor¬ 
ous  security  and  reliability  standards, 
potentially  affecting  the  reliability  of  elec¬ 
tions  and  confidence  in  the  accuracy  of  the 
vote  count. 

On  Election  Day  2004,  many  e-voting 
machines  broke  down.  In  one  case,  a  North 
Carolina  county  lost  about  4,400  votes 
because  of  a  misunderstanding  about  how 
much  data  its  machines  could  store.  Mean¬ 
while,  callers  to  a  private  hotline  reported 


more  than  1,000  problems  nationwide  with 
e-voting  machines.  Critics  say  most  e-vot¬ 
ing  machines  offer  voters  no  way  to  be  sure 
their  votes  were  recorded  correctly. 

The  GAO  noted  problems  with  e-voting 
machines  but  did  not  quantify  them. 

The  United  States  Election  Assistance 
Commission  (EAC)  is  working  on  initiatives 
to  help  state  and  local  governments  improve 
how  they  manage  e-voting  systems.  These 
initiatives  include  creating  security  and  reli¬ 
ability  standards,  as  well  as  programs  to  test 
and  certify  e-voting  machines.  But  the  GAO 
notes  that  these  efforts  are  unlikely  to  make 
much  difference  this  year. 

EAC  officials  say  they  have  expanded 
e-voting  security  guidelines.  Amongthem  is 
a  requirement  that  e-voting  machine  ven¬ 
dors  submit  their  software  to  a  central 
repository  so  that  officials  can  examine  the 


systems  for  vulnerabilities.  The  commission 
and  the  National  Institute  of  Standards  and 
Technology  are  also  developing  a  vulnera¬ 
bility  analysis  of  e-voting  systems. 

Meanwhile,  EAC  officials  say  vendors  and 
election  officials  are  responsible  for  design¬ 
ing  and  purchasing  systems  that  conform  to 
the  guidelines. 

-Grant  Gross 


mmm 


Career  Paths  for  2006 


on  the  move  Several  career 
trends  emerged  in  2005  that  are  poised 
to  pick  up  steam  during  the  coming  year. 
Here’s  a  recap  of  those  trends  and  some 
of  the  IT  executives  appointed  in  the  past 
year  who  are  blazing  new  trails. 

OMore  top  IT  execs  will  report  to 
the  CEO.  This  trend  reverses  an 
earlier  trend  toward  CIOs  reporting  to 
CFOs.  Phil  Wiser  became  Sony  Corp.  of 
America’s  senior  VP  and  CTO,  report¬ 
ing  to  Chairman  and  CEO  Howard 
Stringer.  Jacquelyn  Barretta  was  pro¬ 
moted  to  VP  and  CIO  of  logistics  com¬ 
pany  CNF.  She  reports  to  CEO  Douglas 
Stotlar.  And  Michael  Saunders  who 
became  CIO  of  apparel  manufacturer 
Kellwood,  reports  to  Chairman  and 
CEO  Hal  Upbin. 

©CIOs  will  take  on  extra  responsi¬ 
bilities.  There  have  always  been  a 
few  CIOs  with  duties  beyond  IT.  But  it’s 


JACQUELYN 

BARRETTA 


becoming  more 
common.  Marv 
Adams,  Ford’s 
senior  VP  and 
CIO,  added  the 
title  of  corporate 
strategy  officer  to 
his  business  card. 
Meanwhile,  Liz 
Claiborne’s  CIO, 
John  Sullivan, 
became  senior 
VP  of  sourcing, 
service  and  sys¬ 
tems,  and  Greif 
VP  and  CIO  Ken  Andre  took  on  the  role 
of  corporate  controller. 

©More  CIOs  will  move  into  opera¬ 
tions.  Examples  of  this  trend 
include  Jeff  Howkins,  the  onetime  CIO 
of  Mellon  Institutional  Asset  Manage¬ 
ment,  who  joined  Upromise  Invest¬ 
ments  as  its  COO,  and  Ed  Kamins,  who 


JAMES 

DALLAS 


went  from  CIO  to  chief  operational 
excellence  officer  at  Avnet. 

OCIOs  will  get  to  run  business 

units.  Running  IT  is  recognized  as 
good  preparation  for  running  a  busi¬ 
ness.  Paul  Lanham,  executive  VP  and 
CIO  of  Jones  Apparel  Group,  was 
named  CEO  of  HCL  Technologies  Retail 
Business  Solutions,  an  IT  services  com¬ 
pany  owned  by  Jones.  Visa  CIO  John 
Partridge  serves  as  president  and  CEO 
of  subsidiary  Inovant. 

©CIOs  will  join  boards  of  non-IT 
companies.  Corporate  boards  are 
steadily  appointing  CIOs  for  their  IT 
expertise.  Among  them:  James  Dallas, 
Georgia  Pacific’s  VP  of  information 
technology  and  CIO,  who  joined  Key- 
Corp.’s  board;  Roy  Lowrance,  Capital 
One’s  CTO  and  chief  architect,  now 
on  Hooper  Holmes’s  board;  and  Roy 
Dunbar,  president  of  global  technology 
and  operations  for  MasterCard  Inter¬ 
national,  who  was  appointed  to 
Humana’s  board. 


cio.com 


Read  Meridith  Levinson's  MOVERS  AND  SHAKERS  blog  for  the  latest  moves.  Find  it  at  www.cio.com/blogs. 
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ILLUSTRATION  BY  BRIAN  STAUFFER/THE  ISPOT 


FREE  INTEGRATION 
ON  SELECT 
HP  SERVERS! 


Go  to  www.insight.com/hpintegration 

to  learn  more. 


POWER  BUSINESS 
SUCCESS  I 


Complete  Solutions 
From  Insight 


IT  For  The  Way  You  Work 


4 


Insight 

HP  PROLIANT  ML110  G3 

The  powerfully  si m pie  HP  server  is  trusted  by  value-conscious  small  businesses. 
Get  this  powerful  yet  simple  server  including  an  Intel®  Pentium®  4  Processor 
with  512MB  DDR  II  SDRAM,  an  80GB  hard  drive  and  2MB  cache  for  a 


very  affordable  price. 

ONLY  $849.00  383564-001 


SMARTBUY!  EE 


I 

Ideal  Applications 

-  File  and  print 

-  Web  messaging 

-  Small  vertical  applications  or  databases 

-  Shared  Internet  access  and  LAN  infrastructure 

Small  businesses  running 
light  applications 

-  Practical  design  and  dependable  performance 

-  Memory,  HDD,  and  PCI  card  expandability 
give  room  to  grow 

-  Best-in-class  service  and  support 

Remote  site  or  branch  offices  of 
small-  and  medium-sized  businesses 

-  Entry-level,  single  processor  server  solution 
for  budget-conscious  businesses 

-  Optional,  industry  standard  remote 
manageability  to  manage  remote  locations 

-  A  variety  of  service  options  to  tailor 
support  solutions 
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HP  ProLiant  ML!  10 


Terms  and  Conditions:  Any  agreement  for  the  purchase  of  goods  and/or  services  from  Insight  shall  be  governed  by  and  is  made  subject  to  the  Insight  Business  Terms  and  the  Return  Policies  set  forth  on 
our  company  Web  site  located  at  mw.insight.com  (collectively,  the  ‘'Agreement").  This  Agreement  constitutes  the  entire  agreement  between  the  parties  relating  to  the  products  and  services  provided  by 
Insight  to  Customer.  This  Agreement  may  not  be  amended  or  modified  except  by  a  written  instrument  executed  by  the  party  against  whom  enforcement  is  sought,  provided  that  Insight  may,  at  its  sole 
option,  revise  the  Agreement  from  time  to  time  without  notice  to  Customer  by  posting  the  revised  Agreement  terms  on  its  Web  site.  Prices  and  availability  are  subject  to  change  without  notice. 

‘Leasing-  All  leasing  quotes  contained  in  this  catalog  are  for  36-month  term,  0  advance  payments,  payable  monthly  in  arrears,  Fair  Market  Value  (FMV)  business  leases,  and  do  not  include  possible  sales 
or  use  taxes.  Leasing  available  for  commercial/business  customers  only.  All  leases  require  a  $1,000  minimum  equipment  order  and  are  subject  to  credit  approval.  Insight  Global  Finance  reserves  the  right 
to  change  or  cancel  this  program. 


For  other  available  options,  call  800. INSIGHT. 

Copyright  ©  2005  Insight  Direct  USA,  Inc.  All  rights  reserved.  Insight  and  the  Insight  logo  are  registered  trademarks  of  Insight  Direct  USA,  Inc.  IT  For  The  Way  You  Work  is  a  trademark  of  insight  Direct  USA, 
Inc.  All  other  company  and  product  names  are  trademarks  or  service  marks  of  their  respective  owners. 

Intel  Intel  Inside,  Intel  Inside  logo,  Intel  Centrino,  the  Intel  Centrino  logo,  Intel  Xeon  and  Pentium  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other 
countries.  Wireless  connectivity  and  some  features  may  require  you  to  purchase  additional  software,  services  or  external  hardware.  Availability  of  public  wireless  LAN  access  points  limited.  System  performance, 
battery  life,  wireless  performance  and  functionality  will  vary  depending  on  your  specific  hardware  and  software  configurations. 


800.755.9645  www.insight.com/hpintegration 
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“Insight  professionals  have  one-on-one  dialogue  with  clients,  beginning  with  in-depth  assessments  and  goal  planning.” 


WHY  HP  THROUGH  INSIGHT? 

Partnered  for  Success 

Insight  is  one  of  HP's  largest  global  resellers,  stocking  millions  in  HP  inventory 

Insight  is  recognized  as  one  of  the  top  Industry  Standard  Server  and  Business  Critical  Server  Solutions  partners  at  HP 
Insight  has  a  dedicated  HP  team  of  technical  experts 
Insight  has  a  dedicated  team  to  support  HP  business 


Insight:  What  are  the  biggest  challenges  that  organizations  face  today  with  respect  to  their  server  environments? 

HP:  Many  organizations  are  trying  to  manage  inefficient  distributed  environments  or  have  servers  that  are  rapidly 
approaching  end-of-life.  When  making  business  decisions  about  how  to  replace  aging  technology  or  increase  agility,  it  is 
all  too  common  for  businesses  to  simply  add  servers — resulting  in  a  proliferation  of  servers  that  are  difficult  to  manage 
and  do  not  maximize  utilization  of  server  assets.  Some  clients  report  assets  with  less  than  15  percent  utilization. 


Insight:  How  does  HP  respond  to  these  specific  challenges? 

HP:  Today's  IT  departments  care  about  delivering  IT  services  that  support  business  needs,  enhance  productivity  and  ensure 
agility.  HP  in  turn  is  concerned  with  how  we  deliver  relevant  IT  services  to  meet  those  specific  needs  and  help  clients 
respond  efficiently  to  their  own  external  clients.  HP's  adaptive  enterprise  method  helps  clients  create  an  infrastructure  that 
is  more  flexible,  more  adaptive  to  business  change,  and  more  responsive. 


Insight:  What  are  the  best  server-environment  strategies  to  increase  the  value  of  IT  without  scaling  cost? 

HP:  Clients  are  really  starting  to  look  at  server  architecture  as  a  distinct  category,  facilitating  consolidation,  virtualization 
and  optimized  manageability  assets  that  ensure  overall  value  of  server  solutions.  Organizations  are  increasingly  consolidating 
their  server  environments  so  they  have  a  smaller,  denser  footprint  that’s  more  manageable;  this  is  where  HP  has  a  distinct 
advantage.  HP  BladeSystem  allows  clients  to  scale  within  a  BladeSystem  frame  without  any  penalty.  HP  has  also  started 
to  integrate  capabilities,  so  Blade  enables  clients  to  scale  storage,  networking  and  computing  resources,  as  well  as  server 
resources.  It's  all  part  of  driving  integration  and  consolidation  so  that  IT  managers  can  think  about  something  else,  as 
opposed  to  how  to  deploy  the  next  piece  of  infrastructure. 


SERVERS 


ProLiant  DL360  G4 


ProLiant  DL580  G3 


-  2  x  Intel*  Xeon"  Processors  (16MB  cache.  3.33GHz,  667MHz) 

-  Intel*  Hyper-Threading  Technology 

-  Intel*  Extended  Memory  64  Technology  (Intel*  EM64T) 


-  Intel*  Xeon'  Processor  (2MB  cache,  3.0GHz,  800MHz) 

-  1GB  RAM 

-  Intel®  Extended  Memory  64  Technology 

-  10/100/1000'  Ethernet 

-  Rack-mountable 

-  3-year  warranty 


SAVE  *350!f 

Offer  good  through  01.31.06. 


*18,539.41  364635-001 

Lease  for  4608/mo.* 


*2,069.77  380325-001 

AFTER  $350  INSTANT  REBATE 

Lease  for  *68/mo.* 


On  select  2MB  cache  Intel®  Xeon’“ 
Processor  ProLiant  Servers. 


800.755.9645  www.insight.com/hpintegration 


Insight:  What  are  the  most  important  variables  for  businesses  to  consider  when  selecting  a  server  solution  that  will  grow  with  them? 

HP:  If  clients  don’t  plan  up  front  for  some  measure  of  growth  and  have  that  as  part  of  their  original  IT  Plan,  they’ll  be  caught 
later;  it  is  vital  to  plan  in  adequate  head-room  to  accommodate  growth.  HP  and  Insight  together  help  clients  understand  their 
potential  for  growth  and  how  to  provision  for  that  within  their  current  IT  infrastructure. 


Insight:  What  are  the  most  important  bottom-line  benefits  that  an  optimized  server  environment  will  deliver? 

HP:  Utilization  is  the  key  element  of  both  consolidation  and  virtualization.  The  bottom  line  is  that  the  more  applications  or  users 
that  can  be  serviced  by  a  particular  server  asset,  the  better  the  return  one  gets  for  that  asset.  Optimized  server  environments 
also  allow  clients  to  be  significantly  more  flexible,  more  responsive  to  their  own  clients’  needs,  and  more  adaptive  to  changing 
business  climates.  With  HP  BladeSystem  technology,  for  example,  clients  are  able  to  add  physical  blades  and  modify  an  entire 
infrastructure  within  a  matter  of  moments,  as  opposed  to  days,  giving  them  the  flexibility  to  respond  immediately  to  fluctuating 
business  demands. 


Insight:  How  does  HP’s  partnership  with  Insight  directly  add  value  for  clients? 

HP:  Serving  as  a  trusted  advisor,  Insight  delivers  to  clients  the  support  of  a  multi-billion  dollar  IT  solutions  provider 
with  national  reach  and  technical  depth  to  meet  changing  needs  in  competitive  business  environments.  Insight’s  extensive 
resources  and  HP-certified  technical  experts  uniquely  qualify  them  to  evaluate  IT  environments  and  ensure  optimized  solutions 
with  both  short-  and  long-term  value  in  mind.  Insight  professionals  have  one-on-one  dialogue  with  clients,  beginning  with 
in-depth  assessments  and  goal  planning.  This  enables  Insight  to  design  and  deploy  HP  solutions  that  ensure  flexibility,  agility 
and  responsiveness  that  maximize  assets  for  businesses  of  all  sizes. 


Insight:  What  are  some  of  the  distinct  advantages  of  HP’s  platforms  and  services? 

HP:  Consistently  the  number-one  server  provider  worldwide,  HP  has  some  of  the  most  loyal  clients  out  there  for  good  reason; 
a  consistent  commitment  to  quality.  HP  technologies,  solutions  and  support  are  second-to-none,  consistently  demonstrating  our 
dedication  to  helping  people  apply  technology  in  meaningful  ways  to  maximize  value.  Our  long  lifecycle,  stable  platform  and 
lient  satisfaction  was  evidenced  again  on  June  22,  2005,  as  HP  passed  yet  another  milestone:  the  10-millionth  HP  ProLiant 
server  rolled  off  our  Houston  assembly  line.  HP  introduced  the  first  ProLiant  industry-standard  server  in  1993  and  now,  just 
twelve  years  later,  we  are  proud  to  acknowledge  this  unprecedented  achievement  by  delivering  our  10-millionth  ProLiant 
server — about  3.3  million  more  units  than  our  closest  competitor. 


WHY  HP  SERVERS? 

Raising  the  Bar  for  Excellence 


#1  globally  in  total  disk  and 
storage  systems 


#1  globally  in  customer  support 


MICROSOFT  ADVANTAGE 

What’s  in  a  name?  Proven  performance 


Microsoft' 


SQL  Server  2005 


Microsoft®  SQLServer  2005  is  a  next-generation  data  management  and  analysis  solution  that  increases 
value  for  businesses  by  decreasing  maintenance  resources,  increasing  the  speed  of  software  development, 
and  enabling  the  ability  to  fully  leverage  information  assets.  Five  years  of  research  and  development  has 
enabled  SQLServer  2005  to  support  some  of  the  most  demanding  systems  in  the  world. 


ProLiant  DL580  awarded 
Overall  Best  of  Tech*Ed  2005 


#1  globally  in  x86,  Windows',  Linux®,  UNIX®  and  Blade  se 
#1  in  customer  loyalty  for  ProLiant  servers 


hpnow.corp.hp.com/hpinformation/overview/hpinbrief.htm.  Sept.  29.  2005. 


CHUCK  SMITH 

VICE  PRESIDENT,  HEWLETT-PACKARD, 


ISS  PRODUCT  MARKETING 


*350  INSTANT  REBATE! 

Offer  good  through  01.31.06. 


SAVE  *350  INSTANTLY! 

Offer  good  through  01.31.06. 

SAVE  *350  INSTANTLY! 

Offer  good  through  01.31.06. 

m 

ProLiant  ML370 


The  flagship  ML370  provides  industry-leading 
management,  performance  and  availability  in  a 
dual  processor  expansion  server  engineered  to 
excel  in  a  variety  of  environments. 

-  Intel®  Xeon"  Processor 

(2MB  cache,  3.60GHz,  800MHz) 

-  2GB  RAM 

-  Intel®  Hyper-Threading  Technology 

and  Intel®  Extended  Memory  64  Technology 

-  10/100/1000  Ethernet 

-  3-year  warranty 


ProLiant  BL20p  G3 


-  2  x  Intel®  Xeon'"  Processors 
(4MB  cache,  3.40GHz,  800MHz) 

-  2GB  RAM 

-  Intel®  Hyper-Threading  Technology 

and  Intel®  Extended  Memory  64  Technology 

-  10/100/1000  Ethernet 

-  3-year  warranty 
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ProLiant  DL380  G4  High  Performance 


*3,899.53  380634-B21 

AFTER  $350  INSTANT  REBATE 

Lease  for  !128/mo.* 


-  2  x  Intel®  Xeon"  Processors  (4MB  cache,  3.60GHz,  800MHz) 

-  2GB  RAM 

-  Intel®  Hyper-Threading  Technology  and  Intel®  Extended  Memory  64  Technology 

-  10/100/1000  Ethernet 

-  3-year  warranty 


*2,047.48  379912-001 

AFTER  $350  INSTANT  REBATE 

Lease  for  $67/mo.* 


*5,299.71  378740-001 

AFTER  $350  INSTANT  REBATE 

Lease  for  s174/mo.* 


www.insight.com/hpintegration  800.755.9645 


The  foundation  for  HP’s  unified  infrastructure  management 
strategy,  HP  Systems  Insight  Manager  (HP  SIM)  is  the  first 
unified  server  and  storage  management  platform.  Now,  from 
a  single  management  console,  administrators  can  manage 
their  complete  server  and  storage  environment  with  a 
feature-rich,  extensible  and  secure  management  tool  set. 
What  does  this  mean  for  your  business?  A  simplified 
environment,  significant  savings  and  unparalleled  reliability. 


Protect  Your  Investments 

HP  SIM  is  unique  in  its  ability  to  enhance  performance, 
reliability  and  manageability  in  a  single,  scalable  solution. 
This  centralized  management  tool  not  only  significantly 
reduces  costs  for  training,  staffing  and  power  usage — it 
provides  proactive  protection  to  ensure  the  integrity  of 
your  infrastructure,  as  well  as  your  bottom  line.  HP  SIM 
provides  centralized,  streamlined  management  of  both 
virtual  and  physical  machines,  proactively  identifying  and 
notifying  clients  about  potential  failures;  this  allows  repairs 
to  be  made  before  any  costly  unscheduled  downtime 
occurs.  In  addition,  SIM  identifies  vulnerabilities  before 
they  can  be  exploited,  ensuring  a  steadfast  infrastructure 
that  requires  a  minimum  of  repairs. 

One  Size  Does  Not  Fit  All 


Whether  employed  in  an  HP-exclusive  or  mixed 
environment,  HP  SIM  is  specifically  designed  to 
provide  flexibility  and  scalability  to  businesses  of  any 
size.  From  huge  multinational  companies  to  small 
businesses  using  only  one  or  two  servers,  HP  SIM  enables 
clients  to  plug  in  desired  pieces  to  add  on  incrementally 
as  business  needs  change.  Offered  free  to  every  ProLiant 
client,  basic  HP  SIM  performs  equally  well  in  enterprise 
environments  and  small  environments — it  can  even  be 
run  off  a  desktop  without  purchasing  a  server  environment. 


Insight  and  HP  can  help  you  tailor  an  HP  SIM  program  to 
meet  your  unique  business  needs.  To  learn  more,  go  to 
www.insight.com/hpsolutions  or  call  your  Insight  account 
I  manager  today. 
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MANAGE  YOUR  SERVER 

HP  ProLiant  Essentials 

Essential  software  for  an  adaptive  infrastructure. 


ProLiant  Essentials  Integrated  Lights-Out  Advanced  Pack 


The  ProLiant  Essentials  Integrated  Lights-Out  Advanced  Pack  provides  an 
easy  upgrade  to  full  Lights-Out  functionality  on  Integrated  Lights-Out 
Standard  enabled  ProLiant  servers.  The  Integrated  Lights-Out  Advanced 
Pack  includes  the  foundation  pack  with  the  complete  tools  to  install, 
configure  and  manage  ProLiant  servers.  Save  money  with  this  Integrated 
Lights-Out  Advanced  Pack  with  increased  server  density  in  data  centers. 

-  Supports  increased  server  density  in  data  centers  resulting  in 
additional  cost  savings 


*349.58  263825-B21 


ProLiant  Essentials  Workload  Management  Pack 


The  ProLiant  Essentials  Workload  Management  Pack  (WMP)  is  a  software 
solution  that  controls  and  dynamically  allocates  system  resources  to  enable 
application  consolidation  and  performance  optimization  on  Windows®  2000 
server  platforms.  The  Workload  Management  Pack  includes  a  1-year 
technical  support  limited  warranty. 

-  Single  server  license,  complete  package  license 


*443.56  303284-B21 


ProLiant  Essentials  Virtual  Machine  Management  Pack 


The  ProLiant  Essentials  Virtual  Machine  Management  Pack  (VMM) 
provides  central  management  and  control  of  virtual  machines  from 
Microsoft®  and  VMware.  Integrated  with  HP  Systems  Insight  Manager, 
VMM  provides  unified  management  of  virtual  machines  and  supporting 
HP  ProLiant  host  server  resources. 

-  Single  server  license,  complete  package  license 


*467.81  372214-B21 


The  Eighth  Annual 
CIO  1 00  Symposium  8t  Awards 

Delivering  Innovation  to  the  Enterprise 

CIO  1 00  Symposium  is  the  premier  place  for  CIOs  to  exchange 
ideas  with  their  peers  across  ail  industry  segments  as  noted 
thought  mavens  and  recognized  leaders  in  the  CIO  community 
explore  how  to  develop,  implement  and  capitalize  on  innovation 
most  effectively. 

Save  the  date. 

August  20  -  22,  2006 

Hotel  del  Coronado 

Coronado,  California 


For  more  information,  cal!  800  355-0246 
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IT  Departments, 

They  Are 
A-Changin’ 

staffing  The  demand  for  corporate  IT  specialists 
is  shifting  away  from  the  IT  worker  who  specializes  in  a 
certain  technology  and  toward  "versati lists”—  those 
capable  of  interacting  with  people  outside  of  their  typi¬ 
cal  domain,  according  to  research  from  Gartner. 

Gartner  Vice  President  Diane  Morello  says  the  ver- 
satilist  has  a  strong  base  of  knowledge  in  a  certain 
area,  which  may  or  may  not  be  technology-related. 
Such  an  employee  might  have  expertise  as  a  project 

_  manager,  financial  analyst  or  an 

application  designer  but  is  able  to 
take  on  broader  responsibilities 
required  by  an  IT  group. 

Gartner’s  findings  are  similar 
to  those  from  "The  State  of  the 
CIO  2006”  survey  by  CIO  (to  find 
out  more,  see  “Your  IT  Depart¬ 
ment"  within  “The  Survey”  on 
Page  73,  and  “The  New  IT 
Department”  on  Page  68). 

CIO  research  finds  that  IT 
departments  are  hiring  now.  But 
according  to  Morello,  by  2010,  IT  organizations  in 
midsize  and  large  companies  will  be  30  percent 
smallerthan  they  were  in  2005.  Meanwhile,  10  per¬ 
cent  to  15  percent  of  IT  workers  today  will  drop  out  of 
the  IT  occupation,  Morello  says,  choosing  new  fields 
such  as  teaching  or  government  service. 

-Nancy  Gohring 
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technologists 
may  take  jobs 
with  vendors 
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providers  in  the 
next  five  years. 
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Congress  Re-Ups 
Patriot  Act 

Compromiseaimsto  limit  corporatedata  searches 


In  one  of  its  final  acts  of  2005, 
Congress  was  expected  to 
renew  the  Patriot  Act,  the  law 
passed  after  9/11  that  gave  the 
government  more  leeway  to 
investigate  terrorism-related 
cases.  Key  provisions  of  the  law 
allowing  the  government  to 
seize  electronic  records  expired 
Dec.  31.  The  renewal  without 
significant  changes  has  come 
amid  controversy  triggered  by 
the  revelation  last  fall  that  the 
FBI  may  have  illegally  ob¬ 
tained  customer  data  from 
businesses. 

Between  2002  and  2004, 
FBI  agents  took  procedural 
shortcuts  at  least  a  dozen  times 
when  they  used  provisions  of 
the  Patriot  Act,  according  to 
the  Electronic  Privacy  Infor¬ 
mation  Center  (EPIC),  a  non¬ 
profit  research  organization. 
EPIC  obtained  the  FBI  docu¬ 
ments  through  a  Freedom  of 
Information  Act  lawsuit. 

The  documents  detail  13 
FBI  internal  investigations 
into  agent  misconduct. 
According  to  the  documents, 
in  one  terrorism-related  inves¬ 
tigation,  an  agent  obtained 
financial  information  from 
a  company  without  legally 
obtaining  a  National  Security 
Letter,  a  mechanism  by  which 
investigators  demand  data 
from  companies  or  individu¬ 
als.  (Recipients  of  National 


Security  Letters  are  forbidden 
by  law  to  tell  anyone  that  they 
have  received  one.)  The  Wash¬ 
ington  Post  reported  last  year 
that  the  FBI  issues  more  than 
30,000  National  Security  Let¬ 
ters  a  year. 

The  FBI  called  the  viola¬ 
tions  administrative  errors. 
Regardless  of  the  reason,  the 
bureau’s  shortcuts  highlight 
the  need  for  companies  that 
share  customer  information 
with  investigators  to  do  so 
cautiously,  says  Marcia  Hof¬ 
mann,  EPIC  staff  counsel.  (For 
more  on  how  to  manage  FBI 
requests,  read  “What  to  Do 
When  Uncle  Sam  Wants  Your 
Data.”  Find  the  link  to  this 
story  at  www.cio. com/010106.) 

The  violations  indicate  that 
legislative  oversight  is  neces¬ 
sary  to  minimize  abuse,  Hof¬ 
mann  says.  “When  a  law  isn’t 
functioning,  Congress  needs  to 
amend  it,”  she  says.  The  Patriot 
Act  most  likely  will  continue  to 
be  controversial,  with  propo¬ 
nents  arguing  that  it  is  needed 
to  fight  terrorism,  while  critics 
contend  that  the  loss  of  civil 
liberties  is  too  high  a  price.  At 
press  time,  Congress  was  try¬ 
ing  to  reach  a  compromise  on 
restricting  the  use  of  National 
Security  Letters  and  trying  to 
agree  on  appropriate  levels  of 
oversight  for  the  practice. 

-Ben  Worthen 
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Location,  Location,  Location... 


It's  fundamental  to  your  business.  Are  you  leveraging  your  location  data? 

Customer  addresses,  time  zones,  office  facilities,  service  areas,  political  boundaries,  critical  shipments, 
utility  networks,  field-workers,  real  estate,  mobile  assets,  and  warehouses — location  is  mission  critical 
in  every  organization. 

By  leveraging  the  location  information  that  is  inherent  in  your  information  systems,  you  can  manage 
your  organization  more  efficiently  and  cost-effectively,  helping  you  gain  a  competitive  advantage. 

ESRI  technology  is  a  standards-based,  scalable,  and  interoperable  platform  that  can  exploit  location 
data  in  your  business  processes.  With  ESRI  geographic  information  system  (GIS)  technology,  you  can 
make  location  information  and  analysis  available  to  the  people  in  your  organization — at  all  levels — 
who  need  it  most. 


Request  a  copy  of  the  IDC  white  paper  ESRI:  Extending  GIS  to  Enterprise  Applications 

at  www.esri.com/idc_paper  or  call  1  -888-373-1 1 92. 

You  have  all  the  location  information;  put  it  to  work  for  you. 


Copyright  ©  2005  ESRI.  All  rights  reserved  The  ESRI  globe  logo,  ESRI,  ArcMap,  www.esri.com,  and  Ardnfo  are  trademarks,  registered  trademarks,  or  service  marks  of  ESRI  in  the  United  States,  the  European  Community,  or  certain  other  jurisdictions 


SUSE™  LINUX 
Enterprise  Server 


Define  Your  Open  Enterprise." 


What  does  Open  mean  to  you?  Community?  Security?  Risk? 
Reward?  Can  it  leverage  legacy  systems?  Consolidate  and 
simplify?  Do  you  believe  in  its  power  and  potential? 

Introducing  Novell®  software  for  the  open  enterprise™ — 
the  only  software  that  makes  Open  work  for  you.  From 
desktop  and  data  center  to  identity  management,  resource 
management  and  collaboration,  our  flexible  combination  of 
open  source  and  commercial  software  delivers  more  than 


you  ever  imagined.  The  power  to  automate  IT  asset 
management.  Freedom  from  single  vendor  iock-in.  Security 
that  keeps  the  right  information  safe  and  the  right  people 
informed.  And  the  ability  to  connect  people  to  performance 
and  business  to  possibilities.  So  you  can  build  an  open 
enterprise  that  makes  sense  for  you  —  and  your  future. 
This  is  Novell  software  for  the  open  enterprise.  The 
Open  you’ve  wanted  all  along. 


Novell* 

This  is  your  open  enterprise.™ 

www.novell.com 

Copyright  ©  2005  Novell,  Inc.  All  Rights  Reserved.  Novell,  the  Novell  logo,  ZENworks  and  GroupWise  are  registered  trademarks;  SUSE, 
This  is  your  open  enterprise,  Software  tor  the  open  enterprise  and  Define  your  open  enterprise  are  trademarks  ol  Novell,  Inc.  in  the 
United  States  and  other  countries.  All  third-party  trademarks  are  the  property  of  their  respective  owners. 
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What  Judge  Alito  Thinks  About... 

[  Copyrights  •  Patents  •  Privacy  ] 


law  With  rulings  that  exercise  judi¬ 
cial  restraint  and  deference  to  prece¬ 
dent,  Supreme  Court  nominee  Judge 
Samuel  Alito’s  record  as  an  appeals 
court  judge  presents  a  mixed  bag  for 
technology  executives. 

On  copyright  and  intellectual  prop¬ 
erty  issues,  Alito’s  decisions  set  a  high 
bar  for  companies  to  prove  that  their 
processes  or  systems  have  been 
copied  or  adopted  illegally,  according 
to  legal  experts.  Such  an  approach 
could  be  good  news  for  CIOs  as  they 
remake  their  companies'  business 
processes.  But  Alito’s  record  on  privacy  and  electronic  surveil¬ 
lance  is  thin,  raising  questions  about  how  he  might  decide  cases 
involving  the  theft  or  seizure  of  corporate  data.  (Alito’s  Senate 
confirmation  hearings  begin  Jan.  9.) 

One  of  Aiito’s  decisions  about  copyright  infringement, 

Southco  v.  Kanebridge,  offers  clues  about  how  he  might  rule  on 
such  issues  as  business-process  patents.  Southco,  a  manufac¬ 


turer  of  screws  and  bolts  that  labels  its  products  with  numbers, 
sued  its  competitor,  Kanebridge,  for  copying  its  numbering  sys¬ 
tem.  Writing  for  the  majority  on  the  U.S.  Court  of  Appeals  for  the 
Third  Circuit,  Alito  ruled  that  Southco’s  numbering  system  lacked 
creativity  or  originality  and  therefore  was  not  protected.  He  refer¬ 
enced  a  Supreme  Court  ruling  against  a  telephone  book  pub¬ 
lisher  that  sued  another  company  for  using  the  same  system  for 
listings  in  its  phone  book. 

That  ruling  and  Alito’s  use  of  precedent  holds  significance  for 
business  executives,  accordingto  William  Swiggart,  a  lawyer  with 
Swiggart  &  Agin  who  represents  technology  companies.  "One 
thing  that  every  lawyer  who  works  with  businesses  is  looking 
for  is  predictability,”  said  Swiggart. 

On  privacy  and  surveillance  issues,  Alito’s  record  is  scanty, 
says  Benham  Dayanim,  a  privacy  attorney  with  Paul,  Hastings, 
Janofsky  &  Walker.  Although  Alito  has  sided  with  government 
authorities  in  some  criminal  cases  involving  surveillance, 
Dayanim  cautions  against  reading  too  much  into  those  rulings. 

He  says  such  cases  don’t  indicate  how  Alito  would  rule  in  cases 
involving  collection  of  electronic  information  under  the  Patriot 
Act  and  similar  law  enforcement  mandates.  -C.G.  Lynch 
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[Get  Back  in  the  Box: 

Innovation  from  the  Inside  Out 

By  Douglas  Rushkoff 
Harper  Collins,  2005,  $23.95 


Do  What  You’re  Good  at,  and  Success  Will  Follow 


The  case  againstthinking  “outside  the  box” 


BOOK  REVIEW  Douglas 
Rushkoff,  author  of  Get  Back  in 
the  Box:  Innovation  from  the  Inside 
Out,  says  that  too  many  compa¬ 
nies  have  been  seduced  by  char¬ 
latans  hyping  “outside  the  box” 
thinking  as  the  elixir  for  their 
competitive  ills.  By  straying 
from  their  core  competencies, 
these  companies  have  gotten 
away  from  what  led  them  to 
become  successful  enterprises 
in  the  first  place. 

Rushkoff,  a  writer  and  new 
media  consultant,  thinks  that  a 


company  should  focus  on  what 
it  does  best  to  ensure  its  long¬ 
term  success.  This  is  simple 
and  sound  advice,  which 
makes  his  premise  compelling. 
He  backs  up  his  thesis  with 
examples  of  companies  that 
reinvented  themselves  with 
disastrous  results. 

One  example  Rushkoff 
offers  of  a  company  that 
strayed  from  its  box  unsuc¬ 
cessfully  and  later  returned  to 
it  is  Details  magazine.  Details 
was  launched  in  1982,  target¬ 


ing  men  who  frequent  urban 
clubs.  Promoted  by  publisher 
Conde  Nast,  the  magazine 
reached  500,000  subscrip¬ 
tions.  In  the  1990s,  Details 
attempted  to  expand  its  reader- 
ship  among  men  generally.  It 
invested  in  cross-promotions 
with  Miller  Lite  and  de-empha- 
sized  its  content. 

The  magazine  floundered 
for  years.  Then  Details  returned 
to  its  original  vision  as  a  cul¬ 
tural  journal  for  clubgoers. 
Circulation  has  rebounded  and 
the  magazine  has  won  awards. 

Other  examples  seem  off  the 


mark,  raising  the  question— 
which  Rushkoff  doesn’t 
answer— of  where  the  line  is 
between  an  innovative  idea 
that  plays  to  one’s  strengths 
and  one  that  is  outside  both  the 
proverbial  box  and  one’s  capa¬ 
bilities  to  execute  it. 

The  book  is  marred  by 
Rushkoff ’s  tendency  to  insert 
himself  into  his  narratives.  But 
his  self-promotion  is  forgiv¬ 
able.  One  might  even  see  it  as 
an  example  of  him  taking  his 
own  advice:  Find  what  you’re 
best  at  and  stick  to  it. 

-Ben  Worthen 
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FlexLine  380 


StorEdge  3510 
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introducing  the  StorageTek  FlexLine"  FLX  380  disk  storage  system  and  the  StorEdge  3510  FC  Array. 
Both  systems  have  the  high-performancecapabilitytodealwith  even  the  most  demanding  applications. 
The  award-winning  FLX  380  does  this  with  an  industry-leading  4-gigabit/second  bandwidth.  And  the 
StorEdge  3510  FC  Array  was  rated  one  ofthe  best  in  its  class  for  price  and  performance.  So  now  you'll 
have  the  performance  you  need  to  deal  with  all  your  storage  demands,  no  matter  how  challenging. 
The  advantage  is  the  performance.  The  network  is  the  computer."  Share.  Visit  sun.com/storagetek. 


share 


microsystems 


StoraceTek * 


©  2005  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems,  StcrageTek,  Flex  LI  i 
Inc.  in  the  United  States  and  other  countries. 


,the  StorageTek  icgo  and  The  Network  is  the  Computerate  all  trademarks  or  registered  trademarks  of  Sun  Microsystems, 


FIELD-TESTED  IDEAS  FROM  CIOs  FOR  CIOs 


Peer  to  Peer 


Playing  Nice  in  the 
IT  Sandbox 


Building  a  leadership  team  that  trusts  one  another  should  be  your  first  priority 
as  the  new  boss.  Here’s  how  one  CIO  pulled  it  off. 

BY  BECKY  BLALOCK 


Like  other  IT  departments,  Southern  Company’s  IT 
organization  has  faced  its  share  of  challenges.  We’ve 
seen  declining  budgets,  tight  labor  markets  and 
multiple  hurricanes  in  our  service  territory.  We’ve 
handled  these  challenges  while  providing  excellent  services 
and  products.  That  would  not  have  been  possible  without  an 
effective  senior  leadership  team  that  works  well  together. 

I’ve  worked  on  many  teams  during  my  27  years  with  South¬ 
ern.  Some  of  the  teams  had  brilliant  people  who  didn’t  trust 
one  another.  Those  teams  accomplished  very  little.  In  contrast, 
I’ve  been  on  high-performing  teams  with  people  who  were  less 
gifted  in  intellect,  but  who  trusted  one  another  and  worked 
together  toward  a  common  goal.  These  teams  consistently  deliv¬ 
ered  better  results  and  left  a  legacy  of  great  relationships.  A 
trusting  team  is  what  I  set  out  to  build  when  I  became  senior  VP 
and  CIO  of  Southern  in  2002. 

But  it  took  some  time  and  effort. 

Southern’s  IT  senior  leadership  team  is  made  up  of  five 
regional  CIOs,  one  VP  of  operations  and  six  departmental  direc¬ 
tors.  These  leaders  span  four  states  and  a  120,000-mile  service 
territory.  When  I  was  appointed  to  the  post,  I  knew  there  were 
teamwork  problems.  I  also  knew  the  IT  staff  was  shell-shocked 
from  having  four  CIOs  within  six  years.  Five  years  prior,  I  had 
served  on  this  team  as  CIO  for  Georgia  Power,  one  of  Southern’s 
five  operating  companies.  So  I  had  some  personal  insight  into 
what  the  senior  leadership  team  faced. 

The  first  thing  I  did  as  the  new  CIO  was  to  hold  one-on-one 
meetings  with  my  direct  reports.  I  wanted  to  learn  about  each 
of  these  individuals,  and  I  wanted  them  to  learn  about  me.  We 
discussed  their  most  recent  performance  assessments.  I  tried  to 
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ILLUSTRATION  BY  GREG  MABLY 


JASON 
IT  DIRECTOR 
WEBEX  FANATIC 


fewetsx 


event  center 
sales  center 


training  center 
support  center 
meeting  center 


We  can  free  the  more  efficient  company  trapped  inside  yours.  We're  WebEx.  And  we  can  accelerate  your  entire  business  cycle 
by  dramatically  improving  the  way  your  company  shares  information  over  the  web.  Now  anyone  can  meet  anywhere  to  share 
documents,  presentations,  even  training  sessions  in  rich,  real-time  interactions.  Thus  resulting  in  increased  speed,  efficiency 
and  productivity.  Not  to  mention  shortened  sales,  training  and  decision  cycles.  So  visit  us  today.  We'd  like  you  to  meet  the 
business  you  can  be. 
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learn  what  motivates  them,  and  I  also  asked  for  each  report’s 
advice.  Where  should  I  focus  my  attention  for  the  first  100 
days?  What  do  I  need  to  do  to  help  you  be  successful? 

A  common  concern  team  members  identified  was  lack  of 
trust.  Some  members  of  the  IT  senior  leadership  team  felt  their 
opinions  were  not  respected.  They  cited  examples  of  other 
team  members  reviewing  notes  or  checking  BlackBerry  hand¬ 
helds  while  they  were  speaking.  Others  said  that  ideas  they 
shared  in  meetings  sometimes  fell  on  deaf  ears  until  another 
member  repeated  the  idea  and  received  credit  for  it. 

Another  problem  was  that  team  members  often  worked 
independently  of  one  another.  A  few  years  ago,  for  instance,  the 
generation  side  of  our  business,  which  builds  and  operates  the 
company’s  power  plants,  needed  an  asset  management  tool.  A 
software  solution  was  chosen  and  implemented  for  that  part  of 
the  business.  Soon  after,  Southern’s  transmission  organiza¬ 
tion,  which  is  responsible  for  planning,  building  and  operating 
transmission  lines  and  substations,  decided  to  look  into  the 


were  certain  skills  I  was  looking  for  that  nobody  in  our  company 
possessed.  I  wanted  someone  with  experience  in  intellectual 
property  and  outsourcing.  At  one  point,  one  of  my  peers  asked 
me  what  I  was  doing  and  why  I  was  taking  so  long. 

That  extra  work,  however,  seems  to  have  paid  off.  Currently, 
half  of  our  IT  senior  leadership  team  consists  of  women,  and  we 
also  have  racial,  religious  and  geographic  diversity.  We  grew  up 
in  different  states  and  countries  and  have  a  variety  of  educa¬ 
tional  backgrounds.  Some  of  us  aren’t  “technologists.”  Instead, 
we  are  businesspeople  who  have  learned  how  to  run  IT.  The  dif¬ 
ferences  we  bring  to  the  table  sometimes  mean  we  have  long, 
heated  discussions.  But  once  we  make  a  decision,  we  know 
we’ve  viewed  the  problem  from  every  possible  angle. 

I  also  instituted  weekly  teleconferences,  monthly  face-to- 
face  staff  meetings  and  an  annual  team-building  event  for  the  IT 
senior  leadership  team.  When  I  first  joined  the  team,  the  weekly 
conference  calls  of  our  far-flung  leadership  group  lasted  about 
10  minutes  and  were  limited  mostly  to  personnel  discussions. 


When  I  first  became  CIO,  a  common  concern  team  members 
identified  was  lack  of  trust  in  one  another. 


same  kind  of  tool.  If  open  communication  had  been  common¬ 
place  on  the  IT  team,  we  might  have  been  able  to  purchase  a  tool 
that  would  have  met  the  needs  of  both  organizations. 

Even  though  these  issues  existed,  I  knew  we  could  become 
an  amazing  team.  So  we  conducted  a  survey  to  address  issues 
the  senior  leadership  team  had  identified.  I  asked  team  mem¬ 
bers  to  rate  colleagues  on  their  levels  of  trust  and  respect  and 
how  open  and  receptive  they  were  to  one  another’s  ideas.  The 
survey  not  only  allowed  members  of  our  team  to  judge  one 
another  but  also  to  judge  the  team  as  a  whole.  The  first  year  we 
conducted  the  survey,  the  IT  senior  leadership  team  scored  a  6.2 
out  of  a  possible  10  points.  We  realized  there  was  a  lot  of  work 
to  do. 

As  a  result  of  that  survey,  we  decided  to  focus  on  five  core 
teamwork  principles:  making  one  another  successful,  trust¬ 
ing  one  another,  communicating  proactively,  treating  one 
another  with  respect  and  becoming  more  open  to  feedback.  I 
then  concentrated  on  developing  just  such  an  environment. 

The  Right  Kind  of  Team 

While  the  majority  of  our  leadership  team  was  already  in  place 
when  I  became  CIO,  retirements  and  promotions  gave  me  the 
opportunity  to  bring  others  onto  the  team.  The  average  tenure 
of  our  workforce  is  19  years.  Within  the  IT  department  it  is  16.7 
years.  With  such  a  stable  workforce,  Southern  can  be  a  tricky 
environment  to  enter  at  a  senior  level.  While  searching  for  the 
right  candidate  for  our  application  services  director,  I  spent  a  lot 
of  time  asking  for  input  from  customers  and  colleagues.  There 


I  raised  the  bar  on  what  was  expected  in  these  calls.  Now,  our 
calls  last  an  hour  and  we  talk  about  new  technology  choices, 
business  goals  and  how  our  teams  can  collaborate  on  projects. 

At  our  annual  team-building  offsite,  we  discuss  strategy  for 
the  year  and  make  time  to  get  to  know  one  another.  Because 
members  of  the  IT  senior  leadership  team  work  in  groups  that 
support  different  functional  organizations,  it  is  easy  for  one 
member  of  the  team  to  feel  in  the  dark  about  a  decision.  With 
these  meetings,  we  make  decision  making  very  transparent. 

The  team  members  evaluate  their  peers  twice  a  year  on  how 
well  they  exemplify  the  five  core  leadership  principles.  Each 
person  knows  teamwork  is  a  component  of  his  performance 
evaluation  that  is  tied  to  pay.  But  pay  is  just  one  of  the  incentives 
I  use.  During  my  “getting  to  know  you”  sessions,  I  asked  each  of 
my  direct  reports  which  incentives  work  best  for  them.  I’ve  tried 
to  reward  each  according  to  his  preferences  for  leadership  devel¬ 
opment,  speaking  opportunities,  executive  face-time  and  so  on. 

As  a  result  of  these  changes,  our  scores  on  the  teamwork  sur¬ 
vey  have  improved.  By  June  2005,  our  teamwork  score  was  8.25. 
We’ve  come  a  long  way.  Yet  being  perfect  is  our  goal.  We  will  con¬ 
tinue  working  until  we  reach  10  points.  And  I  will  continue  to  learn 
how  best  to  motivate  my  team  and  improve  the  way  we  work 
together  as  we  head  into  the  new  year,  ram 


Becky  Blalock  is  senior  VP  and  CIO  of  Southern  Com¬ 
pany,  where  she  is  responsible  for  IT  strategy  and  oper¬ 
ations.  Send  comments  to  Executive  Editor  Alison 
Bass  at  abass@cio.com. 
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ARE  YOUR  BUSINESS  SOLUTIONS  INTEGRATING  THE  WAY  YOU  EXPECTED? 


Professional  Consulting  I  Cal  Amp  We  don’t  pull  a  solution  off  the  shelf  and  hope  it  fits. 
We  take  a  fresh  look  at  every  available  strategy,  technology  platform,  and  enterprise  architecture  before 
work  begins.  Offering  expertise  in  multiple  platforms  from  .NET™  to  J2EE™  as  well  as  emerging  frame¬ 
works  such  as  Spring  and  Hibernate®,  we  develop  solutions  that  are  optimized  for  your  requirements. 
Whether  you’re  finding  yourself  in  need  of  a  mid-course  correction,  or  starting  a  new  project,  CalAmp’s 
inventive  and  objective  approach  to  problem  solving  and  solid  execution  will  deliver  a  cost-effective 


customized  solution,  giving  you  and  your  business  the  competitive  advantage. 
To  learn  more,  visit  http://consulting.calamp.com  or  call  us  at  858-947-1400. 
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J2EE  is  a  trademark  or  registered  trademark  of  Sun  Microsystems,  Inc.  in  the  U.S.  and/or  other  countries.  .NET  is  a  trademark  or  registered  trademark  of  Microsoft  Corporation  in  the  U.S.  and/or  other  countries. 
Hibernate  is  a  registered  trademark  of  JBoss,  Inc.  in  the  U.S.  and/or  other  countries. 
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Leaders  at  All  Levels 

How  to  involve  everyone  in  the  leadership  and  management  of  IT 


Leadership  is  said  to  be  a  lonely  job;  the  CIO  job  par¬ 
ticularly  so.  CIOs  often  sound  like  Adlai  Stevenson 
when  he  was  running  for  political  office:  “This  has 
sometimes  been  a  lonely  road,  because  I  never  meet 
anybody  coming  the  other  way.” 

Businesspeople  have  a  hard  time  knowing  how  to  meet  IT 
halfway— the  people  and  inner  workings  of  IT  often  remain  a 
mystery.  IT  managers  also  have  difficulty  helping  the  CIO  strike 
the  right  balance  among  innovation,  service,  compliance,  oper¬ 
ational  continuity  and  the  financials,  because  their  functional 
boundaries  obscure  their  perception  of  the  big  picture. 

Yet  it’s  possible  for  CIOs  to  position  both  their  business  coun¬ 
terparts  and  IT  managers  as  partners  in  IT  by  redefining  their 
respective  roles.  This  article  is  the  fourth  and  final  in  a  series 
examining  promising  concepts  to  improve  business-IT  align¬ 
ment  (go  to  www.cio.com/executivecoach  to  see  the  series  in  full). 
So  far,  we  have  equipped  Ernest,  a  real  CIO  at  a  large  company, 
with  four  powerful  ways  to  manage  the  demand  and  supply  of 
IT.  It’s  time  now  for  Ernest  to  ensure  that  these  concepts  yield 
results— by  placing  them  in  the  hands  of  the  right  people. 

Mini-CIOs  Everywhere 

A  big  part  of  Ernest’s  job  as  a  CIO  lies  in  trying  to  connect  with 
those  in  the  business  who  drive  IT  demand  and  weigh  in  on  IT 
decisions  and  performance.  In  doing  so,  Ernest  has  run  himself 
ragged.  He  needs  leaders  at  all  levels  in  his  IT  organization  to 
influence  and  collaborate  with  their  business  counterparts. 

However,  many  IT  professionals  tend  to  operate  as  lone  guns 
who  don’t  relate  well  to  others— around  40  percent  of  the  IT 
population  (nearly  twice  the  percentage  of  the  general  popula- 
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tion)  according  to  “The  Human  Dynamics  of  IT  Teams,”  by 
consultants  from  Booz  Allen  Hamilton  and  OKA.  Basic  attrib¬ 
utes  can  be  hired  and  nurtured  but  not  instilled,  and  the  ten¬ 
dency  to  work  alone  cannot  be  trained  or  coached  away.  Ernest 
needs  to  handpick  current  and  future  leaders  by  identifying  crit¬ 
ical  behavioral  traits,  and  use  an  experience-based  develop¬ 
ment  approach  in  which  leaders  are  “grown”  and  not  “tested.” 

Delivery  of  IT  services  must  occur  without  Ernest’s  frequent 
involvement.  From  an  organizational  perspective,  he  must 
structure  IT  so  that  his  first-level  leaders  are  accountable  for 
end-to-end  service  and  project  delivery  (and  possibly  his  sec¬ 
ond-level  leaders  too,  depending  on  the  size  of  the  organization). 
To  do  so,  he  should  organize  the  IT  group  in  a  manner  similar 
to  the  business.  He  can  place  “mini-CIOs”  within  each  business 
unit  or  function  to  manage  the  entire  plan,  build,  run  process 
and  represent  the  IT  portfolio  for  their  business  customers. 


Reader  Q&A 

Q:  It’s  hard  to  develop  leaders  in  today’s  environment  of  out¬ 
sourcing  when  many  IT  staffs  are  at  skeleton  levels  and  spread 
too  thin.  It  will  be  even  harder  in  the  future  since  fewer  students 
are  entering  IT  programs.  How  can  the  average  CIO  who  is  head 
down  in  day-to-day  IT  look  up  enough  to  create  a  leadership 
development  program? 

A:  The  busy  CIO  needs  to  consider  the  work  itself  as  the  devel¬ 
opment  program.  Organizations  get  into  trouble  if  they  don’t 
plan  and  sequence  developmental  experiences  in  line  with 
employees’  career  objectives  and  don’t  demonstrate  willing¬ 
ness  to  transition  people  into  new  experiences.  (This  may  or 
may  not  require  job  changes.)  Strategic  sourcing  and  declin¬ 
ing  enrollments  don’t  have  to  affect  the  leadership  pipeline  as 
long  as  the  best  work  is  retained  internally  and  leaders  are 
recruited  from  both  within  and  outside  the  IT  organization. 


IT  Without  Boundaries 

Creating  IT  leaders  at  all  levels  and  pushing  accountability 
lower  within  the  IT  organization  is  sure  to  improve  alignment 
with  the  business.  But  there  is  more  that  Ernest  can  do.  Gart¬ 
ner’s  view  of  the  future  calls  for  creating  “boundaryless  IT,”  in 
which  the  IT  organization  shares  its  work  with  strategic  part¬ 
ners  and  the  business. 

Creating  strategic  partnerships  from  the  current  mishmash 
of  independent  contractors  will  help  Ernest  focus  internal 
resources,  access  capabilities  that  cannot  be  developed  inter¬ 
nally,  and  secure  flexible,  affordable  and  high-quality  resources 
to  meet  variations  in  demand. 

Rather  than  continue  the  legacy  of  traditional  IS  organiza¬ 
tions  that  jealously  protect  the  provisioning  of  all  IT  services 
(I’m  paraphrasing  Marianne  Broadbent  and  Ellen  Kitzis  in 
their  book  The  New  CIO  Leader),  Ernest  can  instead: 

■  Embrace  the  “rogue”  IT  groups  that  exist  within  business 
units  and  tie  them  into  activities  occurring  in  his  organization. 

■  Position  the  business  to  take  the  lead  on  the  management 
and  analytical  project  roles.  Ernest  can  do  this  safely  by  estab¬ 
lishing  competency  requirements  for  IT  skills  and  sponsoring 
education  and  development  programs. 

■  Ensure  that  IT  systems  are  delivered  with  functionality  that 
allows  the  business  to  do  much  of  the  ongoing  maintenance 
work  (for  example,  table  updates,  business  rules  and  process 
flow). 

Ultimately,  business-IT  alignment  requires  upgraded  IT  lead¬ 
ers  who  are  accountable  for  delivering  the  full  portfolio  of  serv¬ 
ices.  These  leaders  are  most  effective  when  they  view  their 
organization  as  a  network  consisting  of  business  partners  (with 
whom  they  share  the  work  of  IT)  and  external  sourcing  partners 
(whom  they  leverage  for  specialty  expertise).  Alignment  mech¬ 
anisms  are  of  little  value  to  defensive  CIOs  who  blame  others  for 
their  difficulties  and  prefer  to  walk  the  road  alone.  HEJ 


Q:  Please  address  an  experienced-based  development 
approach  in  more  depth. 

A:  Expertise  and  wisdom  is  gained  on  the  job;  classroom 
education,  while  beneficial  for  certain  types  of  skill  and 
knowledge  development,  is  of  limited  use  in  developing  lead¬ 
ers.  The  key  to  developing  a  leadership  pipeline  is  to  identify 

promising  employees 
relatively  early  in  their 
careers,  provide  the 
right  on-the-job  expe¬ 
riences  at  the  right 
times,  and  surround 
them  with  coaches  and  mentors  (hopefully  in  the  form  of 
supervisors).  For  more  information  about  the  critical  IT 
development  experiences,  please  see  my  column  titled  “The 
Unnatural  Selection  Process  for  CIOs”  ( www.cio.com/080104 ). 


Have  a  Leadership  Question? 


For  more  reader  questions  and  answers 
from  Susan  Cramm,  go  online  to 
www.cio.com/executivecoach. 


cio.com 


Q:  You  say  that  “mini-CIOs”  should  manage  the  entire  plan- 
build-run  process.  But  then  you  say  CIOs  position  the  busi¬ 
ness  to  take  the  lead  on  management  and  analytical  project 
roles.  Who  should  be  responsible  for  running  IT  services— IT 
or  the  business? 

A:  The  IT  department  should  ensure  that  the  company’s  IT 
investment  goes  to  the  highest  and  best  use.  It  is  not  neces¬ 
sary  for  the  IT  department  to  directly  provide  all  the  services 
to  fulfill  this  mission.  In  other  words,  CIOs  should  focus  on 
ensuring  IT  is  done  well  rather  than  trying 
to  do  it  all  themselves. 

Susan  Cramm  is  founder  and  president  of  Val- 
uedance,  an  executive  coaching  firm  in  San 
Clemente,  Calif.  You  can  e-mail  feedback  to 
susan@valuedance.com. 
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Microsoft 


Find  tools  and  guidance  to  defend  your  network  at  microsoft.com/security/IT 


Free  Tools  and  Updates:  Streamline  patch  management 
with  automated  tools  like  Windows  Server  Update  Services. 
And  verify  that  your  systems  are  configured  for  maximized 
security  with  Microsoft  Baseline  Security  Analyzer. 

Microsoft  Security  Assessment  Tool:  Complete  this 

free  online  self-assessment  to  evaluate  your  organization's 
security  practices  and  identify  areas  for  improvement. 


Antivirus  for  Exchange:  Download  a  free  trial  of  Antigen  for 
Exchange  and  arm  your  e-mail  server  with  powerful  multi-engine 
protection  from  viruses,  worms,  and  inappropriate  content. 

Learning  Paths  for  Security:Take  advantage  of  in-depth 
online  training  tools  and  security  expert  webcasts  organized 
around  your  specific  needs.  Then  test  your  security  solutions 
in  virtual  labs,  all  available  on  TechNet. 
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Do  You  Believe  in  the 
Backlog  Fairy? 


CIOs  may  think  that  backlogs  are  their  biggest  pain  point.  But  the  real  cause  of  IT 
failure  is  mismanaged  expectations. 


Usefully  interpreting  surveys  about  CIOs  is  a  bit 
like  veterinary  medicine:  While  the  howls  of  ani¬ 
mal  pain  reveal  something  is  amiss,  the  patients 
can’t  articulate  the  details.  You  have  to  probe  care¬ 
fully  to  learn  more  even  though  it  hurts. 

Pain  is  surely  evident  in  “The  State  of  the  CIO  2006”  sur¬ 
vey,  but  the  devil  is  tr  uly  in  the  details.  The  unhappiness  that 
immediately  captured  attention  was  embedded  in  these 
results:  The  backlog  of  projects/requests  is  the  number-one  hurdle 
to  effectiveness  for  CIOs,  followed  by  inadequate  budgets  and  a 
shortage  of  time  for  strategic  thinking  and  planning.  Unknown  and 
unrealistic  expectations  from  the  business,  if  combined,  would  dis¬ 
place  backlog  as  the  top  factor. 

This  is  going  to  hurt:  Who  are  we  kidding?  Where  do  CIOs 
think  these  backlogs  come  from?  The  backlog  fairy?  But  wait, 
there’s  more!  What  do  CIOs  claim  is  their  number-two  hurdle 
in  the  effectiveness  rankings?  Inadequate  budgets  and  a  short¬ 
age  of  time  for  strategic  thinking  and  planning. 

Excuse  me,  but  if  you  don’t  have  enough  time  or  money  to 
plan,  strategize  or  prioritize,  just  what  the  heck  do  you  think  will 
happen  to  all  those  project  requests?  My  bet  is  that  you’ll  get- 
yes!— a  backlog.  A  big  backlog.  A  messy  backlog.  The  kind  of 
backlog  an  unseasoned  CIO  might  describe  as  the  biggest  hur¬ 
dle  to  his  effectiveness.  (See  “Backlog,”  on  Page  52.  For  more  on 
the  survey,  see  Page  73.) 

Backlogs  are  clearly  symptoms,  not  causes  of  ineffective¬ 
ness.  To  wit:  I’m  in  excruciating  pain  because  my  leg  is  broken. 
However,  I  still  have  a  race  to  run.  Believe  it  or  not,  my  number- 
one  hurdle  to  running  fast  isn’t  the  excruciating  pain,  it’s  that 
my  leg  is  broken!  You  would  (rightly)  think  me  a  fool  if  I  claimed 
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Advertisement 


California  Department  of  Technology  Services  implements  a 
new  security  infrastructure  to  address  compliance  needs. 


Organizations  today  do  not  own  the  personal 
information  they  use.  They  are  its  custodians  and  are 
responsible  for  keeping  it  safe.  This  is  not  only  a  moral 
responsibility,  but  also  mandated  by  government 
regulations. 

Protecting  personal  data  was  the 
challenge  facing  the  California  State 
Department  of  Technology  Services 
(DTS),  responsible  for  providing 
IT  services  to  government  and 
related  organizations  throughout 
California. 

The  Health  Insurance  Portability 
and  Accountability  Act  of  1996 
(HIPAA),  requires  organizations  to  protect  communications  containing 
health  information.  Under  the  act,  information  systems  must  be  protected 
from  intruders  and  confidential  data-in-motion  must  be  secured. 

This  represented  a  significant  challenge  for  DTS,  as  they  deliver 
applications  and  services  through  a  distributed  network  of 
mainframes  and  client-server  based  systems.  And  among  these 
systems  is  a  proprietary  healthcare  records  management  application 
that  supports  tens  of  thousands  of  unique  users,  communicating 
with  distributed  servers  on  multiple  platforms. 

In  order  to  comply  with  HIPAA,  DTS  had  to  secure  the  personal 
healthcare  data  flowing  through  its  network.  They  needed  a  secure 
communications  network,  managed  from  a  central  point,  that  was 
flexible  enough  to  support  the  state's  heterogeneous  environment, 
and  yet  scaleable  enough  to  cover  their  user  base. 

Plus,  any  solution  had  to  have  the  necessary  audit  trails  to 
demonstrate  compliance,  allowing  them  to  reduce  their  overall 
audit  costs. 

Like  most  organizations,  DTS  couldn't  afford  to  replace  their 
existing  applications,  nor  embark  on  an  extensive  training  program, 
so  any  security  system  they  selected  had  to  be  transparent  to  both 
the  users  and  applications.  "We  initially  evaluated  an  IPSe c  solution 
for  our  security  and  compliance  requirements,  but  it  lacked  the 
scalability  we  needed,  and  simply  couldn't  handle  the  multiple  operating 
system  platforms  we  use,"  said  Tim  Funk,  senior  director  of  IT  security, 
Department  of  Technology  Services. 

The  Solution:  EpiForce 

After  performing  extensive  evaluations,  DTS  selected  EpiForce  from 
Apani  Networks,  the  leading  provider  of  security  for  inside  the  perimeter. 
EpiForce  is  an  enterprise  scale  product  that  secures  data-in-motion  and 
protects  data-at-rest,  regardless  of  platforms. 

And  with  the  scalability  to  meet  all  their  present  and  anticipated  future 


needs,  EpiForce  enables  DTS  to  support  each  of  its  varied  governmental 
constituencies,  ranging  from  the  Children's  Welfare  Department  to  the 
University  of  California. 

According  to  Tom  Jones,  the  former  Chief  Information  Security  Officer 
at  DTS,  "EpiForce  has  provided  us  the  flexibility  and  scalability  to  effectively 
support  our  HIPAA  compliance  and  ensure  confidential  patient  data  remains 
secure". 

Not  only  does  EpiForce  transparently  secure  data  flows  throughout 
their  diverse  environment,  but  it  automatically  enforces  security 
relationships  defined  through  a  centralized  management  infrastructure. 
As  new  security  policies  are  identified,  additional  users  or  new  associations 
are  established,  policies  are  adjusted  centrally  and  implemented 
automatically  by  the  system  in  real  time. 

Plus  the  ability  to  dynamically  segment  users  and  applications, 
creating  a  range  of  security  zones  and  closed  user  groups,  was  ideal  for 
implementing  security  policies  within  large  and  diverse  environments. 
"Establishing  security  zones  with  different  levels  of  administrative  authority 
eased  deployment  and  management  challenges",  said  Funk. 


EpiForce  enables  dynamic  network  segmentation 
to  automatically  enforce  security  policies 
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EpiForce  provides  additional  protection  for  DTS  by  ensuring  that 
both  the  sender  and  recipient  of  data  authenticate  and  approve  each 
other's  data  transmittals  and  receipts,  as  well  as  reporting  on  any  "out 
of  bounds"  activity. 

Implementing  this  new  security  layer  designed  to  lock  down  inside 
the  perimeter  enabled  DTS  to  not  only  meet  its  obligations  under  HIPAA, 
but  also  to  augment  its  existing  perimeter  based  security,  providing 
it  with  a  security  architecture  that  covers  its  entire  environment,  and 
with  the  capability  to  expand  to  meet  the  next  data  security  challenge 
-  whatever  that  may  be. 


To  learn  more,  get  a  free  copy  of  “The  Definitive  Guide  to  Security  Inside  the 

Perimeter”  from  Realtimepublishers. 

Go  to  www.apani.com/secureinside 
to  download  your  FREE  copy. 


Sponsored  by 

Apani 


Michael  Schrage  IT  S  ALL  about  the  execution 


I’d  run  marathons  like  an  Olympic  Kenyan  if  only  I  could  tough 
it  out  or  creatively  sedate  myself.  Nonsense.  CIOs  have  backlog 
pain  because  their  budget  and  planning  processes  are  broken. 

That  the  surveyed  CIOs  declare  backlogs  as  their  number- 
one  reason  for  ineffectiveness  displays  a  professional  predilec¬ 
tion  to  treat  symptoms  rather  than  causes.  Not  good.  If  I  were 
a  CEO,  CFO  or  COO,  I’d  think  twice  about  retaining  CIOs  who 
prioritized  managerial  time  and  budgets  that  way. 

The  Expectations  Trap 

To  underscore  this  blooming  confusion  around  cause  and  effect 
management,  let’s  dig  a  little  deeper  into  the  survey  results. 
Here’s  an  intriguing  finding:  Unknown  and  unrealistic  expec¬ 
tations  from  the  business,  if  combined,  would  displace  backlog 
as  the  top  factor.  Now  we’re  getting  somewhere  useful.  Maybe 
backlogs  aren’t  just  symptoms  of  paltry  budgets  and  a  poverty 
of  time.  Maybe— just  maybe— the  better  explanation  for  our 
backlogs  and  our  awful  feelings  of  ineffectiveness  is  our 
unhappy  perception  that  the  businesspeople  we  work  with 
either  don’t  know  what  they  want  and  need  or  have  fantastical 
notions  of  what’s  genuinely  possible. 

But  this  begs  a  truly  profound  question:  Where  do  those 
unknown  and  unrealistic  expectations  come  from?  Do  we  not 
know  what  the  business  expects  because  we  didn’t  ask?  Or 
because  we  didn’t  understand  the  business  issues  well  enough 
to  understand  what  the  request  really  entailed?  Were  we,  to 
quote  Defense  Secretary  Donald  Rumsfeld,  impaled  by 

“unknown  unknown”  expectations?  Or  _ 

did  we  fail  as  CIOs  to  ask  the  kind  of 
questions  that  would  allow  us  to  suc¬ 
cessfully  identify  and  manage  a  “known 
unknown”? 

What’s  responsible  for  all  those  unre¬ 
alistic  expectations?  Is  it  those  vendors 
who’ve  circumvented  us?  Those  Busi¬ 
ness  Week  and  Fortune  cover  stories  cel¬ 
ebrating  infinitely  free  bandwidth  and  open  source?  Or  might 
those  unrealistic  expectations  come  from  “stretch  goals”  in 
project  scheduling  intended  to  spur  productivity  but  that 
instead  guarantee  late  delivery?  Or  maybe  these  unrealistic 
expectations  come  from  the  promise  (made  by  vendors  and 
CIOs)  that  outsourcing  mission-critical  software  development 
overseas  will  yield  savings  of  60  cents  on  the  dollar  over  in- 
house  development? 

As  this  column  has  repeatedly  argued,  CIOs  don’t  just  man¬ 
age  IT  enterprise  expectations,  they  lead  them.  CIOs  who  man¬ 
age  expectations  don’t  have  enterprise  partners  surprising 
them  with  unrealistic  or  unknown  expectations  too  late  in  the 
project  lifecycle.  Misleading  and  mismanaged  expectations  are 
guarantors  of— all  together  now— the  backlogs  that  CIOs  find 
so  troubling. 

In  the  interests  of  fairness  and  full  disclosure,  I’ve  had  CIOs 
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Do  you  agree  that  backlogs  are  merely  the 
symptom  of  a  larger  issue  facing  CIOs? 

Share  your  hard-earned  wisdom  with  us. 

Find  the  comments  box  on  the  online  version 
of  this  article.  Go  to  www.cio.com/010106. 

cio.com 


Could  it  be  that  the  business' 
unrealistic  expectations 
come  from  CIOs  who  make 
promises  they  can't  keep? 

I  admire  tell  me  that  backlogs  are,  indeed,  how  they  manage 
and  lead  enterprise  expectations.  They  tell  the  CFO  or  chief 
marketing  officer,  “See  these  backlogs?  See  how  much  in  demand 
our  services  are?  We  need  more  money!  We  need  more 
resources!  You  guys  do  such  a  bad  job  of  managing  IT’s  expec¬ 
tations  that  we  just  can’t  rationally  plan  for  all  the  last-minute 
surprises  you  spring  on  us!” 

In  other  words,  the  backlog  “bug”  becomes  a  feature  some  of 
the  more  manipulative  CIOs  use  to  extract  bigger  budgets  and 
greater  resources  from  their  firms.  They  have  effectively  trained 
their  organizations  to  treat  backlogs  as  causes— rather  than 
symptoms— of  the  IT  issues  confronting  the  enterprise. 

CIOs  aren’t  stupid.  If  they  can  get  greater  support  by  defining 
backlogs  as  their  number-one  problem,  why  should  anyone  be 
surprised  by  that  tactic?  For  them,  dishonesty  is  the  best  policy. 

That’s  why  I  find  surveys  about  CIOs  so  important.  They  are 
a  public  test— a  revealing  diagnostic— of  the  role  that  honesty, 
integrity  and  simple  economic  priorities  play  in  our  field.  If  I 
were  editing  those  survey  results,  I  would  combine  the  unre¬ 
alistic  and  unknown  expectation  numbers  to  headline  the  ongo- 

_  ing  CIO  crisis  in  expectations  leadership. 

The  pain  and  frustration  of  most  CIOs 
comes  from  root  causes  that  have  little  to 
do  with  money  and  resources  and  every¬ 
thing  to  do  with  rigor  and  relationships. 
We  either  don’t  know  what  we  don’t  know 
or  we  allow— and  sometimes  even  encour¬ 
age— our  colleagues  and  customers  to 
believe  things  that  simply  cannot  be  true. 
Like  the  promise  that  we  can  upgrade  that  enterprisewide  CRM 
system  in  a  few  weeks. 

Then,  in  an  act  of  chutzpah  that  guarantees  that  CIOs  will 
mortally  wound  their  professional  credibility,  we  declare  that 
we’re  ineffective  because  of  the  backlogs  that  threaten  to  over¬ 
whelm  us. 

When  a  profession  blurs  symptoms  with  causes— and  exploits 
that  confusion  to  gin  up  budgets  and  extra  resources— then  some¬ 
thing  is  rotten  in  the  field.  Let’s  use  surveys  like  this  as  an  oppor¬ 
tunity  to  challenge  ourselves  about  what  our 
real  barriers  to  effectiveness  might  be.  QE1 

Michael  Schrage  is  codirector  of  the  MIT  Media  Lab's 
eMarkets  Initiative.  He  can  be  reached  at  schrage@ 
media.mit.edu.  Please  send  comments  to  Executive 
Editor  Alison  Bass  at  abass@cio.com. 
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Look  familiar?  You're  on  a  business  trip  and  haul  around  half  of  your  office.  Your  cell  phone,  perhaps  your 
PDA,  and  a  suitcase  full  of  documents.  Not  to  mention  your  laptop  which,  once  again,  can't  connect  to  the 
network  from  your  hotel.  With  Siemens  HiPath®  solutions,  you  carry  just  one  device.  And  you  decide  which 
one.  Interested?  For  more  information  see  www.siemens.com/hipath.  Or  call:  1 .800.765.61 23. 


HiPath  -  Total  Business  Communications 
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Stop  over-packing.  Start  HiPath. 
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Our  annual  report,  based  on  an  exclusive  survey  of 
more  than  500  heads  of  IT,  shows  that  you’re  starting 
the  new  year  off  from  a  position  of  strength 
BY  EDWARD  PREWITT 

As  2006  dawns,  you  don’t  have  to  make  a  New  Year’s  resolution  to  get  to  the  gym 
more.  Your  cost-cutting  diet  of  the  last  few  years  has  taught  you  how  to  make  the 
most  of  the  resources  you’ve  got.  You’ve  shed  that  tired  old  “geek”  label  by  devel¬ 
oping  strategic  sensibilities,  business  acumen  and  communication  skills.  You’ve 
responded  to  catcalls  about  whether  IT  really  matters  by  delivering  value  for  the 
business  and  claiming  a  seat  at  the  executive  table. 

“The  State  of  the  CIO  2006,”  our  fifth  annual  exclusive  report,  finds  CIOs  in  bet¬ 
ter  shape  than  ever  before.  IT  budgets  are  strong,  and  pay  and  job  tenure  are  up. 
You  are  usually  part  of  the  management  team,  and  you  report  more  often  to  the 
CEO  than  you  do  to  anyone  else— ending  a  three-year  shift  toward  reporting  to 
CFOs.  You  spend  the  bulk  of  your  time  interacting  with  other  CXOs  and  business 
executives  and  taking  part  in  strategic  business  decisions. 

Rather  than  watching  helplessly  as  outsourcing  decimates  your  staff,  you’ve 
learned  to  arbitrage  labor  costs,  sending  lower-value  work  out  of  house  and  devot¬ 
ing  your  in-house  personnel  to  high-value,  visible  work  such  as  project  manage¬ 
ment.  Your  IT  department  has  lowered  your  enterprise’s  business  costs,  improved 
its  productivity  and  created  competitive  advantage. 

Sure,  there  are  problems— notably,  a  backlog  of  projects  and  requests  and  a 
possible  staffing  crisis  looming— but  as  you  enter  2006,  you  are  starting  from  a 
position  of  strength. 

Now  You’re  the  Chief  STRATEGY  Officer 

Our  “State  of  the  CIO”  reports,  published  each  year  since  2002,  are  based  on 
annual  surveys  of  more  than  500  heads  of  IT.  Each  year  we  query  these  execu  fives 
about  their  positions  within  the  organization  and  the  path  they  followed  to  the  CIO 
job.  We  ask  them  about  their  IT  staffs  and  their  outsourcing  practices,  their  pri- 


IN  THIS  ISSUE 


52 

68 

73 

86 

96 


The  Number-One  Problem 

The  Project  Backlog 

The  New  IT  Department 

The  Top  Three  Positions 
You  Need 

The  Survey 

It’s  All  About  You 

Industry  Snapshots 

Contrasts  and 
Commonalities 

The  Changing  CIO  Role 

The  Dual  Demands  of 
Strategy  and  Execution 


ONLINE 

Goto  "The  State  of  the  CIO” 
website  to  see  the  full  collection 
of  surveys  and  reports, 
from  2002  to  the  present. 

www.cio.com/state 


www.cio.com  |  DECEMBER  15,  2005  /  JANUARY  1,  2006 


45 


o*  the  CIO  06  STATE  oflheCIOl*  The  STATE  of  the  CIO  06  The  STATE  yf  the  CIO  06 
)'06  «  STATE  o»  '-eC:C  The  STATE  ol  the  CIO  06  The  STATE  ot  the  CO ‘06  TheSTA 

Of  the  C  :  The  STATE  of  the  CIO '06  The- STATE  of  the  00  06  The  STATE  of  th. 

.  Ot-  The  STATE  of  the  CIO ’06  The  STATE  of  the  OC '06  The  STATE  of  the  CIO  ' 06 
The  STATE  of  the  CIO  06  :  e  STATE  of  •:  «ClO  '06  The  STATE  of  the  CIO  '06  TheSTA 

r'ie  STATE  of  the  CIO  06  I  THE  AGENDA 


I  Fifty-five  percent  of  you  plan  to  increase  your  IT  headcount 
over  the  coming  12  montns.  That’s  not  to  say  the  shine  is  off 
outsourcing.  Sending  work  to  outside  contractors  has  become 
a  standard  part  of  CIOs’  arsenal. 


orities,  their  difficulties  and  the  ways  they  perform  their  jobs.  They 
tell  us  about  IT’s  overall  impact  within  their  companies.  We  use 
this  data,  along  with  many  one-on-one  interviews,  to  identify  and 
define  best  practices,  analyze  trends 
and  develop  an  agenda  for  all  CIOs. 

(To  see  the  complete  results  for  2006, 
read  “The  Survey:  It’s  All  About  You,” 

Page  73.) 

The  improvement  in  CIOs’  stand¬ 
ing  within  the  enterprise  this  year  is 
the  result  of  a  slow  progression  along 
several  fronts  rather  than  the  conse¬ 
quence  of  any  single  factor.  Indeed, 
some  aspects  of  the  job  have  changed 
little.  Your  take  on  IT’s  most  signifi¬ 
cant  organizational  impact— reducing 
the  cost  of  doing  business  through 
increased  efficiency  and  productiv¬ 
ity— has  been  remarkably  consistent, 
the  number-one  response  since  2004. 

What  you  believe  to  be  your  most  important  skill  for  success,  your 
ability  to  communicate,  is  unchanged  since  2002.  And  since  2002, 
the  majority  of  your  time  has  been  spent  interacting  with  your  com¬ 
pany’s  CXOs  and  business  executives.  But  many  small  shifts  in  sur¬ 
vey  responses  indicate  that  a  transformation  has  occurred  in  how  you 
approach  your  job. 

Perhaps  most  significantly,  the  CIOs’  strategic  role  has  grown.  In 
“The  State  of  the  CIO  2006”  survey,  making  strategic  systems  decisions 
and  strategic  business  planning  come  in  a  close  second  and  third  in 
how  you  spend  your  time.  And  you  named  strategic  thinking  and 
planning  as  the  number-two  personal  skill  required  for  success.  Nearly 
three-quarters  of  you  say  IT’s  proper  role  in  the  organization  is  proac¬ 
tive:  to  envision  business  possibilities  and  realize  them  with  technol¬ 
ogy,  rather  than  to  simply  support  business  initiatives.  For  insights  into 
what  strategy  really  means  for  CIOs— and  how  that  definition  has 
changed  since  2002— read  “The  Changing  CIO  Role:  The  Dual 
Demands  of  Strategy  and  Execution,”  Page  96. 

There  has  been  a  corresponding  change  in  your  place  on  the  org 
chart.  Just  over  three-quarters  of  you  now  sit  on  the  company’s  man¬ 
agement  committee.  Your  most  prevalent  reporting  relationship  is  to 
the  CEO.  That’s  been  true  in  all  of  our  “State  of  the  CIO”  reports,  but 
since  2002,  in  response  to  the  cost-cutting  fixation  that  gripped  many 
companies  and  the  fearful  reaction  to  Sarbanes-Oxley,  the  percentage 
of  CIOs  reporting  to  the  CEO  had  been  going  down  while  the  per¬ 


centage  reporting  to  CFOs  had  been  going  up.  This  year,  however,  the 
percentage  of  CIOs  reporting  to  the  top  boss  rose  from  40  percent  to 
42  percent,  while  those  reporting  to  their  CFOs  dipped  sharply  from 

30  percent  to  23  percent. 

The  significance  of  this  shift  is  both 
personal  and  professional  and  can  be 
seen  in  the  diverging  circumstances  of 
these  two  groups  of  CIOs.  Of  those 
CIOs  who  report  to  their  CEOs,  91  per¬ 
cent  sit  on  the  company  management 
committee,  whereas  only  61  percent  of 
CIOs  who  report  to  their  CFOs  do  so. 
The  CFO  reports  say  they  struggle 
more  with  alignment  and  spend  more 
time  putting  out  fires  than  do  the  CEO 
reports.  The  CEO  reports  have  much 
more  money  to  spend  (their  average 
annual  IT  budget  is  $27.5  million  ver¬ 
sus  $12.5  million  for  the  CFO  reports), 
and  they  take  home  more  money  as 
well  ($196,800  in  average  annual  compensation  versus  $180,700). 

It’s  good  to  report  to  the  CEO,  and  it’s  good  to  report  that  this 
year  more  of  you  do. 

Commonalities  Beneath  the  CONTRASTS 

Who  you  report  to  is  an  important  factor  in  the  content  of  your  job, 
but  not  the  only  one.  The  industry  you  work  in  also  makes  a  differ¬ 
ence.  On  the  whole,  CIOs  in  financial  services  and  insurance  earn 
more,  have  bigger  IT  budgets,  dedicate  more  time  to  strategic  plan¬ 
ning,  and  will  grow  their  staffs  in  2006  to  a  greater  degree  than 
CIOs  in  most  any  other  sector.  Alone  among  IT  executives  in  the 
seven  industries  we  examined,  finance  CIOs  seem  to  have  solved  the 
business-IT  alignment  puzzle.  Health  care  and  government  CIOs  are 
at  the  other  end  of  the  spectrum.  They  report  to  their  CEOs  far  less 
often  than  other  IT  execs,  and  they  struggle  with  what  they  term 
inadequate  budgets. 

Many  of  the  distinctions  between  CIOs  in  different  industries  have 
to  do  with  the  particular  business  challenges  their  companies  face. 
For  instance,  inventory  management  is  a  top  concern  for  CIOs  in 
manufacturing  and  retail;  accounting  and  finance  are  most  important 
to  health  care,  insurance  and  government  CIOs.  Customer  support 
tops  the  list  for  financial  services  and  educational  CIOs.  For  snap¬ 
shots  of  the  CIO  role  and  situation  in  these  and  other  industries,  see 


Who’s  Your  Boss? 

The  percentage  of  CIOs  who  report  to  CFOs  fell 
sharply  this  year,  reversing  a  three-year  trend 
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HOW  DO  WE  MANAGE  SUPPLY, 

DEMAND  AND  CHAOS? 

HOW  CAN  INFRASTRUCTURE  UNCOVER 
HIDDEN  OPPORTUNITIES? 

HOW  CAN  IJ.  HELP  TURN  STRATEGIC 
FANTASY  INTO  MARKETPLACE  REALITY? 


IBM  BUSINESS  CONSULTING 

Find  the  answers  with  an  altogether  different  kind  of  business  thinking.  IBM  combines  world- 
class  innovation  with  unique  strategic  thinking  to  identify,  create  and  deliver  lasting  business 
value.  We  consider  IT  possibilities  from  the  outset,  so  a  brilliant  strategy  is  also  executed 
brilliantly.  Learn  more  about  what  makes  IBM  different,  and  how  we’ve  already  helped  Procter 
&  Gamble  and  the  NFL  tightly  align  IT  with  business  strategy.  Visit  lbm.com/innovation 


IBM,  the  IBM  logo  and  On  Demand  Business  are  registered  trademarks  or  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service 
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“Industry  Snapshots:  Contrasts  and  Commonalities,”  Page  86. 

Underlying  the  differences  between  industries,  however,  are 
many  commonalities  among  CIOs.  No  matter  what  industry  you 
work  in,  in  2006  you  will  be  focus¬ 
ing  on  either  innovating  or  reduc¬ 
ing  business  costs.  And  to  do  that, 
you  will  need  to  use  your  ability  to 
communicate  and  think  strategi¬ 
cally.  If  you  think  your  industry 
defines  you  and  separates  you  from 
your  peers  in  other  industries, 
think  again. 

Another  factor  in  the  nature  of 
the  CIO  role  is  the  size  of  the  com¬ 
pany.  Those  in  small  companies 
tend  to  be  more  hands-on  than 
their  peers  in  larger  enterprises;  the 
number-one  use  of  small-eompany 
CIOs’  time  is  leading  projects, 
which  is  way  down  the  list  for  CIOs 
in  midsize  and  large  companies. 

Big-company  CIOs  outsource  more 
than  the  others,  both  domestically 
and  offshore,  and  they  plan  to  increase  their  outsourcing  in  2006  at 
a  greater  rate  than  do  CIOs  in  small  and  midsize  companies.  But 
again,  as  was  the  case  in  all  industries,  the  similarities  in  the  CIO  role 
across  companies  of  all  sizes  outweigh  the  differences.  The  top  man¬ 
agement  priority  in  all  three  categories  is  alignment,  and  the  top 
technology  priority  is  integration.  A  majority  of  CIOs  at  companies 
of  every  size  plan  to  increase  the  size  of  their  IT  staffs. 

An  important  underlying  message  of  “The  State  of  the  CIO  2006” 
is  that  CIOs  can  and  should  learn  from  each  other.  Circumstances 
vary;  the  job  doesn’t. 

Up  with  PEOPLE 

Back  in  2002,  finding  people  with  the  right  skill  sets  and  retaining 
key  employees  were  your  biggest  challenges.  Companies  competed 
for  star  performers  in  a  long-running  talent  war.  But  economic  hard 
times  ended  the  hostilities.  The  pressure  to  do  more  with  less 
knocked  staffing  way  down  your  priority  list  and  turned  your  atten¬ 
tion  toward  outsourcing.  Staff  development  and  retention  ranked 
13th  out  of  14  spending  priorities  in  “The  State  of  the  CIO  2003” 
survey. 

Yet  in  2006,  the  emphasis  on  your  internal  IT  department  is  back. 
In  this  year’s  survey,  55  percent  of  you  plan  to  increase  your  IT  head- 
count  during  the  coming  12  months.  That’s  not  to  say  the  shine  is  off 
outsourcing.  Sending  work  to  outside  contractors  has  become  a 
standard  part  of  CIOs’  arsenal.  But  outsourcing  practices  have 
matured.  You  tend  to  avoid  the  complications  of  offshoring;  57  per¬ 
cent  of  you  outsource  only  within  the  United  States,  and  25  percent 
do  not  outsource  at  all. 

The  work  you  outsource  tends  to  be  straightforward,  repeatable 


processes:  hosting  services,  application  maintenance  or  support, 
and  some  types  of  application  development.  Conversely,  the  skills 
you’re  seeking  in-house  are  for  business-oriented  tasks  such  as  proj¬ 
ect  management,  business  process 
management  and  complex,  business¬ 
facing  application  development.  For 
profiles  of  the  IT  skills  that  compa¬ 
nies  need  the  most,  turn  to  “The  New 
IT  Department:  The  Top  Three  Posi¬ 
tions  You  Need,”  Page  68. 

The  need  for  IT  staff  is  driven  by 
pent-up  business  demand.  An  over¬ 
whelming  backlog  of  requests  and 
projects  was  a  new  entry  on  this 
year’s  roster  of  your  most  difficult 
challenges— and  it  jumped  right  to 
the  top  of  the  list.  You  need  people  to 
get  this  work  done,  you  need  them  to 
hit  the  ground  running  (your  greatest 
demand  is  for  midlevel  employees 
with  some  experience),  and  you  need 
them  yesterday.  For  stories  of  how 
CIOs  are  dealing  with  their  applica¬ 
tion  backlogs,  see  “The  Number-One  Problem:  The  Project  Back¬ 
log,”  Page  52. 

Where  you’ll  find  the  talent  to  get  all  this  work  done  remains  an 
open  question.  There  are  fewer  IT  people  than  in  2002— many  got 
out  of  the  field  during  the  last  recession.  And  enrollments  in  domes¬ 
tic  IT  education  programs  are  down.  You  could  be  looking  at  a  return 
of  the  IT  talent  wars  in  2006  and  beyond. 

Your  AGENDA,  2006 

Taken  together,  the  findings  of  “The  State  of  the  CIO  2006”  report 
point  to  an  evolving  agenda  for  IT  execs.  You’ve  got  to  solve  the 
staffing  problem  and  take  care  of  that  application  backlog.  You  need 
to  pay  attention  to  integration  and  alignment,  which  are  this  year’s 
top  technology  and  management  priorities,  respectively.  But  you 
need  to  do  more  than  that  to  be  a  strategic  CIO  and  realize  the  full 
potential  of  IT  within  the  enterprise.  You  say  that  IT’s  role  in  the 
organization  is  to  envision  business  possibilities  and  get  them  grow¬ 
ing  through  technology.  So  that’s  the  goal.  To  get  there,  first  use  your 
increased  access  to  the  CEOs,  CXOs  and  business  executives  to 
deepen  your  understanding  of  the  business.  Use  your  strategic  capa¬ 
bilities  to  develop  programs  that  fulfill  the  needs  that  you  and  your 
business  peers  identify  together.  Then  put  your  communication  and 
leadership  skills  to  work  in  bringing  these  programs  to  life. 

All  this  will  take  discipline  and  a  sustained  effort  from  you  and 
your  IT  department,  but  after  all,  that’s  exactly  what  you’ve  become 
known  for.  HF1 


Executive  Editor  Edward  Prewitt  (eprewitt@cio.com)  has  headed  up  “The  State 
of  the  CIO"  reports  for  2002,  2003,  2004  and  2006. 


Your  IT  Headcount 

After  some  lean  years,  more  than  half  of  you  plan  to 
increase  the  size  of  your  staff  this  year 
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Ken  Kudla.  CIO  and  VP  of  IT  with 
The  Queen's  Medical  Center  in  Honolulu, 
controls  his  backlog  of  IT  project  requests 
by  letting  users  know  where  their  projects 
fall  among  the  hospital’s  priorities. 
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Demand  for  new  applications  is  pushing  IT  departments 
to  their  limits.  Here's  why  the  workload  has  exploded 
and  how  you  can  cope,  by  thomas  wailgum 


Everyone  at  The  Queen’s  Medical  Center  in  Honolulu  has  their  eye  on  some  shiny 
new  piece  of  technology.  Doctors  and  nurses  who  have  seen  a  new  pharmacy  man¬ 
agement  system  demonstrated  at  a  recent  conference  think  the  hospital  should 
have  it.  An  administrator  wants  his  department  to  have  PDAs  to  wirelessly  access 
e-mail.  Someone  else  wants  a  hospitalwide  dietary  management  system— but 
doesn’t  have  the  budget  to  fund  it. 

And  they  want  CIO  and  VP  of  IT  Ken  Kudla  to  get  it  all  for  them. 

But  before  he  even  thinks  about  eking  new  systems  out  of  his  $13  million  annual 
operating  budget,  Kudla  has  to  contend  with  the  30  projects  he  has  going  on  right 
now  He’s  in  the  middle  of  upgrading  the  hospital’s  network  and  deploying  an 
antispam  management  system.  By  mid-January,  he’s  due  to  replace  the  seven  dif¬ 
ferent  systems  that  make  up  his  hospital  information  system.  Meanwhile,  he’s 
trying  to  finish  a  document  imaging  project  begun  back  in  2002,  for  which  fund¬ 
ing  has  been  scarce.  “CIOs  are  being  bombarded,”  he  says.  “There’s  a  pent-up 
demand  for  things.” 

Kudla  isn’t  alone.  According  to  “The  State  of  the  CIO  2006,”  an  annual  survey 
by  CIO,  demand  for  IT  is  back  with  a  vengeance.  It’s  almost  like  the  late  1990s. 
Except  that  what’s  missing  now  is  the  money,  staff  and  late-night  takeout  to  deal 
with  today’s  demand.  In  turn,  the  requests  for  IT  projects  are  piling  up.  CIOs  say 
that  managing  this  application  backlog  is  the  number-one  barrier  to  their  job 
effectiveness  today,  regardless  of  industry  or  company  size. 

How  CIOs  manage  this  burgeoning  demand  has  a  direct  impact  on  whether 
business  leaders  view  IT  as  responsive  to  their  needs  or  not.  “Any  CIO  who  sets  an 
expectation  that  something  will  get  done— and  it  doesn’t— will  be  committing 
career  suicide,”  says  Bob  Holstein,  CIO  at  National  Public  Radio.  The  challenge  for 
CIOs,  then,  is  to  ensure  that  projects  already  in  the  queue  are  aligned  with  ever- 
changing  business  priorities,  to  manage  business-side  expectations  and  to  control 


AGENDA  ^)2006 

::  Stay  focused  on  the  high¬ 
est  value  applications 

::  Set  realistic  expectations 
for  when  you  can  under¬ 
take  new  projects 

::  Encourage  ideas  from  busi 
ness  users,  but  have  a 
process  for  vetting  them 
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Bob  Holstein,  National 
Public  Radio's  CIO,  finds 
that  setting  expectations 
for  when  a  project  will  be 
delivered  helps  control 
users'  perceptions  of 
whether  a  backlog  exists. 


new  sources  of  application  demand  from  today’s  more  sophisticated 
users.  “One  way  you  can  interpret  this  [problem]  is  that  users  have 
a  lot  more  appreciation  of  what’s  possible,”  says  Holstein,  “Or  that 
the  technology  world  has  moved  very  quickly,  and  those  business 
units  want  more,  and  they  want  it  faster.” 

Whatever  the  source  of  the  application  backlog,  CIOs  should  fol¬ 
low  this  cardinal  rule:  Don’t  complain.  Nobody— especially  your 
CEO— likes  a  whiner.  “I  tell  my  staff,  You  can’t  be  a  victim,”  says  Susan 
Powers,  CIO  of  Worldspan.  “I  don’t  accept  the  victim  mentality.” 

How  to  SET  Your  Priorities 

The  545  CIOs  responding  to  our  survey  said  they  are  buried  under 
the  weight  of  an  overwhelming  backlog  of  requests  and  projects.  To 
some  extent,  backlogs  have  always  been  around,  because  users  have 
always  cried  for  the  latest  applications.  Ten  years  ago,  during  the 
Internet  buildout,  everyone  got  what  they  wanted.  Then  Y2K  put  the 
brakes  on  many  less  critical  projects.  “Perhaps  that  started  some  of 


the  backlog,”  Kudla  says.  Then  came  the  dotcom  bust,  9/11  and  bad 
times  for  many  companies. 

Yet  application  demand  remained.  There  may  have  been  less  devel¬ 
opment  going  on  during  the  years  when  companies  were  focused  on 
survival  and  keeping  costs  down.  But  users  “still  had  their  wish  lists,” 
says  Stephen  Rood,  CIO  of  Strategic  Technology,  an  IT  consultancy  that 
advises  small  and  midsize  companies.  Now,  those  needs  are  out  in  the 
open  again,  fueling  CIOs’  concerns  about  project  backlogs. 

How  one  defines— and  how  one  deals  with— any  backlog  boils 
down  to  two  factors:  the  source  of  the  demand  and  the  stage  of  devel¬ 
opment  the  project  is  in.  Holstein  identifies  two  different  types  of 
backlogs:  a  backlog  of  desire  (applications  that  users  are  yearning 
for)  and  a  backlog  of  commitment  (projects  that  are  approved  but  not 
started).  CIOs  need  to  pay  attention  to  both.  If  internal  customers 
can’t  get  an  IT  project  on  a  CIO’s  radar  screen,  “they  perceive  there’s 
a  backlog  because  the  IT  shop  can’t  do  what  they  want,”  Holstein 
says.  When  projects  have  been  promised  but  not  delivered,  he  says, 
“expectations  have  been  set  and  not  fulfilled.”  It  may  be  that  an  IT 

organization  hasn’t  planned  properly,  or 
that  managers  aren’t  tracking  projects  well, 
or  that  developers  are  taking  time  to  assess 
■  the  ins  and  outs  of  a  project.  But  sometimes 

'  all  users  know  is  that  they  have  yet  to  get 

what  they  were  promised. 

y One  way  to  look  at  I  lie  backlog  is  to  eon 
/  \  '  sider  the  whole  spectrum  of  projects  that  IT 

.  is  currently  working  on  but  has  not  fin- 

_'.v  '  -  x  ,  ished,  in  addition  to  the  ones  ready  to  go. 

TV  Worldspan’s  Powers  has  a  list  of  100  proj- 

V  -  ects  that  have  funding  and  that  IT  is  work¬ 

ing  on.  Outside  the  top  100  are  projects 
that  are  on  deck.  "When  you  finish  [proj- 
/  /  :  ect]  three,  you  bring  in  [project]  101,”  she 

;  YbbyTWW  explains.  If  she  doesn’t  have  the  right  staff 

...Y O'-'  with  the  right  skills  available  for  the  next 

;  ■  project  on  the  list,  she  may  skip  to  another. 

Y  “We  tend  to  have  a  backlog  of  about  one 

year’s  worth  of  work.  But  because  we  prior- 
Ty itize  every  two  weeks,  some  items  never 

make  it  to  the  active  list,”  Powers  says.  (See 
/ : . “Battling  the  Backlog,”  Page  55,  for  tips  on 
’  ,  ’  [2  "iltb  setting  project  priorities.) 


m 


How  to  MANAGE  the 
Squeaky  Wheel 

No  matter  how  good  CIOs  are  at  keeping  a 
grip  on  their  backlog,  ever-shifting  business 
priorities  always  threaten  to  shake  up  the 
IT  agenda.  One  of  the  toughest  tasks  for 
CIOs  is  aligning  the  jumble  of  projects  vying 
for  resources  with  the  company’s  strategic 
needs.  In  a  fast-paced  business  climate,  new 
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Battling  the  Backlog 

They  might  be  behind,  but  they’re  not  giving  up.  Here  are  three  ways 
CIOs  set  project  priorities. 

(D  GET  BUSINESS-SIDE  BUY-IN 

Stephen  Rood,  CIO  of  Strategic  Technology,  gives  business  managers  a  financial  stake  in  deter¬ 
mining  which  enhancements  to  ongoing  projects  they  really  need.  Every  year,  each  department 
gets  a  pool  of  developers'  time  for  system  enhancements.  If  the  head  of  manufacturing  has  five 
projects,  Rood  calculates  the  hours  for  each  and  may  report  that  he  only  has  the  resources  for 
two  of  them.  "If  they  want  to  do  a  third  one,  I  don't  say  no,”  says  Rood,  but  the  department  has  to 
pay  for  a  contractor.  “That  gives  them  a  certain  degree  of  ownership,”  he  says. 

(D  BE  THE  VOICE  OF  REASON 

CIOs  must— gently  and  tactfully— deflate  user  enthusiasm  for  spanking-new  systems,  or  the 
backlog  can  get  out  of  control.  Ken  Kudla,  CIO  and  VP  of  IT  with  The  Queen’s  Medical  Center 
in  Honolulu,  explains  to  his  senior  management  peers  why  the  time  might  not  be  right  for  a 
project  from  a  cost  perspective  or  a  technological  perspective.  “Then  we  sit  down  as  VPs 
together  and  talk  about  [the  idea’s]  merits  and  whether  we  agree  or  don’t  agree,”  Kudla  says. 
“Then  it's  not  just  one  voice  [making  the  decision]." 

(D  DON’T  BEND  THE  RULES 

Every  business  manager  has  a  project  that  just  has  to  get  done  yesterday.  Although  CIOs  tend 
to  want  to  show  that  they're  helpful,  it  isn’t  necessarily  a  good  idea  to  bump  new  requests  to 
the  front  of  the  queue.  "If  a  project  doesn’t  meet  the  criteria  of  a  high-priority  project,  I’m  not 
going  to  reprioritize  all  of  the  IT  resources  [for  it],”  says  Bob  Holstein,  CIO  of  National  Public 
Radio.  He  also  doesn't  make  casual  assurances  to  anyone  about  their  IT  projects.  “A  promise 
is  not  a  promise  until  I  assign  a  date  and  a  project  manager,”  he  says.  -T.W. 


projects— especially  those  that  come 
from  Mahogany  Row— scream  for  atten¬ 
tion.  “They  can  also  come  about  quite 
innocently,”  Holstein  says,  due  to  exter¬ 
nal  factors  that  cause  the  business  cli¬ 
mate  to  shift.  “What  was  a  top  priority 
becomes  priority  number  10.” 

A  major  contributor  to  the  application 
backlog  has  been  compliance-related  proj¬ 
ects,  such  as  investments  for  Sarbanes- 
Oxley  and  HIPAA  regulations.  IT  has  to 
complete  those  projects  by  set  dates,  and 
in  many  cases,  these  infrastructure  proj¬ 
ects  require  substantial  IT  resources. 

Invariably,  notes  Holstein,  implementing 
compliance  projects  pushes  others  farther 
down  the  to-do  list.  At  Worldspan,  Powers 
says,  compliance-related  projects  trumped 
even  a  project  that  aimed  to  improve  how 
the  company  prioritizes  its  IT  projects. 

According  to  “The  State  of  the  CIO 
2006,”  enabling  regulatory  compliance  is 
diminishing  in  importance  as  a  contribu¬ 
tion  IT  will  make  to  the  business  in  the 
coming  year.  This  finding  suggests  that 
CIOs  will  devote  less  time  to  compliance 
projects.  Even  so,  Rood  of  Strategic  Tech¬ 
nology  says  IT  managers  must  think 
about  how  compliance  projects  change  or 
dictate  the  direction  of  application  devel¬ 
opment.  “Nowadays,  one  cannot  develop 
in  a  vacuum,”  he  adds. 

Under  tight  budgets  and  short  on  staff,  CIOs  and  their  project  man¬ 
agers  have  to  piece  together  the  appropriate  resources  for  the  most 
needy  projects.  “That’s  one  of  the  hardest  things,”  Powers  says.  But  at 
least  Powers,  by  virtue  of  her  position  on  the  executive  team,  is  part  of 
the  process  for  setting  new  corporate  priorities.  She  can  work  with 
senior  company  leaders  and  project  sponsors  to  find  out  which  proj¬ 
ects  are  the  most  urgent,  as  well  as  “where  we  don’t  have  demand  and 
can  redeploy  resources,”  she  adds. 

The  backlog  generated  by  a  new  corporate  agenda  is  worse  for  the 
CIO  who  has  to  scramble  to  execute  a  decision  she  wasn’t  consulted 
about.  Rood  has  seen  it  happen:  A  CEO  and  COO  decide  that  they 
want  a  CRM  system.  When  the  CEO  tells  the  CIO  about  it,  the  CIO  is 
clueless  as  to  the  reasons  why  the  project  is  necessary.  The  new  proj¬ 
ect  sends  the  IT  department  scrambling  to  jump-start  the  CRM  proj¬ 
ect— and  pushes  everything  else  to  the  side.  “That  will  upset  what 
the  priorities  are  in  terms  of  technology  needs  for  the  entire  organi¬ 
zation,”  observes  Rood. 

At  The  Queen’s  Medical  Center,  Kudla  wages  a  constant  battle  to 
ensure  that  all  of  his  constituents  know  that  every  IT  project  has  to  be 
in  sync  with  the  center’s  strategic  initiatives.  As  a  member  of  the  sen¬ 
ior  management  team,  he  considers  his  most  important  task  making 


sure  his  peers  are  aware  of— and  agree  to— the  center’s  priorities. 
Everyone,  from  senior  executives  on  down,  should  know  that  a 
pharmacy  management  system  is  important  for  the  hospital— and 
understand  that  rolling  out  the  wireless  PDAs  for  e-mail  is  “low  on 
my  food  chain.” 

The  Expectations  LANDMINE 

With  requests  for  new  projects  coming  from  so  many  different  places, 
expectations  of  the  IT  department  have  to  be  managed  carefully.  It’s 
easy  to  interpret  a  backlog  as  a  failure  of  CIO  leadership:  a  deficiency 
in  IT  governance  or  a  breakdown  in  business  alignment.  No  CIO  wants 
his  department  to  be  viewed  as  treading  water  in  a  sea  of  demand. 

But  when  it  comes  to  controlling  perceptions,  CIOs  can  be  their 
own  worst  enemy.  “CIOs  have  a  tendency  to  overpromise,  especially 
when  they’re  new.  And  when  they  start  overpromising,  the  applica¬ 
tion  backlog  builds,”  says  Rood.  Then  CIOs  are  in  the  position  of 
having  to  back  off  from  their  commitments,  putting  their  jobs  at  risk. 
Rood  notes  that  although  a  CIO  should  not  discourage  new  technol¬ 
ogy,  he  needs  to  accurately  assess  IT’s  capabilities  and  manage  busi¬ 
ness  expectations  of  any  project  from  start  to  finish. 
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73%  of  the  FORTUNE  100®  and  76%  of  the 
European  100  compared  business  collaboration  providers  and 

came  to  a  single  conclusion. 


Many  of  the  world's  most  successful  organizations  rely  upon  Sterling  Commerce  to  automate 
their  business  processes,  so  they  can  exchange  critical  information  with  their  trading  partners, 
subsidiaries  and  customers.  Reliably.  Securely.  And  regardless  of  the  application  being  used. 
Sterling  Commerce  delivers  the  first  platform  to  meet  all  the  complex  challenges  of  real-world 
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Obviously,  great  minds 
think  alike. 


multi-enterprise  computing.  Plus  over  30  years  of  experience  helping  companies  overcome 
the  technological,  cultural  and  security  issues  of  collaboration.  No  one  else  does  as  much, 
period.  Find  out  what  so  many  companies  already  know.  Speak  to  a  Sterling  Commerce 
representative  today.  Or  visit  www.sterlingcommerce.com 
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The  STATE  of  the  CIO ’06  I  PROJECT  BACKLOG 


Rood,  who’s  been  in  the  IT  field  for  26  years,  says  he 
learned  this  lesson  early  in  his  career.  “When  you’re 
new,  everyone  wants  to  shake  your  hand,  welcome 
you  on  board,  take  you  out  to  lunch,  and  at  the  end  of 
the  day  you’ve  got  50  things  from  everyone  to  do,”  he 
recalls.  “It  all  adds  up  to  a  backlog,  and  then  you’re 
going  to  be  crying  to  the  CEO:  ‘I  can’t  do  this.’” 

At  that  point,  he  says,  CIOs  either  have  to  take  the  hit 
and  not  deliver  what  they  promised  (which  could  get 
them  fired),  “enter  a  crash  mode,  where  they  push  their 
staff  to  the  point  of  exhaustion  to  complete  a  project,” 
or  spend  extra  on  contract  labor  to  meet  a  deadline.  “In 
any  case,  it  becomes  a  no-win  situation,”  he  says. 

Powers  gets  around  the  problem  of  not  wanting  to 
say  no  by  sending  the  message  that  IT  is  a  resource  to 
be  managed  like  any  other— her  IT  organization  can  do 
anything  given  enough  time  and  money.  Then  the  onus 
is  on  users  to  justify  and  manage  their  requests 
through  Worldspan’s  project  justification  process. 

When  Holstein  joined  NPR  just  under  two  years 
ago,  the  IT  department  was  overextended— pulled  by 
user  demands  in  too  many  different  directions.  As  the 
demand  for  new  applications  increases  even  more, 

Holstein’s  been  cautious  not  to  promise  anything  he 
thinks  is  beyond  his  IT  department’s  capabilities  and 
resources,  lest  he  create  the  perception  that  the  project  backlog  is  get¬ 
ting  bigger.  Meanwhile,  his  approach,  like  Powers’  and  Kudla’s,  is  to 
align  project  requests  with  NPR’s  strategy.  The  perception  he  wants  to 
create  among  end  users  is  that  the  IT  department  is  a  partner  with 
every  part  of  the  organization— from  the  newsroom  to  the  mailroom. 
“Then  we  can  develop  the  right  technology  strategy  for  them:  one  that 
complements  and  supports  NPR’s  overall  mission  and  strategic  plan,” 
Holstein  says.  And  then,  he  adds,  “we  must  deliver  on  the  explicit 
promises  that  are  part  and  parcel  of  that  strategy.”  (For  a  contrarian 
view  of  the  backlog  problem,  see  “Do  You  Believe  in  the  Backlog  Fairy?” 
Page  40.) 


The  PROBLEM  with  Users 

An  additional  factor  complicating  CIOs’  effectiveness  at  managing 
the  project  backlog  is  the  sophistication  of  end  users.  Today’s  line- 
of-business  managers  and  their  employees  are  more  adept  with 
technology  than  the  employees  who  held  those  same  positions  10 
years  ago.  “The  younger  people  have  grown  up  with  [technology], 
have  been  exposed  to  it,  understand  the  value,”  says  Rood.  As  a 
result,  they  don’t  hesitate  to  recommend  a  new  ERP  or  sales-force 
automation  system  or  suggest  changes  to  an  existing  system. 

At  Worldspan,  Powers  encourages  this  kind  of  behavior.  “We  let 
everybody  submit  projects,”  she  says.  For  example,  salespeople 
working  in  Romania  came  to  Powers  with  a  business  justification  for 
a  new  sales  application.  Worldspan  provides  airline  reservation 
information  to  travel  agencies,  and  it  offers  a  service  that  allows 
customers  to  price  tickets  based  on  negotiated  corporate  or  group 


Susan  Powers,  CIO  of  Worldspan, 
engages  business  leaders  when 
allocating  IT  resources  so  they 
understand  and  agree  to  the  time 
and  money  needed  to  deliver  a 
project  when  they  want  it.. 


airline  rates.  The  idea  from  Romania,  Powers  says,  was  to  help  travel 
agencies  that  have  personnel  in  different  countries  by  allowing 
agents  to  enter  rates  in  different  currencies,  rather  than  restricting 
the  agents  to  the  currency  of  the  country  where  they  are  located. 

Businesspeople  “know  what  our  customers  need  and  have  good 
ideas,”  Powers  says.  But  as  she  has  made  her  department  receptive 
to  any  and  all  ideas,  she  estimates  that  project  requests  have 
increased  20  percent. 

Kudla  of  The  Queen’s  Medical  Center  expects  that  once  he  upgrades 
the  hospital’s  seven  major  systems,  new  demand  will  surface.  “Once 
the  system  is  stabilized  and  users  realize  the  potential  of  the  new  sys¬ 
tem,  I  anticipate  a  demand  for  new  functionality,”  he  says.  Kudla 
anticipates  requests  for,  among  other  things,  automating  the  capture 
of  data  from  patient  monitors  and  expansion  of  wireless  access  on 
the  hospital  campus. 

In  other  words,  the  application  backlog  isn’t  a  problem  one  solves, 
it’s  a  condition  one  lives  with  as  technology  matures  and  expands  into 
new  areas  of  the  business,  enabling  growth  and  greater  efficiency. 
NPR’s  Holstein  says  that,  in  the  end,  having  a  backlog  poses  a  risk  to 
the  IT  department,  and  that  risk  becomes  a  reality  if  you’re  missing 
project  milestones  or  going  over  budget,  and  these  developments 
come  as  a  surprise.  They  shouldn’t,  he  says,  “if  you  are  properly 
monitoring  these  variables  on  a  routine  basis.” 

“Of  course  working  harder  and  more  funding  help,”  concludes 
Worldspan’s  Powers.  But  it’s  not  manpower  or  money  that  solve  the 
backlog  problem,  she  adds.  One  needs  effective  governance.  HP! 

Staff  Writer  Thomas  Wailgum  can  be  reached  at  twailgum@cio.com. 
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The  cost 
of  getting 

bigger 
just  got 
smaller. 


You  need  more  storage.  You  don't  need  more  fees  or  systems  to 
manage.  The  Pillar  Axiom™  storage  system  lets  you  add  performance 
and  capacity  up  to  300  TB  per  system,  without  multiple  software 
license  fees.  It  empowers  you  to  manage  data  on  multiple  tiers, 
whether  in  SAN,  NAS  or  both,  through  one  simple  user  interface. 
Because  Pillar  delivers  top-tier  performance  and  capacity,  often  for 
less  than  what  many  companies  pay  just  to  maintain  and  operate 
their  storage  systems,  it  can  really  improve  your  bottom  line. 


To  hear  about  our  new  approach  to  managing  data  storage, 
you  owe  it  to  yourself  to  schedule  a  half-hour  briefing. 

Call  1-877-252-3706  orvisitwww.pillardata.com/smaller 


Learn  the  truth  about  networked  storage. 
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THE  SHIFT  IS  ON. 

Some  people  think  Information 
Technology  and  “the  business” 
are  two  separate  things.  They’re 
not.  Technology  has  become  the 
business.  And  IT  executives  have 
greater  business  accountability 
than  ever  before. 

Introducing  the  Mercury  BTO 
Enterprise.™  The  industry’s  first 
software  and  services  suite  that 
ensures  IT  investments  produce 
the  intended  business  outcomes 

Shift  your  focus. 

Shift  your  priorities. 

Shift  your  business. 

Shift  from  managing  IT  projects 
to  optimizing  business  outcomes. 


I  iWiNiWJ ;  VI  ;l  m 

IT  GOVERNANCE,  APPLICATION  QUALITY,  PERFORMANCE,  AVAILABILITY 

MERCURY 

BUSINESS  TECHNOLOGY  OPTIMIZATION 


2005  Mercury  Interactive  Corporation.  All  rights  restricted.  Mercury  Interactive,  Mercury,  Mercury  BTO  Enterprise,  and  the  Mercury  logo  are  trademarks  of  Mercury  Interactive  Corporation  and  may  be  registered  in  certain  jurisdictions. 

The  absence  of  a  trademark  from  this  list  does  not  constitute  a  waiver  of  Mercury's  intellectual  property  rights  concerning  the  trademark. 


Advertisement 


GOOD  IT  OUTCOMES  DO  NOT  EQUAL  GOOD  BUSINESS  OUTCOMES 
HOWTO  OPTIMIZE  THE  BUSINESS  OUTCOME  OF  IT 


MERCURY 


BUSINESS  TECHNOLOGY  OPTIMIZATION 


Advertisement 


EXECUTIVE  SUMMARY 

Information  technology  (IT)  is  a  critical  part  of  business  operations.  Companies  have  invested  billions  of 
dollars  in  IT  infrastructure  to  run  the  applications  that  run  the  business,  and  the  risk  of  an  application  breach 
is  material.  The  integrity  of  a  company’s  application  is  equal  to  the  integrity  of  the  business. 

Now,  IT  executives  have  greater  responsibility  and  accountability  to  their  organizations  than  ever  before. 
Corporate  executives  and  boards  of  directors  no  longer  view  IT  as  a  maintenance  and  support  function, 
but  as  a  business  unit  responsible  for  the  success  of  the  overall  enterprise.  They  expect  the  same  level  of 
reliability,  integrity  and  economic  return  from  IT  as  they  do  from  other  parts  of  the  organization:  credible, 
predictable,  reliable  business  results. 

This  shift  requires  a  new  focus  from  managing  IT  projects  to  delivering  business  outcomes.  IT  executives 
must  be  business  leaders  first,  and  technology  managers  second. 

Enter  business  technology  optimization  (BTO).  BTO  software  helps  companies  align  the  “touch  points” 
between  IT  and  business  functions.  These  touch  points  have  proven  to  enable  a  wide  variety  of  business 
benefits,  from  allowing  companies  to  anticipate  and  manage  change  to  helping  them  reduce  costs  and 
risks.  BTO  allows  technology  professionals  to  automate  and  integrate  the  strategic  functions  within  IT  that 
are  required  to  optimize  business  outcomes. 

BTO  software  addresses  key  functions  recognized  by  IT  executives  and  industry  analysts  as  requirements  for 
automating  the  new  business/technology  lifecycle.  These  include  IT  governance;  project  portfolio  management; 
change  management;  and  application  quality,  performance,  and  availability.  The  depth  and  breadth  of  BTO 
software  allows  technology  executives  to  better  manage  a  wide  range  of  strategic  IT  functions  that  directly 
impact  business  results.  Effective  project  and  portfolio  management,  testing  new  SAP  deployments,  or  reducing 
the  mean  time  to  repair  custom  J2EE  applications  are  just  a  few  examples. 
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THE  STRATEGIC  SHIFT:  FROM  MANAGING  IT  OUTCOMES  TO  OPTIMIZING  BUSINESS  OUTCOMES 

IT  organizations  have  spent  up  to  80  percent  of  their  budgets  on  building  applications  and  managing  associated  infrastructure.  In  spite  of  these  costs, 
most  IT  departments  have  had  little  visibility  into  the  business  outcomes  these  tasks  produce. 

It’s  no  longer  acceptable  for  technology  executives  to  focus  on  IT  outcomes  alone.  Why?  Because  good  IT  outcomes  don't  equal  good  business 
outcomes.  Business  outcomes  are  not  about  more  features  or  fewer  bugs.  An  IT  project  may  be  delivered  on  time  and  on  budget,  but  the  application 
may  deliver  little  value  to  the  business.  The  code  may  be  bug-free,  but  the  business  process  still  may  not  meet  the  needs  of  the  user.  A  router  may 
run  at  “5  nines”  of  availability,  but  the  user  still  can’t  access  an  application. 

Today’s  enterprises  are  completely  reliant  on  IT  to  drive  business  value.  Software  applications  drive  mission-critical  business  processes.  What  counts 
today  is  how  quickly  and  cost-effectively  IT  organizations  can  deliver  high-quality  applications  that  produce  business  results.  Forward-looking  IT  teams 
are  leading  this  shift. 

Technology  executives  are  implementing  BTO  software  to  drive  the  right  decisions,  cut  the  right  costs,  manage  the  right  change,  or  fund  the  right 
new  initiatives  and  produce  the  right  business  outcomes. 

OPTIMIZING  BUSINESS  RISK:  OPTIMIZING  BUSINESS  TECHNOLOGIES 
The  Point  of  Optimization 

Today,  more  and  more  enterprises  are  realizing  that  maximizing  the  business  value  of  technology  requires  a  focus  on  areas  that  better  manage  and 
complement  the  software  development  lifecycle  (SDLC).  These  areas  include  portfolio  and  proposal  assessment,  governance  and  validation,  quality 
and  performance  testing,  business  service  levels,  and  application  change  management. 

The  decisions  that  need  to  be  made  at  these  mission-critical  points  are  defined  by  a  set  of  questions  technology  and  business  leaders  must  make  together. 
When  answered  correctly,  these  questions  help  ensure  that  business  and  IT  are  in  full  alignment  with  what  the  enterprise  needs  and  what  IT  must  deliver. 

“Are  we  doing  the  right  things  right?” 

In  order  to  establish  whether  or  not  the  right  things  are  being  done  the  right  way,  IT  organizations  must  be  able  to  clearly  identify  and  prioritize  projects 
and  activities  that  provide  the  most  business  value.  A  clear  business  case  must  be  established  and  IT  executives  must  be  willing  to  decide  which 
in-flight  projects  to  keep  and  which  to  kill;  which  existing  application  to  support  and  which  should  be  retired.  New  projects  must  be  considered  within 
the  context  of  all  others  and  stack-ranked  against  those  they  are  already  doing.  Evaluating  whether  or  not  a  project  is  being  done  right  requires  IT  to 
provide  credible,  predictable  business  results.  Once  established,  trust  will  be  built  at  the  level  where  IT  and  business  intersect. 

“Are  we  building  what  the  business  expects?” 

IT  executives  must  ask  themselves  if  the  projects  they  are  working  on  will  produce  the  right  business  outcomes.  In  order  to  do  so,  an  agreement  must 
be  established  between  IT  and  the  business  to  clearly  understand  what  outcomes  are  expected.  Establishing  such  an  agreement  requires  IT  to  provide 
reliable,  cost-effective,  repeatable  outcomes  that  are  not  possible  within  the  constraints  of  the  business. 


Maximizing  the  business  value  of  technology  requires  a  focus  on  areas  that  better  manage  and  complement  the  software  development  lifecycle  (SDLC). 
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“Will  the  application  work?” 

It's  not  enough  anymore  for  IT  to  invest  merely  in  building  more  applications  or  functionality.  What’s  needed  now  is  a  commitment  to  investing  in 
testing,  or  determining  which  applications  are  working,  which  are  performing,  and  which  are  functioning  at  the  level  the  business  requires.  In  order  to 
establish  whether  or  not  an  application  will  work,  IT  teams  are  employing  activities  such  as  system,  integration,  and  user-acceptance  testing  to  ensure 
the  intended  outcome  of  business  processes. 

“Will  the  application  perform?” 

Not  only  must  the  automated  business  processes  produce  intended  business  outcomes,  but  IT  must  also  be  concerned  with  whether  or  not  the  application 
will  scale  in  the  intended  way.  IT  must  be  confident  that  an  application  will  perform  the  way  the  business  expects  it  to  under  load-  and  stress-testing 
conditions  that  reflect  real-world  scenarios. 

“Are  our  business  services  available?” 

Investing  millions  of  dollars  in  infrastructure  management  is  simply  insufficient  to  address  the  status  of  business  applications  or  understand  the 
business  impact  of  outages  and  events.  Why?  Because  users  experience  applications,  not  infrastructure.  Ensuring  the  availability  of  business  services 
requires  a  shift  to  an  end-user  focused,  business-centric  approach  to  application  management.  Through  this  approach,  business  objectives  and  end- 
user  requirements  drive  business  service-level  priorities,  not  legacy  system-monitoring  tools  and  management  technologies. 

“How  do  changes  impact  the  business?” 

There  are  two  types  of  changes  IT  must  be  concerned  with:  planned  and  unplanned.  In  a  planned  change,  IT  must  set  up  an  efficient  process 
and  approve  changes  based  on  the  interdependencies  between  applications  and  the  infrastructure  to  avoid  change  collisions  that  disrupt  service 
levels.  Unplanned  changes  are  more  disconcerting.  They  require  IT  to  proactively  monitor  the  application  and  infrastructure  to  quickly  determine  what 
changes  affect  service  levels  in  order  to  reduce  risk  and  cost. 

Mercury  BTO  Enterprise 

Mercury  BTO  Enterprise  is  the  industry's  first  integrated  suite  of  software  and  services  built  to  answer  these  questions  and  ensure  the  business 
outcome  of  IT.  Unlike  other  offerings  that  focus  on  improving  internal  IT  functions,  Mercury  BTO  Enterprise  optimizes  the  strategic  touchpoints  between 
business  and  technology  to  ensure  that  IT  investments  yield  the  maximum  return. 

Mercury  BTO  Enterprise  comprises  the  latest  releases  of  Mercury’s  four  Optimization  Centers,  as  well  as  two  new  lifecycle  solutions  for  managing 
change  and  application  performance.  In  addition,  Mercury  BTO  Enterprise  encompasses  a  framework  for  integrations  that  provide  common  dashboard 
technology,  automated  and  integrated  IT  processes,  and  shared  applications  and  assets. 

Optimize  Centers  of  Excellence 

Mercury  Optimization  Centers  comprise  integrated  software,  services,  and  best  practices  that  enable  organizations  to  take  a  Center  of  Excellence 
(CoE)  approach  to  governing  and  managing  all  IT  operations. 


MERCURY  IT  GOVERNANCE  CENTER 


MERCURY  APPLICATION  CHANGE  LIFECYCLE 

MERCURY 

QUALITY  CENTER 

MERCURY 

PERFORMANCE  CENTER 

MERCURY  BUSINESS 

AVAILABILITY  CENTER 

MERCURY  APPLICATION  PERFORMANCE  LIFECYCLE 

1  II 

MERCURY  BEST  PRACTICES  MERCURY  MANAGED  SERVICES 


Mercury  BTO  Enterprise  is  the  industry’s  first  integrated  suite  of  software  and  services  built  to  ensure  the  business  outcome  of  IT. 
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Mercury  IT  Governance  Center  provides  visibility  and  control  over  the 
demands  being  made  of  IT,  the  portfolio  of  IT  projects,  and  the  rollout 
of  strategic  changes  across  the  enterprise.  It  offers  total  transparency 
regarding  IT  priorities,  projects,  and  investments,  and  helps  lower 
the  cost  of  compliance  with  regulations  such  as  Sarbanes-Oxley  by 
automating  processes,  required  controls,  and  reporting.  In  addition, 
the  Center  supports  quality  programs  and  process  control  frameworks 
such  as  Six-Sigma,  CMMI,  and  COBIT  by  automating  best  practice 
processes  and  providing  the  information  required  for  continual 
improvement. 

Mercury  Quality  Center  provides  a  web-based  system  for  automated 
software  quality  management  across  a  wide  range  of  IT  and  application 
environments.  Not  only  does  Mercury  Quality  Center  integrate  your 
existing  quality  processes,  but  its  new  dashboard  technology  gives 
IT  executives  visibility  into  exactly  where  a  quality  project  stands. 

This  includes  whether  requirements  have  been  tested  and  satisfied, 
tests  have  been  executed,  or  defects  have  been  found  and  resolved. 

Mercury  Quality  Center  provides  an  unparalleled  ability  to  equally 
engage  business  analysts  and  QA  engineers  in  application  quality 
-  integrating  them  into  the  process  even  before  coding  is  complete. 

Mercury  Performance  Center  provides  the  industry’s  first  lifecycle  approach  to  optimizing  application  performance.  The  lifecycle  enables  IT  to 
effectively  manage  performance  optimization  when  an  application  goes  live  and  to  rapidly  resolve  performance  issues  that  arise  in  production,  using 
fully  integrated  diagnostics.  Unlike  other  solutions,  the  lifecycle  scales  from  project-based  performance  testing  to  a  24x7,  globally  accessible  solution 
for  Performance  Centers  of  Excellence. 

Mercury  Business  Availability  Center  enables  proactive  business  service  management  by  helping  IT  executives  measure  and  manage  what  matters 
most.  This  real-time  view  of  applications  and  infrastructure  enables  quicker  response  times  and  allocation  of  appropriate  resources  -  increasing  the 
value  applications  deliver  to  the  business.  The  Center  includes  integrated  applications  and  a  business  dashboard  for  performance  and  application 
monitoring,  system  availability  management,  service-level  management,  configuration  management,  application  mapping,  diagnostics,  and  problem 
resolution. 

Lifecycle  Solutions:  The  Integration  of  Optimization 

Mercury  BTO  Enterprise  includes  two  lifecycle  solutions  that  enable  critical  assets  to  be  shared  among  Optimization  Centers. 

Mercury  Application  Change  Lifecycle  provides  a  complete  approach  to  managing  application  change  and  mitigating  business  risk  throughout  the 
IT  Service  Management  process.  The  solution's  integrated  approach  manages  application  and  business  risk  by  providing  measurable  ongoing  and 
continuous  KPIs  and  visibility  into  how  change  did,  does,  and  will  impact  applications  and  business  services.  Mercury  Application  Change  Lifecycle 
also  provides  visibility  to  the  business  on  the  status  of  change  while  controlling  and  governing  how  that  change  takes  place. 

Mercury  Application  Performance  Lifecycle  offers  a  unique  approach  for  assuring  appropriate  performance  of  critical  applications.  It  allows  for 
greater  operational  efficiency  via  the  reuse  of  scripts,  offers  complete  visibility  into  performance  requirements  based  on  real  user  behavior,  and 
incorporates  unified  diagnostics  to  help  developers  locate  performance  bottlenecks  both  pre-  and  post-production. 

Mercury  BTO  Enterprise  automates  IT  governance  as  well  as  application  delivery  and  management  to  maximize  the  quality,  performance,  and 
availability  of  applications.  Global  IT  organizations  are  able  to  control  key  IT  processes  such  as  application  testing,  complex  product  management, 
change,  and  performance  across  distributed  teams  and  outside  suppliers.  The  result  is  the  delivery  of  enhanced,  total  business  value. 


MERCURY  BTO  ENTERPRISE 

•  Mercury  Quality  Center™  8.2 

•  Mercury  Performance  Center”  8.1 

•  Mercury  Business  Availability  Center™  6.0 

•  Mercury  IT  Governance  Center™  7.0 

•  Mercury  Application  Lifecycle  Change  Management™ 

•  Mercury  Performance  Lifecycle  Management™ 

•  Mercury  Managed  Services™ 

•  Mercury  Best  Practices™ 
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ADDRESSING  KEY  IT  INITIATIVES 

IT  organizations  are  addressing  initiatives  across  four  strategic  areas:  IT  governance  and  compliance  initiatives,  IT  transformation  initiatives,  business 
application  initiatives,  and  IT  operations  initiatives.  Mercury  BTO  Enterprise  drives  and  supports  these  initiatives  in  the  following  ways: 

IT  Governance  and  Compliance  Initiatives 

Companies  require  solutions  that  automate  key  IT  processes  to  ensure  they  are  working  on  the  right  things  to  provide  business  value,  improve  project 
execution  and  resource  allocation,  and  automate  the  change  process  to  deliver  compliance  in  a  sustainable  way.  Mercury  BTO  Enterprise  helps  to 
drive  IT  governance  and  compliance  initiatives  in  three  areas: 

1.  Drive  alignment  and  delivery  of  IT  investments  with  business  objectives. 

•  Manage  your  portfolio  of  current  applications,  inflight  projects,  and  proposed  investments  to  align  IT  with  business  objectives. 

•  Provide  transparency  into  IT  resources,  projects,  and  investments  to  establish  IT  credibility. 

•  Deliver  on-time  and  on-budget,  with  everyone  on  the  same  page. 

2.  Execute  processes  within  IT  as  efficiently  as  possible. 

•  Manage  resources  across  both  strategic  and  keep-the-lights-on  activities. 

•  Transition  from  manual,  time-consuming  activities  to  repeatable,  automated,  and  scalable  processes. 

•  Optimize  IT  change,  control,  and  compliance  processes  from  demand  through  production  deployment. 

3.  Ensure  the  right  people  make  the  right  decisions. 

•  Automate  and  enforce  a  decision-making  and  accountability  framework. 

•  Provide  real-time,  role-based  information  necessary  to  make  the  right  decisions  and  ensure  segregation  of  duties. 

•  Get  control  over  demands  being  made  of  IT  and  how  IT  resources  are  being  used. 

IT  Transformation  Initiatives 

IT  transformation  initiatives  help  IT  provide  more  value  towards  producing  business  outcomes.  IT  transformation  initiatives  are  usually  quality,  cost,  or 
organization  efforts  in  the  areas  of  CMMi,  Six  Sigma,  centralization,  consolidation,  standardization,  and  strategic  sourcing.  Mercury  BTO  Enterprise 
helps  drive  IT  transformation  initiatives  in  three  areas: 

1.  Standardize  IT  solutions  across  dispersed  teams. 

•  Eliminate  silo  approach  to  purchasing  and  testing  to  generate  cost  savings. 

•  Consolidate  skill  sets  and  experiences  to  create  a  virtual  organizational  memory. 

•  Provide  real-time  visibility  to  IT  management  and  the  business  into  number  of  cycles  spent  on  testing. 

2.  Centralize  IT  processes  and  resources. 

•  Transform  project-based  testing  into  an  organization  of  experts. 

•  Consolidate  capital  expenditures  and  human  resources  to  streamline  your  delivery  of  services. 

•  Deliver  higher  quality  of  service  due  to  increasing  depth  of  skill  sets. 

3.  Manage  strategic  sourcing  relationships. 

•  Provide  visibility  into  the  status  and  progress  of  ongoing  projects. 

•  Provide  measurability  to  establish  baseline  KPIs. 

•  Overcome  the  complexity  of  managing  “follow-the-sun,”  geographically  dispersed  projects. 


6 


Advertisement 


Business  Application  Initiatives 

Business  applications  are  the  lifeblood  of  the  modern  organization.  Analysts  estimate  that  as  much  as  90  percent  of  business  processes  are  automated  in 
software  applications  -  making  the  quality  performance  and  availability  of  the  applications  critical  to  the  business.  Mercury  BTO  Enterprise  helps  to: 

1.  Minimize  deployment  cost  and  risk. 

•  Manage  the  quality  testing  process. 

•  Automate  the  creation  of  functional  and  performance  tests. 

•  Leverage  business  analysts  and  subject-matter  experts  in  the  testing  process. 

2.  Maintain  quality  of  service  for  production  applications. 

•  Proactively  identify  end-user  performance  issues. 

•  Lower  time-to-resolution  with  diagnostics. 

•  Automate  test  generation  based  on  real  user  activity. 

3.  Managing  complexity  and  frequency  of  changes. 

•  Automate  the  creation  of  functional  test  requirements  and  impact  analysis  for  all  change  requests. 

•  Automate  the  deployment  of  changes  from  development  through  production. 

•  Monitor  changes  to  ensure  that  business  service  levels  are  maintained. 

IT  Operations  Initiatives 

IT  must  not  only  deliver  business  services,  but  also  provide  clear  visibility  into  and  accountability  for  the  department’s  performance,  at  the  lowest 
possible  cost.  Initiatives  include  business  services  management,  application  performance  management,  infrastructure  management,  and  ITIL  service 
management.  Mercury  BTO  Enterprise  helps  drive  IT  operations  initiatives  in  three  areas: 

1.  Increase  business  visibility  into  service  levels. 

•  Measure,  manage,  and  report  on  business  service  levels. 

•  Provide  a  real-time,  single  dashboard  view  of  business,  user,  and  system  availability  and  performance. 

•  Map  application  to  infrastructure  elements  and  their  relationships. 

2.  Optimize  application  performance  and  availability. 

•  Receive  proactive  alerting  of  issues  faced  by  users  before  they  have  negative  impact  on  the  business. 

•  Leverage  investments  across  the  application  lifecycle. 

•  Achieve  lower  time  to  resolution  with  diagnostics  to  identify,  triage,  and  isolate  problems. 

3.  Ensure  successful  deployment  and  reduce  cost. 

•  Best  practices  with  onsite  consulting  to  prioritize  mission-critical  applications. 

•  Achieve  faster  time-to-value  with  Mercury  Managed  Services. 

•  Leverage  agentless  monitoring  to  improve  overall  total  cost  of  ownership. 

CONCLUSION 

BTO  software  and  services  are  a  strategic  investment  made  globally  by  savvy,  forward-looking  CEOs,  CIOs,  CFOs,  and  executive  teams. 

Technology  executives  committed  to  true  business  leadership  are  using  BTO  software  to  ensure  that  IT  initiatives  are  focused  on  the  right  business 
outcomes.  Gaining  meaningful  visibility  and  alignment  requires  BTO  software  that  automates  the  governance  of,  and  control  over,  critical  IT  processes, 
as  well  as  application  quality,  performance,  and  availability. 

Mercury  BTO  Enterprise  focuses  on  automating  and  integrating  the  touch  points  between  business  and  technology.  Only  with  the  proper  level  of 
management,  control,  and  automation  is  it  possible  to  improve  the  business  of  IT.  Mercury  BTO  Enterprise  ensures  the  transition  from  managing  IT 
outcomes  to  optimizing  business  outcomes. 

©2005  Mercury  Interactive  Corporation.  Patents  pending.  All  rights  reserved.  Mercury  Interactive,  the  Mercury  logo.  Mercury  BTO  Enterprise,  Mercury  IT  Governance  Center,  Mercury  Quality  Center.  Mercury  Performance  Center.  Mercury  Business 
Availability  Center,  and  Mercury  Managed  Services  are  trademarks  or  registered  trademarks  of  Mercury  Interactive  Corporation  in  the  United  States  and/or  other  foreign  countries.  All  other  company,  brand,  and  product  names  are  marks  of  their 
respective  holder. 


7 


the  CIO  06  TT-?;.  TATEolttieCIO'06  The  STATE  of  the  CIO  06  The  STATE  of  the  CIO  06 
»  T>.r-;.TWE©:theCIO,C6  TheSTATEoftheClO'06  TheSTATEoJtheCIO'06  TheSTA 
=  of  the  CIO '06  The  STATE  of  the  CIO '06  The  STATE  of  the  CIO '06  TheSTATEofth. 

06  The  STATE  of  the  CIO '06  TheSTATEoftheClO’06  The  STATE  of  the  CIO  06 
•6  The  STATE  of  the  CIO  06  The  STATE  ol  the  CIO  06  The  STATE  of  the  CIO '06  TheSTA 


he  STATE  of  the  CIO '06 


THE  TOP  THR 


S  YOU  NEED 


MENT 


The  internal  IT  staff  is  back.  People  with  business 
skills  are  most  valuable— and  the  hardest  to  find. 

BY  STEPHANIE  OVERBY 


AGENDA  (®)20Q6 

::  Recruit  from  the  business 
side  to  find  the  skills  you 
need 

::  Align  your  IT  job  reqs  with 
your  organization’s  busi¬ 
ness  needs 

::  Map  out  career  paths  for 
entry-level  IT  workers 


Hiring  was  hot  in  the  fin  de  siecle  1990s,  as  CIOs  threw  money  around  trying  to  find 
and  retain  top  technical  talent.  But  as  the  new  millennium  wore  on,  hiring  fizzled,  and 
CIOs— pressured  to  cut  costs  and  do  more  with  less— outsourced  much  IT  work  and 
even  fired  employees. 

Now  CIOs  are  staffing  up  again.  According  to  “The  State  of  the  CIO  2006”  survey, 
55  percent  of  IT  executives  expect  to  increase  their  IT  staffs  in  the  coming  year,  by  an 
average  of  11  percent. 

But  hiring  needs  have  changed  since  the  last  boom.  The  IT  staff  is  being  reincar¬ 
nated  as  a  more  flexible  corps  of  business-savvy  technology  professionals  who  can 
meet  the  growing— and  increasingly  complex— demands  of  the  business.  “In  the  last 
year  or  two,  CIOs’  bosses  have  told  them  that  IT  must  become  a  major  contributor  to 
innovation  again.  They  looked  around  at  their  survivor  collection  of  IT  staff  and 
realized  they  had  a  skills  problem,”  says  Laurie  Orlov,  VP  and  research  director  for 
Forrester.  Technical  prowess,  so  all-important  in  the  past,  is  no  longer  sufficient  for 
the  IT  professional.  In  fact,  it’s  taking  a  backseat  to  business  understanding,  as  CIOs 
are  staffing  up  to  hire  those  with  project  management  and  business-process  man¬ 
agement  skills— which,  along  with  application  development,  are  the  top  three  skills 
desired  most  from  new  hires,  according  to  our  survey. 

The  preferred  educational  background  for  IT  employees  today  is  more  often  an 
MBA  than  a  computer  science  degree,  says  Orlov.  New  IT  hires  are  as  likely  to  be 
brought  over  from  the  business  side  as  they  are  to  have  been  groomed  in  IT.  Even 
some  programming  jobs— once  purely  technical  positions— now  require  candidates 
to  spend  time  working  in  the  business  function  first  before  ever  designing  systems 
for  that  function,  she  says. 
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PHOTO  BY  STEVEN  VOTE 


IT  job  roles  are  undergoing  major  shifts 
today  in  response  to  demands  from 
the  business,  says  Judy  Stahl,  CIO  at 
Harvard  Business  School. 
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“The  h'g  picture  is  that  IT  here— and  perhaps  everywhere— has 
becoir  ever  more  integrated  into  all  aspects  of  the  business,”  says 
Judy  Stahl,  CIO  at  Harvard  Business  School.  “As  more  and  more  IT 
o  being  used  in  every  nook  and  cranny  of  the  business,  it  not  only 
means  our  staffing  needs  are  growing  but  it’s  also  causing  some 
real  changes  and  shifts  in  IT  roles.” 

According  to  Gartner’s  2005  report  on  the  IT  professional  outlook, 
six  out  of  10  IT  employees  will  assume  business-facing  roles  by  2010. 
And  there’s  pressure  from  the  business  to  make  this  transformation 
quickly,  say  IT  leaders  and  analysts.  So  in  assembling  this  more  versa¬ 
tile  IT  workforce,  CIOs  are  hiring  those  with  experience.  Sixty  percent 
of  all  new  hires  are  midlevel  employees  with  three  to  10  years  of  expe¬ 
rience,  according  to  our  survey.  “After  four  years  of  hunkering  down, 
there’s  a  lot  of  pent-up  demand.  Bringing  in  junior  employees  is  just  not 
going  to  get  you  there  that  fast,”  explains  Andrew  Wihtol,  principal  of 
Andrew  Associates  Executive  Search  and  an  executive  board  member 
with  the  Society  for  Information  Management.  Andrew  Associates 
recently  helped  the  new  CIO  of  a  $1.4  billion  manufacturing,  distribu¬ 
tion  and  retail  company  bring  in  a  new  head  of  IT  architecture,  a  proj¬ 
ect  management  leader  skilled  at  training  others  in  project  management, 
and  a  business  analyst.  “All  three  of  those  positions  were  much  more 
seasoned  professionals  who  not  only  had  the  ability  to  get  the  job  done 
but  also  to  spread  the  word  and  tutor  others,”  says  Wihtol. 

The  need  for  these  knowledgeable  and  flexible  IT  professionals 
isn’t  limited  to  one  type  of  IT  organization;  such  demand  permeates 


tionship  management,  business  analysis  and  project  management,” 
says  David  McCampbell,  VP  of  worldwide  information  services  at 
Immucor,  a  $144  million  manufacturer  of  diagnostic  products  for 
blood  banks.  “With  IT  and  the  business  becoming  more  dependent 
on  each  other  and  the  need  in  IT  to  control  spending  and  show  value, 
the  IT  staff  needs  to  work  more  closely  than  ever  before  with  the 
business  to  do  that.  It’s  a  fundamental  shift.” 

Where  the  PROJECT  MANAGERS  Are 

IT  has  always  been  project-focused.  However,  project  management 
skills  are  becoming  increasingly  important,  as  IT  departments  take 
on  ever  more  complex  jobs  (such  as  integrating  supply  chains)  and 
the  businesses  they  serve  tire  of  the  overblown  budgets  and  missed 
deadlines  that  have  plagued  IT  projects  in  the  past. 

Yet  good  project  managers  are  hard  to  come  by.  One  reason  is  the 
high  failure  rate  of  IT  projects.  Rarely  does  project  management 
alone  cause  a  project  to  fail,  but  project  managers  often  take  the 
heat.  It’s  no  wonder  that  skilled  professionals  might  be  wary  of  tak¬ 
ing  on  the  IT  project  manager  role.  “There’s  not  a  lot  of  people  out 
there  saying,  ‘I  want  to  do  that  job,’  with  all  the  stress  and  time  com¬ 
mitment  involved,”  says  Phil  Zwieg,  vice  president  of  IS  at  North¬ 
western  Mutual,  who  predicts  there  will  be  even  more  emphasis  on 
project  management  skills  in  the  next  three  to  five  years. 

Another  issue:  Project  management  is  not  a  skill  that’s  quickly 


“Part  of  the  key  to  being  a  good  relationship  manager  is  the 
acquisition  of  skills  required  to  work  with  the  business,  like 
marketing  and  communications.” 

-PHIL  ZWIEG,  VP  OF  I.S.,  NORTHWESTERN  MUTUAL 


organizations  across  the  IT  spectrum— from  the  Wal-Marts  that 
keep  all  IT  work  in-house  to  the  GMs  that  outsource  on  a  large-scale 
basis,  from  multinationals  with  thousands  of  IT  workers  around  the 
globe  to  midsize  businesses  with  a  handful  of  local  IT  talent. 

In  sum,  the  IT  workforce  is  more  important  to  business  than  ever 
before.  For  CIOs,  it  can  become  a  full-time  job  to  define  the  new  busi¬ 
ness-facing  IT  roles,  find  the  right  candidates  and  use  their  skills  in  the 
right  way.  Three  roles  in  particular  have  emerged  as  critical:  the  project 
manager,  the  relationship  manager  and  the  business  analyst.  Experi¬ 
enced  candidates  in  these  areas  are  inordinately  hard  to  find.  And  some 
roles,  like  that  of  the  relationship  manager,  are  hard  to  define.  And 
there  are  other  difficulties:  determining  how  to  compensate  these  new 
specialists  in  a  shifting  job  market,  training  and  deploying  them,  and— 
once  you’ve  figured  all  that  out— keeping  your  top  talent  on  board.  But 
CIOs  must  confront  and  conquer  these  challenges  if  they  are  to  meet  the 
increasing  IT  demands  of  today’s  business  environment. 

“I  would  be  surprised  to  find  any  CIO  or  IT  employee  who’s  not 
more  business-focused  today  or  doing  more  in  the  areas  of  rela- 


acquired.  “You  can’t  hire  a  project  manager  out  of  school,”  says 
Zwieg,  who  is  studying  the  changing  IT  workforce  for  the  Society  of 
Information  Management.  “It  takes  at  least  three  years  of  experience 
to  create  a  good  project  manager.”  Political  adroitness  as  well  as 
technical  skills  enter  into  the  skill  set.  Consequently,  many  of  today’s 
project  managers  are  baby  boomers,  says  Zwieg,  less  likely  to  pull  up 
stakes  to  take  on  that  next  huge  project  or  a  new  program  manage¬ 
ment  office  to  steer. 

But  skilled  project  managers  are  out  there,  says  Stephen  Hassell, 
vice  president  and  CIO  of  Emerson  Electric,  a  $17.3  billion  electron¬ 
ics  manufacturer.  “You  can’t  look  in  the  traditional  IT  places,”  he 
says.  “People  who  have  been  excellent  network  engineers  and  devel¬ 
opers  are  not  going  to  be  very  good  at  or  very  interested  in  the  types 
of  things  that  a  manager  of  large,  complex  projects  does,”  such  as 
coordination  and  communication. 

Hassell  gets  most  of  his  project  and  program  managers  from  the 
business  side.  Some  are  part  of  the  “Emerson  MBA  Program,”  which 

Continued  on  Page  82 
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WE  WANT 


YOUR  PAIN 


JiiiPKi: 


Honestly. 

You  didn’t  get  into  this  business  to 
be  the  e-mail  police.  You  got  into  it  to 
do  cutting-edge  stuff.  To  make  all  kinds 
of  big  things  happen. 

The  fact  is,  the  old  ways  of  securing 
your  company’s  e-mail  aren’t  cutting  it 
anymore.  They  chew  up  money  and  hours. 
They  eat  careers.  It’s  time  for  something 
new.  Not  just  for  big  businesses,  but  for 
any  size  business.  Not  just  for  this  platform 
or  that.  And  certainly  not  by  making 
already  overworked  IT  people  run  CDs 
from  PC  to  PC  during  virus  frenzies. 

It’s  time  for  e-mail  security  as  a  service. 

Starting  at  $1.80  per  e-mail  address, 
per  month,  IBM  Express  e-mail  secu  rity 
service  filters  out  spam  and  intercepts 
viruses,  pornography  and  malware 


before  they  ever  get  to  your  network. 
And,  because  it’s  a  service,  you  don’t 
have  to  buy,  upgrade  or  manage  any 
software  or  hardware. 

Security  goes  from  chronic  fear  to 
IBM-grade  reassurance.  Licensing  and 
upgrades  become  a  thing  of  the  past.  So 
do  unplanned  costs.  Three  less  things 
to  worry  about.  Just  like  that.  For  any 
size  company. 

Soon,  everyone  will  buy  security  as 
a  service.  To  help  you  get  there,  you  can 
try  IBM  Express  e-mail  security  service 
at  no  charge  for  30  days’  .  And  from  just 
$1.80  per  e-mail  address,  per  month. 
Now  that’s  the  kind  of  cost  you  can 
actually  talk  to  management  about. 

To  learn  more,  call  1-866-393-1971  or 
visit  ibm.com/husinesscenter/security46 


30  DAY  TRIAL.  CALL  1-866-393-1971 
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IBM,  the  IBM  logo  and  Express  are  registered  trademarks  or  trademarks  ot  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may 
be  trademarks  or  service  marks  of  others.  Product  available  in  the  United  States  and  Canada.  'Five  days’  prior  written  notice  to  IBM  is  required  in  order  to  cancel  the  Service  during  the  30-day  no-charge  period. 
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With  Sybase®  software,  the  PRC  Ministry  of  Railways 
developed  an  innovative  ticket  sales  and  reservation  system  that: 


_  Processes  passenger  traffic  of  more  than  one  billion  people  a  year 

□  Handles  up  to  5,000  ticket  requests  simultaneously 

77  Captures  and  analyzes  passenger  data  on  national,  regional  and  local  levels 


Replacing  an  outdated,  paper-based  ticketing  system  that  supports  one  of  the  largest  railway  networks  in  the  world  is  a  monumental  task.  That’s  why, 
when  the  People’s  Republic  of  China  (PRC)  Ministry  of  Railways  wanted  the  right  technology  partner,  they  chose  Sybase.  Using  Sybase  Adaptive  Server® 
Enterprise,  Sybase®  10,  and  Replication  Server®  software,  the  PRC  created  an  information  edge  that  enables  passengers  to  purchase  round-trip  or 
one-way  tickets  from  24  regional  ticket  centers,  510  booking  systems  and  over  5,000  counter  terminals. That  means  customers  are  happier.  Employee 
productivity  is  up.  And  trains  are  filled  with  people. ..and  profits,  www.sybase.com/infoedgecio 

Copyright  ©2005  Sybase,  Inc.  All  rights  reserved.  Sybase,  the  Sybase  logo,  Adaptive  Server  and  Replication  Server  are  trademarks  of  Sybase,  Inc. 

®  indicates  registration  in  the  United  States  of  America.  All  product  and  company  names  are  trademarks  of  their  respective  owners. 
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The  STATE  of  the  CIO ’06 


IT’S  ALL 


ABOUT 


YOU 


Responses  from  more  than  500  heads  of 
IT  show  that  your  strategic  role  isgrowing, 
demand  for  IT  staff  is  rebounding,  and 
your  status  and  profile  within  the  organi¬ 
zation  is  on  the  rise 

BY  EDWARD  PREWITT  AND 
LORRAINE  COSGROVE  WARE 


LOOK  INSJDE  THE  GATEFOLD  FOR  INSIGHTS  INTO 

Who  You  Are 

Your  ITDepartment 

ITImpact 

How  You  Do  Your  Job 

Continued  on  Page  80 

ONLINE 

::  Compare  survey  results  from  all  “State  of  the  CIO”  surveys  at 
www.  c/o.  com/state . 
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With  Sybase®  software,  Hyundai  Department  Stores  created 
a  point-of-sale  solution  that  eliminates  cash  registers  and: 


s' 

5/ 


Processes  credit-card  transactions  from  anywhere  in  the  store, 

improving  customer  shopping  experiences  and  purchase  totals 

Reduces  total  point-of-sale  hardware  costs  by  40%,  allowing  IT 
budgets  to  be  used  for  other  priorities 


□  Greatly  improves  sales  tracking  across  the  13-store  network, 

enabling  management  to  efficiently  staff  personnel  as  needed 


Want  to  see  the  future  of  retail?  Where  customers  receive  personalized  shopping  experiences.  And  in  return,  show  their  loyalty  through 
more  return  visits  and  higher  purchase  totals.  It’s  happening  now  at  Hyundai  Department  Stores  in  South  Korea. Thanks  to  Sybase  Adaptive 
Server®  Anywhere  and  SQL  Anywhere®  software,  this  13-store  chain  has  an  information  edge  that  enables  salespeople  to  better  assist 
customers,  check  inventories  and  capture  signatures  on  the  spot.  It's  changed  the  way  customers  view  Hyundai.  And  it’s  causing  many 
companies  to  view  Sybase  software  as  something  they  can't  live  without,  www.sybase.com/infoedgecio 


Copyright  ©2005  Sybase,  Inc.  All  rights  reserved.  Sybase,  the  Sybase  logo,  Adaptive  Server  and  SQL  Anywhere  are  trademarks  of  Sybase,  Inc.  ®  indicates  registration  in  the 
United  States  of  America.  All  product  and  company  names  are  trademarks  of  their  respective  owners. 
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The  STATE  of  the  CIO  06  I  THE  DATA 


WHO  You  Are 


Who  You  Work  For 

After  three  straight  years  in  which 
your  reporting  relationships  shifted 
away  from  the  CEO  and  toward  the 
CFO,  the  trend  has  reversed:  42%  of 
IT  executives  said  they  report  to  their 
CEOs  in  this  year’s  survey,  compared 
with  40%  last  year.  Meanwhile,  only 
23%  of  IT  execs  said  they  report  to 
the  CFO,  compared  with  30%  last 
time.  (See  “The  State  of  the  CIO 
2006:  The  Agenda,”  Page  44.) 


23% 

CFO 


42% 

CEO 


YOUR 

BOSS 


16% 

Other 


YOUR  TITLE 

All  CIO  titles 

50%  - 

Director 

21% 

VP/SVP/EVP 

13%  - 

CTO 

6% 

Other 

10% 

NOTE:  CIO  title  components  equal  50% 
before  rounding. 


CIO  TITLES 

CIO  only 

CIO&VP 

i  CIO  and  Senior  VP 
CIO  and  Executive  VP 


24% 

16% 

8% 

1% 


TENURE  IN  YOUR 
CURRENT JOB 

Less  than  2  years 


24% 


2-5  years 


35% 


5-10  years 


31% 


More  than  10  years 


9% 


AVERAGE  TENURE 

4  YRSp  11  MOS 


IT.  IMPACT 


Innovation  on  the  Rise 

Almost  three-fourths  of  you  think  IT  should  lead  the  business  rather  than 
just  support  it-up  from  69%  in  2004.  But  you  predicted  that  lowering 
costs  will  continue  to  be  IT's  number-one  contribution  to  the  enterprise. 
However,  you  said  that  IT-enabled  business  innovation  will  increase  in 
2006,  while  compliance  concerns  will  lessen. 


YOUR  VIEW  OF  I.T.’S  IMPACT 

ON  THE  ENTERPRISE  2006 

expectations 

Reduce  costs  through  efficiency/productivity  1 
Enable/drive  business  Innovation  2 

Create  or  enable  competitive  advantage  3 

Improve  external  customer  satisfaction  4 

Grow  existing  revenue  streams  5 

Generate/enable  new  revenue  streams  6 

Enable  regulatory  compliance  7 

Enable  global  operations  8 

Streamline  the  supply  chain  9 


2004-05 
in  hindsight 

1 

3 
2 

4 
6 

7 

5 

8 
9 


HOW  YOU 
VIEW  I.T.’S 
ROLE  IN  THE 
ORGANIZATION 

73% 

IT  should  proactively 
envision  business 
possibilities  and 
initiate  with  technology. 

27% 

IT  should  support  and 
enable  predefined 
business  initiatives. 


Putting  IT 
to  Work 

The  business  functions 
IT  has  most  benefited  are 
accountingand  finance, 
and  customer  service  and 
support.  Thesupply  chain 
and  order  processing  and 
fulfillment  have  benefited 
less  from  IT,  despite  the 
great  opportunities  in 
this  area.  External  cus¬ 
tomers  are  also  one  of 
your  major  concerns; 
you  are  using  IT  to  attract 
new  business  and  retain 
existing  customers-efforts 
that  directly  affect  the 
bottom  line. 
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The  Business  of  IT  Is  Business 

For  the  first  time,  business  operations  has  supplanted  consulting  as  your  top  non-IT 
job  experience.  This  shift  drives  home  the  importance  of  business  experience  for  IT 
executives.  Yet  IT  continues  to  be  the  primary  job  background  for  almost  three-fourths 
of  CiOs-a  statistic  that  is  nearly  unchanged  in  the  five  years  of  “The  State  of  the  CIO" 
reports.  (See  “The  State  of  the  CIO  2006:  The  Agenda,”  Page  44.) 


PRIMARY  JOB  EXPERIENCE 
IN  YOUR  CAREER 


IT 

71% 

Business  (non-IT)  operations 

7% 

Consulting 

7% 

Engineering 

3% 

Finance/Accounting 

3% 

Administration 

2% 

Logistics 

1% 

Marketing 

1% 

Sales 

1% 

Other 

3% 

NOTE:  There  were  no  responses  for 
manufacturing/production. 

YOUR  JOB  EXPERIENCE 


OTHER  THAN  I.T. 

Business  (non-IT)  operations  44% 
Consulting  42% 

Administration  25% 

Engineering  22% 

Finance/Accounting  22% 

Sales  18% 

Marketing  16% 

Manufacturing/Production  13% 

Logistics  10% 

Other  17% 


NOTE:  Respondents  checked  all  that  applied. 


YOUR  AVERAGE  TOTAL  COMPENSATION 


$300K 

$250K 

$200K 

$150K 

$100K 

$50K 


$283,553 


Large  Midsize  Small 

companies  companies  companies 


NOTE:  Average  by  revenue  size  (large  =  $1  billion  or  more, 
midsize  =  $100  million  to  $1  billion,  small  =  $100  million  or  less) 


CIOs’  AVERAGE  COMPENSATION 
HAS  RISEN  ONLY 

1.4%  SINCE  2002 

WHILE  INFLATION  HAS  RISEN  5.4%. 

NOTE:  Core  inflation  measured  from  October  2002  to  October  2005. 


NOTE.  Percentages  in  some  graphs  and  charts  may  not  add  up  to  100  due  to  rounding. 


12% 


23% 

Enhance  the  customer 
experience  to  increase 
retention 


THE  PRIMARY 
GOAL OF YOUR 
COMPANY’S 
CUSTOMER 
EFFORTS 


34% 

Attract  new 
customers  to 
expand  revenue 
sources 


10% 

Increase  customer 
self-service  to 
reduce  costs 


12% 

Better  understand  what 
customers  want  or  need 
to  increase  per-customer 
sales 


3% 

Integrate  operations 
to  cross-sell 


5% 

Segment  customer  base 
to  focus  more  attention  on 
highest-value  customers 


BUSINESS  PROCESSES  YOU 
ARE  IMPROVING  WITH  I.T. 

Accounting  and  finance 

77% 

Customer  service  and  support 

70% 

Human  resources 

59% 

Asset  management  and  maintenance 

44% 

Sales 

42% 

Inventory  management 

41% 

Marketing 

41% 

Order  and  invoice  processing 

41% 

Supply  chain/Logistics 

34% 

Order  fulfillment 

31% 

R&D/Product  development 

26% 

Manufacturing 

20% 

Other 

17% 

NOTE:  Respondents  checked  all  that  applied. 

Your  I.T.  DEPARTMENT 


Hiring  Spree 

You’re  more  optimistic  about  hiring  than  at  any  time 
since  the  2001  recession.  More  than  halt  of  CIOs  sur¬ 
veyed  said  they  plan  to  increase  IT  staff  in  the  coming 
year.  Your  job  postings  will  focus  on  midlevel  employees 
who  have  experience  in  application  development  or  busi¬ 
ness-oriented  functions.  (See  “The  New  IT  Department: 
The  Top  Three  Positions  You  Need,"  Page  68.) 


Outsourcing  for  All  (But  Especially 
for  Large  Companies) 

Your  use  of  outsourcing  has  risen  slightly,  but  the  overall  trend  hides  differ¬ 
ences  at  different-sized  companies.  Large-company  CIOs  outsource  more 
often  than  those  at  small  or  midsize  companies,  and  they  outsource  a  higher 
percentage  of  IT  labor  and  send  more  of  their  work  offshore.  Application 
development  was  the  top  function  outsourced  for  companies  of  all  sizes. 

(See  “The  New  IT  Department:  The  Top  Three  Positions  You  Need,”  Page  68.) 


CHANGE  IN  YOUR  I.T.  HEADCOUNT 
DURING  THE  NEXT  12  MONTHS 


9%  55%  36% 

Decrease  Increase  No  change 

(by  an  average  of  12%)  (by  an  average  of  11%) 


SKILL  SET  YOU  WILL  NEED  MOST  FROM 


NEW  HIRES 

Project  management  54% 

Application  development  51% 

Business  process  management  39% 

Security  370/0 

Database  management  36% 

Networking  330/0 

Help  desk/User  support  330/0 

Architecture  development  or  management  31% 

Web  services  27% 

Business-  or  industry-specific  knowledge  27% 

Infrastructure  management  27% 

Website  development  22% 

Emerging  technologies  19°/° 

NOTE.  Respondents  checked  all  that  applied. 


YOUR  PLANS 
FOR  OFFSHORING 
DURING  THE 
NEXT  12  MONTHS 


27% 

Do  not  expect  to  outsource 
outside  the  United  States 


51% 

Will  not  change 


16% 

Increase  non-U. S. 
outsourcing 

4% 

Decrease  non-U. S. 
outsourcing 


CHANGE  IN 
YOUR  I.T.  LABOR 
PROVIDED  BY 
OUTSOURCERS  OR 
CONTRACTORS 


32% 

Increased 

(by  an  average  of  17%) 


13% 

Decreased 

(by  an  average  of  24%) 


ONLY  14%  OF  YOU  OUTSOURCE  MORE 
THAN  30%  OF  YOUR  I.T.  LABOR. 

HALF  OF  YOU  OUTSOURCE 
10%  OR  LESS. 


REGIONS  TO  WHICH  YOU 
WILL  OUTSOURCE 

_ 57%  United  States 

_ 18%  India _ 

_ 8%  Canada _ 

_ 8%  Other _ 

_ 3%  Asia _ 

3%  China 


3%  Eastern  Europe 


MAJOR  SERVICES  OR  PROCESSES 
THAT  YOU  OUTSOURCE 

Application  development, 
maintenance  or  support 

76% 

Web,  data  or  application  hosting 
services 

34% 

WAN,  LAN  or  connectivity 
management 

26% 

Telephony  platforms  and  services 

26% 

Mainframe,  data  center,  servers 
or  storage  platforms 

20% 

Other  IT  operations 

16% 

E-mail  and  messaging  services 

16% 

Security  policies  or  services 

16% 

Helpdesk 

16% 

Desktop  provisioning  and  support 

14% 

IT-enabled  business  process 
(call  center,  benefits,  billing) 

13% 

Application  project  management 
or  change  management 

12% 

Business  function  (HR,  marketing, 
accounting) 

8% 

IT  management  (architecture, 
standards,  capacity/continuity) 

6% 

NOTE:  Respondents  checked  all  that  applied. 

LEVELS  OF  I.T.  EMPLOYEES 
YOU  EXPECT  TO  HIRE 


level  leve' 

NOTE:  Respondents  checked  all  that  applied. 


I.T.  INVESTMENTS 

Small  companies  invest  a 
much  higher  percentage 
of  their  total  revenue  in  IT 
(9.8%)  than  do  midsize 
companies  (5.2%). 

Large  companies  invest 
6.6%  of  their  revenue  in  IT. 


COMPANY  AVERAGE  2005 

SIZE1  I.T.  BUDGET 


AVERAGE  NUMBER 
OF  USERS 


AVERAGE  SIZE  OF 
I.T.  STAFF' 


Large 

Midsize 

Small 


$89,025,424 


$40,809,179 

,673 


NOTE:  Average  by  revenue  size  (large  =  $1  billion  or  more,  midsize  =  $100  million  to  $1  billion,  small  =  $100  million  or  less) 
■'Full-time  equivalents  excluding  contract  and  outsourced  employees 
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How  You  Do  YOUR  JOB 


Control  Versus  Shared  Accountability 

A  majority  of  you  say  that  IT  and  business  leadership  share  accountability  for 
ROI  from  IT  investments— which  is  as  it  should  be.  Paradoxically,  though,  nearly 
two-thirds  of  you  say  the  IT  organization  controls  IT  spending  rather  than  sharing 
it  with  the  business.  In  this  instance,  one-sided  control  could  mean  a  lack  of  busi- 
ness-IT  alignment. 


RESPONSIBILITY 
FOR  I.T.  ROI 


CONTROL  OF  I.T. 
SPENDING 


40% 

IT  leadership 
primarily 
accountable^ 

4 


52% 

IT  and  business 
leadership  share 
accountability 


8% 

Business  unit  leadership 
primarily  accountable 


35% 

IT  and  business 
units/functions 
share  control 


are  control  , 

5% 


60% 

IT  organization 
controls  centrally 


Business  units/functions 
control  in  decentralized 
manner 


76 


%OFYOU  ARE  MEMBERS  OFTHE 
MANAGEMENT  COMMITTEE. 


YOUR  TOP  10  TECHNOLOGY 

YOUR  TOP  10  MANAGEMENT 

PRIORITIES 

PRIORITIES 

l. 

Integrate/enhance  systems 

l. 

Align  IT  and  business  goals 

and  processes 

2. 

Business  continuity/risk 

2. 

Ensure  data  security 

management 

and  integrity 

3. 

Control  IT  costs 

3. 

Enable  business  intelligence 

4. 

IT-enabled  process  improvement 

4. 

External  customer  service/ 
relationship  management 

5. 

Improve  internal  user  satisfaction 

5. 

Redesign  or  rationalize  the 

IT  architecture 

6. 

Develop  IT  staff  leadership/ 
business  skills 

6. 

Enable  or  enhance  e-commerce 

7. 

Improve  project  management 
discipline 

7. 

Enable  mobile/wireless 

8. 

Ensure  privacy  of  customer 

8. 

Deploy  Web  services 

and  employee  data 

9. 

Automate  or  optimize  the 

9. 

Enable  or  enhance  knowledge 

supply  chain 

management  and  leverage 

10. 

Scale  IT  globally 

10. 

intellectual  assets 

Ensure  regulatory  compliance 

SURVEY  RESULTS  CONTINUE  ON  PAGE  80  ► 


www.cio.com  I  DECEMBER  15.  2005  /  JANUARY  1,  2006 


7  8 


E of  Uw  00*06  •  *ATEut:!vr,IO  06  The  STATE  of  the  CIO  *06  The  STATE  ofthe  CIO '06 

10  06  '  The  STATE  of  the  CIO '06  The  STATE  of  the  CIO  '06  TheSTAT 

nw-S’  l  olfvCJO  06  The  STATE  of  the  CIO  06  The  STATE  cl  D’eClO'06  The  STATE  of  the 
£  < '  th-  •  •*=.  The  STATE  of  the  CIO  '06  fht  -TATE  of  the  CIO  06  The  STATE  of  the  CIO  06 
•0*06  The  STATE  of  the  CIO '06  T:v  -.TATE  of  the  01006  TheSTATEof  theCIO  06  TheSTAT 

The  STATE  of  the  CIO  ’06  I  THE  DATA 


How  You  Do  YOUR  JOB 


(Continued) 


Success 

and 


For  the  third  straight 
year,  communication 
and  strategic  thinking 
and  planning  top  the 
list  of  skills  CIOs  deemed 
critical  to  their  success. 
A  new  listing,  leadership 
and  motivational  ability, 
enters  at  the  third  spot. 
Among  the  barriers 
to  success  are  familiar 
bugbears  such  as  budget 
shortfalls  and  a  lack  of 
time  for  strategic  think¬ 
ing  and  planning.  But 
another  new  entry — 
a  backlog  of  projects 
and  requests-is  now 
the  top  barrier  to  CIO 
success.  (See  “The 
Number-One  Problem: 
The  Project  Backlog,” 
Page  52.) 


THE  PERSONAL  SKILLS  MOST  PIVOTAL 
FOR  YOUR  SUCCESS  AS  A  CIO 

70%  Ability  to  communicate  effectively 


59%  Strategic  thinking  and  planning 


54%  Ability  to  lead  and  motivate  staff _ 

50%  Understanding  business  processes  and  operations 
22%  Understanding  industry  trends,  business  strategy 

14%  Thorough  knowledge  of  technology  options _ 

12%  Negotiation  skills 


12%  Technical  proficiency 


III 


NOTE:  Respondents  checked  all  that  applied. 


YOUR  BIGGEST  BARRIERS  TO  JOB  EFFECTIVENESS 

Overwhelming  backlog  of  requests  and  projects 
Inadequate  budgets 

Shortage  of  time  for  strategic  thinking  and  planning 
Unrealistic  expectations  from  the  business 
Unknown  expectations  from  the  business 
Lack  of  key  technical  skill  sets  within  the  IT  department 
Overwhelming  pace  of  technology  change 
Lack  of  business  knowledge  within  the  IT  department 
Lack  of  alignment  between  business  goals  and  IT  efforts 
Difficulty  proving  the  value  of  IT 


1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 
9. 
10 


HOW  YOU  SPEND  YOUR  TIME 

Interacting  with  your  company's  CXOs  and  business  executives 

Making  strategic  systems  decisions 
Strategic  business  planning 
Leading  projects 
Designing/optimizing  business  processes 
Hiring,  developing  and  managing  the  IT  staff 
Interacting  with  IT  vendors,  outsourcers  and  service  providers 

Managing  crises/Putting  out  fires 

Budgeting 
Learning  about  technologies 
Interacting  with  outside  business  suppliers,  customers 

NOTE:  Respondents  checked  all  that  applied. 


“The  State 
of  the  CIO 
2006” 
Survey 
Methodology 

CIO's  fourth  annual  “State  of 
the  CIO”  survey  was  admin¬ 
istered  online  from  June  16 
to  July  8,  2005.  CIOs,  CTOs 
and  VPs  in  charge  of  IT  were 
randomly  selected  from  our 
circulation  file  and  invited  to 
take  the  survey.  Survey  find¬ 
ings  shown  are  based  on  the 
responses  of  545  individu¬ 
als.  All  were  heads  of  IT,  with 
88%  of  respondents  respon¬ 
sible  for  enterprisewide  IT 
and  12%  for  divisional  IT. 

Respondents  worked  in 
a  broad  range  of  industries, 
including  manufacturing 
(14%),  medical/health 
care  (11%),  insurance  (9%), 
finance  (9%),  education 
(9%),  wholesale/retail/ 
distribution  (8%),  and  fed¬ 
eral,  state  and  local  govern¬ 
ment  (8%).  In  terms  of 
company  size,  40%  of  the 
respondents  were  from 
companies  with  annual 
revenue  of  less  than  $100 
million,  37%  were  from 
companies  with  revenue 
between  $101  million  and 
$999.9  million,  and  21% 
reported  annual  revenue  of 
more  than  $1  billion.  (Two 
percent  of  the  respondents 
did  not  answer  the  ques¬ 
tion.)  Eighty-six  percent  of 
respondents  were  male. 

The  margin  of  error  for 
the  survey  is  ±4%.  Not  all 
respondents  answered  all 
questions.  Percentages  may 
not  add  up  to  100  due  to 
rounding.  -L.C.W. 
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With  Sybase®  software,  Nielsen  Media  Research  enables  customers 
to  get  real-time  access  to  audience  viewing  habits  through: 

[s if 300%  faster  data  loads 
sf a  secure,  Web-based  interface 
Q/Vo%  data  compression  ratio 


When  viewing  trends  change  in  the  ultra-competitive  broadcast  industry,  Nielsen  Media  Research  and  their  customers  know  it  instantly.  Because 
they  have  an  information  edge  that  comes  from  using  Sybase  10 -  a  powerful  data  analytics  server  that  enables  their  clients  to  analyze  more  data 
in  more  ways.  Up  to  lOOx  faster.  And  Sybase  10  helps  Nielsen  provide  better  service  at  a  lower  cost.  It's  an  edge  that  only  we  can  deliver.  And  it’s 
why  more  global  companies  are  tuning-in  to  Sybase  every  day.  www.sybase.com/infoedgecio 
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Continued  from  Page  70 

plucks  students  from  leading  business  schools 
and  deploys  them  on  several  tours  of  duty 
throughout  the  business.  Others  come  directly 
out  of  business  functions,  including  operations, 
finance  and  marketing,  or  divisional  IT  depart¬ 
ments.  Those  employees  tend  to  possess  the 
right  mix  of  people  and  management  skills  to 
handle  the  project  or  program  manager  role, 
Hassell  says. 

A  problem  for  many  CIOs,  however,  is  that  a 
lot  of  talented  businesspeople  who  also  have  an 
understanding  of  technology  just  don’t  see  the 
appeal  of  working  in  the  IT  department.  “I  can’t 
say  there  isn’t  a  certain  amount  of  cringing 
when  they  first  hear  about  IT,”  says  Hassell, 
who  tries  to  emphasize  to  them  the  unique 
value  of  working  in  IT  where  all  areas  of  the 
business  converge.  “But  you  can  open  up  the  IT 
profession  to  a  whole  host  of  people  who  might 
not  have  considered  themselves  a  candidate  for 
an  IT  career.” 

Two  years  ago,  when  McCampbell  joined 
Immucor,  the  president  gave  him  free  rein  to 
build  a  new,  more  efficient  IT  organization.  He 
hired  a  project  manager  from  the  manufacturing 
side  of  the  business.  Not  only  did  this  manager 
possess  the  skills  IT  needed  to  roll  out  a  host  of 
new  systems,  he  also  had  a  depth  of  knowledge 
about  manufacturing.  “He’s  a  project  manager 
who  understands  the  business,”  McCampbell 
says.  “He  has  helped  IT  gain  that  domain  knowl¬ 
edge.  And  because  he  also  has  a  relationship 
with  people  in  manufacturing,  that’s  helped  with 
adoption  as  we’ve  rolled  out  new  systems.” 


McCampbell’s  project  manager  is  able  to  fulfill  other  roles  too.  On 
Immucor ’s  small  staff  of  21,  no  one  can  have  just  one  job.  The  proj¬ 
ect  manager,  because  of  his  deep  understanding  of  Immucor’s 
processes,  is  also  able  to  serve  as  the  primary  point  of  contact  for  all 
internal  and  external  compliance  audits  for  everything  from  FDA 
regulations  to  Sarbanes-Oxley  to  quality  initiatives. 

Not  Lost  in  Translation: 

THE  RELATIONSHIP  MANAGER 

Stahl  has  an  open  position  at  Harvard  Business  School  for  what  she 
calls  a  client  services  technology  adviser.  Other  CIOs  may  refer  to 
this  job  as  the  relationship  manager  or  account  manager.  Whatever 
the  title,  the  role  is  a  focal  point  for  today’s  IT  departments.  Strad¬ 
dling  IT  and  the  business,  the  relationship  manager  must  keep  a  foot 
in  both  camps.  Demand  for  relationship  managers  will  double  in  the 
next  five  years,  according  to  Diane  Morello,  VP  and  research  direc¬ 
tor  for  Gartner. 


In  the  past,  the  relationship  management  role  was  focused  on 
marketing  the  value  of  IT  to  the  business.  Today,  it  means  framing  IT 
value  in  business  terms  and  understanding  business  process  man¬ 
agement  (one  of  the  top  three  skills  needed  in  IT,  according  to  “The 
State  of  the  CIO  2006”  survey).  The  liaison  role  of  old  had  little  clout 
and  even  less  perceived  value  to  the  enterprise.  But  the  new  rela¬ 
tionship  manager  role  “has  crystallized  as  a  critical  link  in  the  busi¬ 
ness’s  need  to  be  heard  and  the  IT  organization’s  capacity  to  fulfill 
business  demand,”  according  to  a  recent  Gartner  report,  “The  IT 
Relationship  Management  Role  Advances,”  that  Morello  coauthored. 

Stahl  says  that  without  a  client  services  technology  adviser,  she 
could  have  a  great  technical  team  and  still  fail  to  meet  the  needs  of 
the  school.  These  specialists  “partner  with  the  business  to  figure 
out  the  right  uses  of  technology  to  address  business  needs,”  she 
says.  “They  have  to  balance  between  advocating  for  the  department 
in  the  business  and  arguing  for  the  right  use  of  IT  resources.”  Rela¬ 
tionship  managers  need  basic  business  acumen— communication, 
critical  thinking,  presentation  and  collaboration  skills— but  they 
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also  must  have  a  broad  understanding  of  the  technologies  important 
to  the  business.  In  Stahl’s  department,  this  means  a  specific  knowl¬ 
edge  of  Web-based  software,  for  example,  but  the  client  services 
technology  adviser  must  also  be  capable  of  understanding  the 
processes  and  operations  of  IT’s  various  customers. 

“It’s  been  a  tricky  spot  to  fill,”  says  Stahl.  “And  super  important.” 
In  the  past,  she’s  found  relationship  managers  at  technology  con¬ 
sulting  companies  and  in  product  management  positions  at  tech¬ 
nology  vendors.  A  background  in  higher  education  isn’t  important. 
Rather,  what  Stahl  looks  for  is  whether  a  candidate  has  the  ability  to 
absorb  new  things  about  the  business  side  fairly  quickly.  “Most 
[staffers]  here  have  a  learning  curve,  because  the  customer  can  be 
anything  from  the  MBA  program  to  admissions  to  more  special¬ 
ized  business  functions  like  facilities  management,”  says  Stahl. 
“That’s  why  I  find  consultants  are  good.  They’ve  worked  on  projects 
where  they  must  have  some  business  aptitude  to  succeed.” 

Finding  someone  to  fill  the  rela¬ 
tionship  manager  position  is  just  half 
the  battle.  “It’s  really  difficult  to  fig¬ 
ure  out  how  to  compensate  them,” 

Stahl  says.  “It’s  fairly  easy  to  figure 
out  how  much  to  pay  a  DBA  or  a  Java 
programmer,  but  finding  market 
comparisons  for  these  roles  is  very 
difficult.”  So  far,  Stahl  has  been  pay¬ 
ing  those  in  relationship  manage¬ 
ment  roles  on  par  with  market  values 
for  software  project  managers. 

Zwieg  of  Northwestern  Mutual 
currently  has  a  handful  of  employees 
working  as  relationship  managers, 
but  each  one’s  role  is  a  little  differ¬ 
ent.  He’s  hired  most  from  within  his 
IT  department,  some  having  moved 
up  from  project  management  into 
relationship  management.  “Part  of 
the  key  to  being  a  good  relationship 
manager  is  the  acquisition  of  the 
skills  required  to  work  with  the  busi¬ 
ness,  like  marketing  and  communi¬ 
cations,”  he  says.  Zwieg  also  tries  to 
give  relationship  managers— or 
potential  relationship  managers— 
the  opportunity  to  develop  their 
functional  knowledge  through  rota¬ 
tional  programs  in  business  areas  or 
by  allowing  personal  development 
time  to  complete  training  programs 
within  the  business.  Right  now, 

Zwieg  (who  oversees  an  internal  staff 
of  1,100)  offers  such  enrichment 
opportunities  on  a  case-by-case 
basis— typically,  after  successful 


project  efforts.  But,  he  says,  “I  see  a  much  stronger  need  for  this  kind 
of  cross-pollination  between  business  and  IT  in  the  future.” 

The  BILINGUAL  Business  Analyst 

Systems  analysts  have  been  around  for  years,  most  often  working  in 
conjunction  with  application  development  professionals  to  convert 
business  requirements  into  technical  specifications  for  systems.  But 
application  development  skills  (one  of  the  top  three  hiring  needs 
for  CIOs  today,  according  to  our  survey)  have  changed.  What  CIOs 
increasingly  demand  is  a  business  analyst— someone  who  can  use 
a  rich  knowledge  of  the  business  end  of  things  to  develop  applica¬ 
tions  that  actually  work  well  for  the  business. 

Though  business  analysts  share  soft  skills  with  the  more  senior 
relationship  managers,  these  professionals  spend  most  of  their  time 
in  the  role  of  translator  between  business  process  owners  and  appli- 


More  Hot  Hires 

Project  management,  relationship  management  and  business  analysis 
aren’t  the  only  skill  sets  gaining  in  importance  in  the  IT  workforce. 

Here  are  some  others. 

FINANCE 


Financial  skills  are  important  for  disciplined, 
well-run  IT  departments.  At  Emerson  Electric, 
CIO  Steve  Hassell  recently  created  an  IT 
finance  department,  bringing  in  a  manager 
from  the  company’s  tax  department  to  become 
the  new  group’s  director.  The  rest  of  the  staff 
consists  of  financial  analysts,  many  originally 
from  IT.  The  director  of  IT  finance  is  learning 
about  IT  terms  and  processes  from  IT  staffers 
while  teaching  them  about  the  rigors  of 
accounting  and  finance. 

ENTERPRISE  ARCHITECTURE 
The  enterprise  architect  is  an  increasingly 
common  role  in  large  IT  departments  (see 
"Wanted:  Enterprise  Architects,”  www.cio.com/ 
030105 ).  At  midsize  companies  such  as  Immu- 
cor,  a  $114  million  manufacturer  of  diagnostic 
products  for  blood  banks  with  an  IT  staff  of  21, 
enterprise  architecture  responsibility  is  shared 
among  the  VP  of  worldwide  IS,  the  director  of 
infrastructure  and  security  and  the  director  of 
development. 

BUSINESS  PROCESS  ANALYSIS/REDESIGN 
Some  organizations  employ  experts  to  analyze 
business  processes  in  order  to  improve  them. 


At  Harvard  Business  School,  two  temporary 
and  three  full-time  employees  work  on  projects 
to  help  business  managers  figure  out  business 
processes  and  workflows  and  determine  what 
data  is  needed  to  make  them  run  more 
smoothly.  These  "database  business  analysts” 
have  a  strong  understanding  of  the  business  as 
well  as  database  technology  and  models.  "They 
bring  an  important  skill  that  ensures  that  we 
don’t  create  some  system  that  won't  get  used,” 
says  CIO  Judy  Stahl. 

STRATEGY/INTERNAL  CONSULTING 
Many  CIOs  seeking  to  cut  costs  over  the  past 
few  years  took  it  from  their  external  consulting 
budgets.  Since  then,  some  have  found  value  in 
setting  up  their  own  internal  consultant  roles— 
presumably  at  lower  costs.  At  Marriott,  CIO  Carl 
Wilson  has  set  up  an  IT-business  consultancy 
in-house,  headed  up  by  a  hire  from  the  com¬ 
pany’s  corporate  strategy  and  planning  arm. 

At  Immucor,  VP  of  Worldwide  IS  David 
McCampbell  promoted  an  IT  managertothe 
newly  created  position  of  “senior  implementa¬ 
tion  engineer.”  This  staffer  is  responsible  for 
implementing  projects  and  is  the  “chief  change 
agent— someone  to  drive  change  across  the 
organization,"  McCampbell  says.  -S.O. 
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cation  developers.  Business  analysts  focus  on  specific  projects,  while 
relationship  managers  take  the  enterprise  perspective. 

McCampbell  of  Immucor  recently  brought  in  two  new  senior  busi¬ 
ness  analysts  to  support  his  company’s  finance  department.  Rajneesh 
Sharma  and  Verna  Bush  actually  sit  in  the  finance  building,  although 
they  report  to  McCampbell’s  director  of  development.  Sharma  is 
more  technically  minded  by  nature  (he’s  a  programming  whiz)  but 
also  has  an  MBA.  Bush  has  a  business  background  (she  was  a  con¬ 
sultant)  and  a  strong  understanding  of  finance  and  systems. 
“Between  the  two  of  them,  they  make  quite  a  tag  team,”  McCampbell 
says.  The  combination  of  skills  is  not  something  he  might  have  looked 
for— or  found— a  few  years  ago.  “Analysts  used  to  be  either  technical 


Potholes  on  the  Road  to  the  NEW  I.T. 
WORKFORCE 

The  ongoing  transformation  of  the  IT  department  has  focused 
largely  on  bringing  in  experienced  professionals  to  quickly  ramp  up 
for  the  increased  demand  from  the  business.  Hiring  midlevel 
employees  who  can  get  IT  where  it  needs  to  go  fast  is  a  good  short¬ 
term  fix.  But  CIOs  face  a  looming  staffing  crisis.  While  “The  State  of 
the  CIO  2006”  survey  shows  an  uptick  in  every  level  of  hiring, 
including  entry-level  jobs  (which  accounted  for  37  percent  of  new 
hires),  it’s  not  clear  how  these  junior  employees  and  the  roles  they’re 
being  given  will  fit  in  with  the  larger  picture  of  an  IT  organization 
populated  with  versatile  business-facing  professionals. 


“People  who  have  been  excellent  network  engineers  and 
developers  are  not  going  to  be  very  good  at  or  very 
interested  in  the  types  of  things  that  a  manager  of  laige, 

complex  projects  does.”  '  -STEPHEN  HASSELL,  VP  AND  CIO,  EMERSON  ELECTRIC 


or  functional,  but  now  they  can  do  it  all,”  he  says.  Both  employees  are 
bilingual,  not  only  in  the  sense  that  they’re  conversant  in  languages 
of  business  and  technology  but  also  in  the  literal  sense.  Sharma 
speaks  Hindi,  while  Bush  speaks  Finnish  (plus  a  little  German). 
McCampbell  finds  foreign  language  skills  increasingly  valuable  (oth¬ 
ers  on  staff  speak  Bosnian,  Cantonese,  French,  Gujarati,  Italian, 
Japanese  and  Urdu)  since  Immucor  has  locations  and  users  in  eight 
countries.  He’s  also  found  that  analysts  with  command  of  a  second 
language  tend  to  have  better  communication  skills  across  the  board. 

Determining  compensation  for  the  two  senior  business  analysts 
was  difficult— not  because  there’s  a  lack  of  benchmarks  but  because 
of  the  varying  skills  and  backgrounds  these  professionals  bring  to 
the  table.  “You  can  look  at  salary  surveys,  but  everyone  is  so  unique 
now,”  McCampbell  says.  Because  of  their  experiences,  Bush  and 
Sharma  “were  not  cheap,  but  I  could  bring  them  in  and  they  could 
hit  the  ground  running  in  finance,  which  is  what  I  needed,” 
McCampbell  says. 

Some  CIOs  struggle  with  how  to  best  utilize  business  analysts, 
says  Forrester’s  Orlov,  though  she  notes  that  larger  IT  organizations 
often  have  a  better  handle  on  how  to  deploy  them  most  effectively.  At 
Emerson  Electric,  business  analysts  in  procurement,  for  example, 
“can’t  set  the  IT  strategy  for  where  procurement  is  trying  to  go,”  says 
Hassell.  Instead,  “they  can  say  to  procurement,  ‘Here’s  the  types  of 
things  that  can  be  brought  to  bear.’  And  they  can  take  procurement’s 
requirements  back  to  IT  and  be  its  voice  on  the  execution  side.” 

The  business  analyst’s  liaison  role  is  a  key  to  successful  IT,  Has¬ 
sell  says.  “The  problem  [with  applications]  is  almost  never  with  the 
technical  specs,  the  coding,  the  IT  101.  It’s  the  communication  about 
how  something  will  work  in  the  business,”  he  says.  “That’s  been 
the  stumbling  block  in  every  IT  organization  I’ve  ever  been  in.” 

84  DECEMBER  15,  2005  /  JANUARY  1,  2006  |  www.cio.com 


Many  entry-level  positions  in  IT  remain  the  same  purely  techni¬ 
cal  roles  they  have  always  been:  network  administrators,  junior  pro¬ 
grammers,  help  desk  administrators.  And  often  there  are  no  clear 
career  paths  within  IT  leading  to  the  increasingly  important  roles  of 
project  management,  business  analysis  and  relationship  manage¬ 
ment.  “Most  CIOs  today  are  hiring  to  fill  a  hole,”  says  Morello.  “Not 
to  build  an  organization  for  the  future.” 

Hassell  is  an  exception.  He  hires  for  the  traditional  entry-level  IT 
positions  at  Emerson  Electric.  “But  as  the  corporate  CIO,  I  also 
oversee  the  IT  procurement  and  IT  finance  departments,”  he  says. 
“Junior  employees  can  join  IT  in  these  areas  and  develop  into  proj¬ 
ect  managers.  And  our  architecture  groups  bring  people  in  at  more 
junior  levels  and  let  them  work  up  the  ladder  of  the  architecture 
role.  Or  if  they’re  not  sure,  they  can  try  out  a  few  different  types  of 
roles,  some  more  hard-core  technical  and  others  more  business- 
oriented.” 

Another  staffing  problem  could  be  the  difficulty  of  attracting  any 
entry-level  employees  at  all.  Much  has  been  written  about  declining 
university  enrollment  rates  in  computer  science  and  other  technol¬ 
ogy-related  programs.  At  the  same  time,  business  school  gradu¬ 
ates— who  are  getting  a  good  background  in  technology  at 
school— often  don’t  want  to  join  IT  departments,  says  Orlov  of  For¬ 
rester.  “It’s  going  to  be  an  interesting  double  whammy  for  CIOs  who 
need  to  keep  their  departments  supplied  with  people.” 

But  for  now  it  seems  most  CIOs  have  their  hands  full  just  staffing 
up  for  today’s  needs.  “They  aren’t  worried  about  the  entry-level  prob¬ 
lems,”  says  Orlov.  “That’s  a  problem  waiting  to  happen.”  BE] 


Senior  Editor  Stephanie  Overby  ( soverby@cio.com )  covers  outsourcing  and 
staffing  issues. 


Revved-Up  Web  Applications 
Now  Standard  at  Audi 


While  you  were  spinning  your  wheels  trying  to  support  Web-based  applications  as 
fast  as  you  could  develop  them,  the  team  at  Audi  improved  application  performance  delivery 
from  Europe  to  Asia  by  40%.  Much  to  the  delight  of  its  worldwide  dealer  network, 

Audi  reduced  page  load  times  by  80  seconds  or  more  and  increased  the  speed  of  its  online  configurator. 

Audi  trusts  Akamai's  globally-distributed  network  and  application  performance  services 
to  accelerate  its  dynamic  Web  applications  without  increasing  infrastructure  costs. 

Advanced  Acceleration  Technology 
Secure,  High-performance  Delivery 
Significantly  Reduced  Cost  of  Ownership 


"Audi  views  Akamai  as  a  scalable  extension  to  the  infrastructure  of  our  internal 
Web  center  and  offers  us  a  quality  of  Web  performance  which  we  would  not 
be  able  to  achieve  by  our  own  means."  — Marcel  Aslund,  AUDI  AG 


Let  Akamai  get  your  Web  applications  on  the  fast  track  to  peak  performance.  Visit  www.akamai.com/audi 
and  download  the  whitepaper:  A  Comprehensive  Approach  to  Dynamic  Application  Delivery 

or  Call  1.877.425.2624 


Akamai 

The  Trusted  Choice 
For  Online  Business  '" 


©  2005  Akamai  Technologies,  Inc.  All  Rights  Reserved.  Akamai  and  the  Akamai  wave  logo  are  registered  trademarks.  Audi  and  the  Audi  logo  are  protected  trademarks  of  AUDI  AG 
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While  CIOs  share 
some  skills  and  chal¬ 
lenges  regardless  of 
where  they  work,  the 
state  ofthe  CIO  differs 
remarkably  between 
industries.  Financial 
services  CIOs  have 
the  highest  status. 
Insurance  CIOs  are 
the  best  paid.  Here’s 
how  your  industry 
compares. 

BY  BEN  W0RTHEN 


“IT  is  IT  is  IT,”  says  Doreen  Griffith,  senior  VP  and  CIO  for 
Securities  America,  a  financial  services  company.  Griffith 
has  worked  in  several  industries,  including  energy,  retail 
and  consulting,  and  she  concludes  that  the  job  is  similar 
everywhere.  And  in  fact,  CIO’s  “State  of  the  CIO  2006” 
survey  finds  that  regardless  of  the  kind  of  company  CIOs 
work  in,  they  do  face  similar  challenges  and  require  the 
same  skills  to  succeed. 

But  the  survey  of  545  IT  executives  is  striking  because 
it  shows  how  different  the  CIO  job  can  be  from  one  indus¬ 
try  to  another.  Some  of  these  differences  are  not  surprising, 
such  as  the  finding  that  government  CIOs  are  the  lowest 
paid  (making  an  average  annual  salary  of  $125,000).  Oth¬ 
ers  are  unexpected.  For  instance,  insurance  CIOs  are  the 
best  paid  (with  an  average  annual  salary  of  $229,000). 
And  despite  the  enormous  burden  placed  on  IT  depart¬ 
ments  by  the  Sarbanes-Oxley  Act,  only  CIOs  in  financial 
services  and,  to  a  lesser  extent,  health  care  listed  regulatory 
compliance  as  a  top  priority  for  2006. 

Many  differences  speak  to  how  an  industry  operates: 
Retail  CIOs  are  obsessed  with  inventory  management, 
while  manufacturing  is  consumed  with  business  process. 
Read  on  to  learn  more  about  what  makes  the  CIO  role  in 
each  industry  unique  and  what  CIOs  say  about  the  kind  of 
executive  who  is  likely  to  find  success  in  each  domain. 
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CONTRASTS  AND  COMMONALITIES 


FINANCE:  Riding  High 

IT  executives  at  financial  services  companies  command  the  highest 
status.  Sixty-three  percent  hold  the  CIO  title,  compared  with  50  per¬ 
cent  overall,  and  60  percent  report  directly  to  the  CEO  (overall, 

42  percent  do).  These  results  underscore  the  extent  to  which 
information  systems  have  become  the  lifeblood  of  financial 
services.  Even  CIOs  in  other  industries  say  that  financial 
services  firms  are  ahead  of  the  pack  in  establishing  the 
CIO  as  a  strategic  leader  and  using  IT  to  drive  the  business 
forward. 

It  follows  that,  unlike  their  counterparts  in  other  fields, 
financial  services  CIOs  seem  to  have  conquered  the  challenge  of 
business-IT  alignment.  As  a  management  priority,  this  challenge 
tops  the  list  for  CIOs  in  the  six  other  industries  surveyed;  financial 
CIOs  rank  it  fourth.  The  reason?  “[Alignment]  is  already  there,” 
says  Securities  America’s  Griffith.  “The  vast  majority  of  our  initia¬ 


tives  have  an  IT  component.  I’m  part  of  the  strategic  planning  team, 
and  [business  executives]  know  that  they  have  to  get  us  involved.” 
But  finance  CIOs  have  worries  that  others  don’t— specifically, 
regulatory  compliance.  While  this  challenge  barely  registered 
as  a  top-five  priority  in  other  industries  (even  CIOs  in  the 
heavily  regulated  health-care  industry  ranked  it  fifth),  com¬ 
pliance  is  the  number-one  management  priority  for  finance 
CIOs.  They’re  not  only  concerned  about  Sarbanes-Oxley. 
Financial  services  companies  have  to  comply  with  a  gamut 
of  regulations  ranging  from  Securities  and  Exchange  Com¬ 
mission  rules  to  antiterrorism  laws.  Griffith  estimates  that  her  staff 
spends  10  percent  to  20  percent  of  its  time  on  compliance-related 
work.  Finance  CIOs  say  that  it  could  take  a  newcomer  to  the  industry 
as  long  as  a  year  to  become  familiar  with  all  the  regulations. 

That  would  leave  a  new  CIO  little  time  to  make  her  mark  on  the 


kPSHOTS 


Who’s  the  Boss 

Financial  services  CIOs  are  most  likely  to  report  to  their  CEO. 
In  manufacturing  and  health  care,  IT  execs  are  most  likely  to 
report  to  the  CFO. 


CEO 

COO 

CFO 

Other/No  answer 

Education 

47% 

14% 

12% 

27% 

Finance 

60% 

10% 

15% 

15% 

Government 

28% 

15% 

13% 

43% 

Health  care 

27% 

19% 

36% 

19% 

Insurance 

49% 

27% 

18% 

6% 

Manufacturing 

37% 

8% 

39% 

16% 

Retail 

48% 

20% 

20% 

12% 

Note:  Percentages  may  not  add  up  to  100  due  to  rounding. 


Support  or  Lead 

Most  CIOs,  regardless  of  industry,  believe  their  role  is  to  drive  busi¬ 
ness  opportunities.  But  retail  CIOs  are  more  likely  than  their  peers 
in  other  industries  to  play  a  predominantly  supportive  role. 

IT  should  proactively 


IT  should  support  and 
enable  predefined 
business  initiatives 

envision  business  pos¬ 
sibilities  and  initiate 
with  technology 

Education 

16% 

84% 

Finance 

29% 

71% 

Government 

26% 

74% 

Health  care 

34% 

66% 

Insurance 

27% 

73% 

Manufacturing 

23% 

77% 

Retail 

41% 

59% 
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company.  According  to  “The  State  of  the  CIO  2006”  survey,  finance 
CIOs  have  by  far  the  shortest  tenure,  only  3.7  years  on  average.  That’s 
partly  due  to  the  culture  of  the  industry,  where  everyone  is  constantly 
looking  for  a  better-paying  or  more  prestigious  job.  But  it  also  reflects 
an  industry  that  values  a  quick  pace  and  rapid  change.  Says  John 
Arnold,  CIO  of  FedMed,  a  small  firm  that  provides  financial  services 
to  health  insurance  companies.  “You  have  to  be  a  person  who  is  will¬ 
ing  to  set  aside  yesterday’s  challenge,  perhaps  forever,  because  a  new 
challenge  that  takes  priority  came  through  the  door.” 

INSURANCE:  Living  with  Legacy 

IT  in  the  insurance  industry  exists  to  make  accessing 
old  colossal  systems  easier  for  agents.  It’s  a  never- 
ending  task,  which  helps  to  explain  why  insurance 
CIOs  have  the  longest  tenure  of  anyone  in  our  survey. 

While  finance  CIOs’  short  tenure  reflects  the  fast  pace 
of  that  industry,  insurance  CIOs’  long  one  reflects  their 
industry’s  slowness  to  adopt  new  technologies. 

“You  can  walk  up  to  a  wall  anywhere  in  the  world  and  access  your 
bank  account,”  says  Rob  Shoenfelt,  CIO  of  the  Celina  Insurance  Group. 
“You  can’t  do  that  [with  your  insurance  policy].”  Insurance  systems  are 
massive  and  complicated.  There  is  no  federal  agency  that  regulates 
insurance,  so  insurance  CIOs  must  keep  track  of  different  regulations 
for  each  state.  Given  that,  most  insurance  companies  are  loath  to 
replace  any  system  that  works.  The  result  is  that  many  companies  still 
run  Cobol-based  systems,  and  CIOs  spend  their  time  designing  Web 
front  ends  that  make  the  systems  easier  for  brokers  to  use.  “What  we 
are  trying  to  do  is  put  the  lipstick  on  the  pig,”  says  Shoenfelt.  Not  sur¬ 
prisingly,  60  percent  of  insurance  CIOs  said  that  application  develop¬ 
ment  skills  would  be  their  greatest  need  over  the  next  12  months. 

Because  insurance  companies  rely  on  systems  that  have  been  in 
place  for  a  while,  there  is  a  tendency  for  business  leaders  to  view  IT 
as  a  cost  center  and  the  CIO’s  job  as  maintaining  systems  cheaply. 


Not  surprisingly,  20  percent  of  IT  labor  for  insurance  companies  is 
provided  by  outsourcers  or  outside  contractors,  the  most  of  any 
industry  except  the  government.  “At  the  end  of  the  day  I  am  a  serv¬ 
ice  provider,”  says  Dave  Robinson,  CIO  of  The  Lockton  Cos.,  and  he 
has  to  promote  IT’s  contribution  to  the  business.  “I  need  to  show  the 
value  of  what  I  do.  I  end  up  doing  a  lot  of  coaching  and  education.” 

HEALTH  CARE:  A  Difficult  Patient 

The  effort  to  make  health  care  more  efficient  while  improving  patient 
care  has  spurred  the  adoption  of  some  cutting-edge  technologies, 
such  as  sensors  that  report  patient  behavior  over  the  Internet  and 
devices  that  monitor  vital  signs.  But  the  value  of  such  systems  are 
often  difficult  to  quantify.  That  explains  why  health-care  CIOs  were 
the  only  ones  to  say  that  one  of  their  top  challenges  is  proving  the 
value  of  IT  projects.  “In  a  lot  of  cases  we  go  in  knowing  that  there  is 
no  return  for  a  project  except  increased  quality  [of  care],”  says 
Pamela  McNutt,  senior  VP  and  CIO  of  Methodist  Health  System  in 
Dallas.  “And  while  we  know  that  it  is  the  right  thing  to  do,  it  doesn’t 
have  a  measurable  ROI.”  Meanwhile,  doctors,  nurses  and  adminis¬ 
trators  are  always  eager  to  take  credit  for  improvements. 

Most  health-care  CIOs  are  undertaking  projects  that  will  increase 
the  quality  of  patient  care  and  reduce  the  cost.  Almost 
every  health-care  organization  in  the  country  is  in 
the  process  of  implementing  an  electronic  med¬ 
ical  records  system,  a  big  project  by  any  stan- 
dard,  but  one  exacerbated  by  the  decentralized 
management  structure  inherent  to  the  industry. 
Only  27  percent  of  health-care  CIOs  report  to  the 
CEO,  the  fewest  of  any  industry.  That  is  partly 
because  the  CEO  at  most  hospitals  is  focused  on  fund¬ 
raising,  but  also  because  doctors  drive  decision  making.  They  tend 
to  view  IT  as  a  utility,  CIOs  say. 

As  a  result,  health-care  CIOs  often  end  up  as  the  primary  advo- 


ISTRY  S 


Where  the  Money  Is 

Insurance  CIOs  are  the  best  paid.  The  lowest 
compensation  goes  to  government  IT  execs. 


How  IT  Budgets  Stack  Up 

Relative  to  other  industries,  financial  services  IT  departments  are 
the  wealthiest,  while  in  manufacturing  and  retail,  budgets  are  lean. 


AVERAGE  COMPENSATION  I.T.  BUDGET  AS  A  %  OF  REVENUE 


Insurance 

$229,167 

Finance 

11% 

Retail 

$220,455 

Government 

9% 

Finance 

$206,944 

Education 

6% 

Manufacturing 

$199,026 

Health  care 

6% 

Health  care 

$160,345 

Insurance 

6% 

Education 

$143,368 

Manufacturing 

4% 

Government 

$125,833 

Retail 

4% 

All  industries 

$185,863 

All  industries 

8% 
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Change. 

Markets  change, 

Partners  change, 

And  you’ve  changed  too. 

From  IT  leader, 

To  business  leader, 

To  corporate  strategist: 

Coordinating  business  initiatives 
And  conquering  technical  complexities 
That  are  worse  than  your  worst  nightmares. 

Delivery  is  your  only  choice, 

Innovation  your  finest  tool. 

Because  change  is  business, 

You  embrace  it  daily  -  and  wrestle  it  to  the  ground. 


THAT’S  BUSINESS  TRANSFORMATION,  YOUR  WAY. 

It’s  what  you  demand. 

SATYAM  DELIVERS. 


Satyam 

What  Business  Demands. 


One  Gatehall  Drive  Parsippany,  NJ  07054  1-800-450-7605  www.satyam.com  US@satyam.com 

Americas  /  Europe  /  Asia-Pacific  /  Middle  East  /  Africa 
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cates  for  their  projects.  “Everything  we  do  requires  negotiation,” 
says  Kristine  Cerchiara,  VP  and  CIO  of  the  Jewish  Home  &  Hospi¬ 
tal  Lifecare  System  in  New  York  City.  “There  is  no  real  authoritative 
umbrella,  so  you  can’t  accomplish  anything  by  giving  an  order.  You 
accomplish  things  by  getting  buy-in.”  Accordingly,  having  good 
negotiation  skills  is  more  important  to  the  success  of  health-care 
CIOs  than  for  IT  executives  in  other  industries. 

Health-care  CIOs  are  the  third  lowest  paid,  ahead  only  of  educa¬ 
tion  and  government  CIOs.  They  say  that  they  are  motivated  instead 
by  the  mission  of  providing  better  care  to  patients.  Health-care  CIOs 
say  that  it  is  an  exciting  time  because  so  much  of  what  is  happening 
in  the  industry  now  involves  IT.  “The  future  of  health  care  will  be 
built  on  a  platform  of  technology,”  says  John  Sehrenker,  CIO  of  Lake¬ 
side  Health  System,  near  Rochester,  N.Y.  “Of  course,  not  everyone  in 
the  industry  realizes  it  yet.” 


EDUCATION:  Little  Authority, 
Lots  of  Responsibility 


More  than  in  any  other  industry,  CIOs  in  education  are  on 
the  hook  to  deliver  the  ROI  from  IT  projects  without 
sharing  accountability  with  end  users.  Partly  that’s 
because  education  CIOs,  58  percent  of  whom  have  con¬ 
sulting  backgrounds,  are  among  the  few  executives  in 
academia  who  have  had  experience  with  the  concept. 
Meanwhile,  as  nonprofits,  educational  institutions  are 
often  willing  to  accept  soft  benefits  in  place  of  hard  returns. 

Education  CIOs,  particularly  in  higher  ed,  are  concerned  about 
security.  Security  expertise  is  number  one  on  the  list  of  skills  they 
want  from  new  hires,  while  ensuring  data  security  is  their  num¬ 
ber-one  technology  priority  for  2006.  “Businesses  got  religion  on 
security  in  the  ’90s,”  says  Jack  Leifel,  formerly  CIO  of  the  Cellular 
Infrastructure  Group  at  Motorola  and  now  CIO  of  Moraine  Valley 
Community  College  in  Illinois.  “When  I  got  here,  I  wanted  to  make 


one  of  my  staff  members  a  security  manager,  and  so  I  asked  a  hand¬ 
ful  of  schools  to  give  me  a  copy  of  their  security  job  description.  No 
one  had  one.”  Universities’  security  weaknesses  have  been  exposed 
in  the  past  year,  as  dozens  of  schools  were  the  targets  of  identity 
theft.  The  security  challenge  is  heightened  by  the  fact  that  students 
use  different  types  of  computers  and  very  few  of  them  are  protected 
against  viruses,  says  Stephen  Fugale,  CIO  of  Villanova  University. 

The  biggest  problem  for  university  CIOs  is  getting  resources.  The 
job  requires  patience  to  wait  through  the  approval  process  for  their 
projects.  “The  decision  process  inside  the  university  tends  to  take 
longer,”  says  Fugale.  And  it’s  more  bureaucratic  than  in  the  private 
sector.  At  Motorola,  Leifel  was  authorized  to  make  purchases  of  up 
to  $250,000  for  items  in  his  budget  plan.  At  the  college,  everything 
over  $10,000  has  to  go  through  the  board  of  trustees. 

For  those  people  who  have  the  patience  to  operate  in  this  environ¬ 
ment,  being  an  education  CIO  does  have  its  advantages.  “[At  Motorola] 
I  would  be  on  the  telephone  at  10  p.m.  on  New  Year’s  Eve  trying  to  close 
a  deal,”  says  Leifel.  “Here  we  shut  down  for  two  weeks  every  Christ¬ 
mas.”  He  adds,  “I  took  a  40  percent  pay  cut,  but  I’m  having  fun  again.” 


GOVERNMENT:  Money  Troubles 

Public-sector  CIOs  can  sum  up  their  problems  in  one  word:  money. 
While  CIOs  in  every  industry  but  finance  cited  inadequate  budgets 
as  a  barrier  to  their  effectiveness,  government  CIOs  complain  about 
their  budgets  to  a  far  greater  degree.  “I  look  at  the  reports  analyzing 
dollars  per  employee  or  percent  of  revenue  going  into 
IT,”  says  Rick  Leu,  CTO  for  the  city  of  Akron,  Ohio. 

“We  are  so  far  below  that  it  is  embarrassing.” 

That  makes  budget  woes  the  defining  char¬ 
acteristic  of  working  in  government.  “We  have 
to  figure  out  how  to  find  resources,”  says 
Sharon  Trost,  CIO  of  the  South  Florida  Water 
Management  District.  “It  forces  us  to  set  priorities.” 


t  the 


Where  the  Jobs  Are 

More  than  half  of  IT  execs  surveyed  say 
they’ll  be  hiring  this  year.  Amongthose 
adding  staff,  government  and  finance  CIOs 
are  expandingthe  most.  Health  care  has 
the  lowest  demand  for  new  positions. 

AVERAGE  INCREASE 
IN  HEADCOUNT 


Finance 

12% 

Government 

12% 

Manufacturing 

ll% 

Retail 

9% 

Education 

8% 

Insurance 

7% 

Health  care 

6% 

Wanted:  Project  Managers 

CIOs  ranked  the  skill  sets  for  which  they  have  the  greatest  need  in  the  coming  year. 

In  every  industry,  project  managers  are  in  great  demand.  Security  experts  are  particularly 
sought  after  in  education. 

TOP  3  SKILL  SETS  NEEDED 


Manu 

Application  development 

Project  management 

Business  process  management 

Architecture  development/ 
management 

Networking 

Security 

Help  desk/User  support 
Database  management 


Health  Edu.*  Retail  Govt. 


T 


1 

2 

3 


1 

1 


1 

2 


"Results  in  these  categories  had  ties 
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Innovations  by  InterSystems 


^  % 

4  i  J 


Messaging,  plus... 


Business  Process  Orchestration,  plus. . . 


Business  Activity  Monitoring 


Integrate  Your  Enterprise. 

Ensemble  Enables  EAI,  BAM,  BPM, 

And  All  That  Jazz. 

Ensemble’s  innovations  will  enable  you  to  successfully  integrate  your  enterprise  faster.  Much  faster. 

This  is  the  first  platform  to  offer  a  seamless  ensemble  of  integration  and  development  technologies 
for  every  type  of  integration  project.  Ensemble’s  universal  integration  platform  is  the  innovative 
fusion  of  an  integration  server,  data  server,  application  server,  and  portal  development  software. 

With  its  single  development  and  management  environment,  Ensemble  will  dramatically  reduce  your 
time -to -solution. 

We  back  these  claims  with  this  money-back  guarantee:  For  up  to  one  year  after  you  purchase 
Ensemble,  if  you  are  unhappy  for  any  reason,  we’ll  refund  100%  of  your  license  fee.  *  We  are  InterSystems, 
a  global  software  company  with  a  track  record  of  innovation  for  more  than  25  years. 


InterSystems 

ENSEMBLE 

Request  a  FREE  proof-of-concept  project  at  www.InterSystems.com/Ensemblel2F 


*  Read  about  our  money-back  guarantee  at  the  web  page  shown  above. 

©  2005  InterSystems  Corporation.  All  rights  reserved.  InterSystems  Ensemble  is  a  registered  trademark  of  InterSystems  Corporation.  1 1  05  EnsInnol2CIO 
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According  to  “The  State  of  the  CIO  2006”  survey,  the  top  priority 
for  government  CIOs  is  enabling  customer  self-service.  Forty-one 
percent  of  public-sector  CIOs  listed  that  as  the  primary  goal  of  their 
customer-focused  projects.  No  other  industry  topped  10  percent. 
Giving  citizens  access  to  services  online  reduces  administrative 
costs  and  has  the  side  benefit  of  helping  get  citizens  more  involved 
with  government,  says  Akron’s  Leu.  He  is  planning  a  project  that 
would  give  contractors  the  ability  to  request  and  track  the  status  of 
permits  online.  Government  CIOs  also  outsource  25  percent  of  all  IT 
work,  more  than  any  other  industry.  Leu,  who  doesn’t  out¬ 
source,  says  the  practice  helps  keep  IT  budgets  down  in  part 
because  the  costs  for  in-house  labor  are  reduced. 

Private-sector  CIOs  considering  a  move  to  government 
would  have  to  be  willing  to  change  how  they  work.  For  one 
thing,  it’s  more  difficult  in  the  public  sector  to  negotiate  a 
deal  with  a  vendor.  Government  projects  generally  have  to 
go  through  an  open  bidding  process,  which  slows  projects 
down  but  also  results  in  lower  prices  than  private-sector  CIOs  get. 
“People  come  in  here  and  can’t  believe  how  slowly  we  do  some 
things,”  says  Trost. 

Government  CIOs  may  be  the  lowest  paid;  however  they  often 
have  great  benefits,  such  as  job  security.  They  also  feel  that  they  are 
contributing  to  the  greater  good  in  ways  most  private-sector  CIOs 
don’t.  And  then  there  is  the  perk  of  rubbing  shoulders  with  the 
nation’s  power  brokers.  Recalls  Leu:  “Last  year  I  was  able  to  attend 
the  U.S.  Conference  of  Mayors,  and  I  got  to  meet  mayors  from  cities 
all  over  the  country.” 


RETAIL:  The  Supply  Chain  Gang 

Getting  goods  where  they  need  to  be  dominates  the  priorities  of 
retail  CIOs  and  the  distributors  who  support  them.  Inventory  man¬ 
agement  is  retail  CIOs’  top  choice  of  business  processes  that  can  be 
improved  with  IT,  while  optimizing  the  supply  chain  is  among  their 


greatest  technology  priorities  for  the  coming  year.  “My  focus  is  on 
the  supply  chain,  sourcing,  logistics,”  says  Rob  Janes,  VP  of  infor¬ 
mation  services  and  CIO  for  Kirkland’s,  which  sells  home  acces¬ 
sories.  “It’s  in  my  blood.” 

Because  technology  plays  such  a  big  part  in  facilitating  their  busi¬ 
ness,  retail  CIOs  think  of  themselves  as  service  providers.  Janes 
requested  that  his  IT  department  be  rebranded  as  the  information 
services  department  to  emphasize  this  role.  Forty-one  percent  of 
retail  CIOs  surveyed  said  their  role  is  to  support  and  enable  prede¬ 
fined  business  initiatives,  while  CIOs  in  other  industries  over¬ 
whelmingly  see  themselves  as  proactively  envisioning 
business  possibilities. 

Because  they  work  in  low-margin  businesses,  the 
main  job  of  these  CIOs  is  to  find  ways  to  make  operations 
more  efficient.  “There  are  so  many  opportunities  to  create 
efficiencies  that  you  pretty  much  have  to  get  that  out  of  the 
way  first,”  says  Laurel  Johnson,  director  of  IT  at  Cole  Harford, 
a  redistribution  company. 

Retail  CIOs  face  some  substantial  hurdles,  the  topmost  being  that 
on  average  they  have  the  smallest  staffs  of  any  industry  but  the  pub¬ 
lic  sector.  “Our  group  is  so  small  that  I  have  more  of  a  tactical  role 
here  than  at  other  places  [I’ve  worked],”  says  Janes.  “I  have  to  stick 
my  nose  into  a  lot  of  things.” 

Having  a  competitive  spirit  helps  retail  CIOs  survive  the  pressure. 
“When  you  are  doing  well  and  the  economy  is  down  you  can  feel 
good,”  Janes  says.  “Winning  is  fun.” 

MANUFACTURING: 

Business  Process  Experts 

Understanding  business  processes  is  a  higher  priority  for  manu¬ 
facturing  CIOs  than  for  those  in  any  other  industry.  They  rank  it 
higher  among  the  personal  skills  they  deem  necessary  for  success 
than  do  other  CIOs.  Continued  on  Page  95 


NDUSTRY  SNAP 


Top  Outsourcers 

Government  CIOs  outsource  the  most.  Education 
CIOs  are  most  likely  to  keep  work  in-house. 


AVERAGE  %  OF  LABOR 
OUTSOURCED 

Government 

25% 

Insurance 

20% 

Finance 

16% 

Retail 

16% 

Health  care 

15% 

Manufacturing 

15% 

Education 

7% 

All  Industries 

17% 

Outsourcing  Destinations 

Though  offshoring  gets  a  lot  of  public  attention,  most  CIOs  who  outsource  do  so 
domestically,  regardless  of  industry.  Forthose  who  do  send  IT  work  offshore, 
India  and  Canada  are  the  top  destinations.  Manufacturing  CIOs  send  the  most 
work  to  India,  while  government  CIOs  look  north. 


United  States 

India 

Canada 

Education 

71% 

2% 

4Ml 

Finance 

59% 

17% 

n% 

Government 

53% 

2% 

20% 

Health  care 

61% 

11% 

7% 

Insurance 

57% 

16% 

10% 

Manufacturing 

55% 

21% 

8% 

Retail 

52% 

17% 

7% 
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IBM  LOTUS®  NOTES®  &  DOMINO®  PRESENT 


V/'M  I  V<t  YESTERDAY’S  MESSAGING 
lUU  —  TOMORROW’S  DEMANDS 


BUSINESS-CRITICAL  COLLABORATION  TAKI  5  ON  WEAK-KNEED  PRODUCTIVITY? 


FEATURING  SPECIAL  GUEST: 

THE  NEW  LOTUS  NOTES  &  DOMINO  7  ★  BEYOND  E-MAIL,  BEYOND  CALENDARING,  BEYOND  "IT’LL  DO" 


WITH:  SUPER  HEAVYWEIGHT  SECURITY 
FEATURES  /  EFFORTLESS  MANAGEABILITY  / 
CONTINUING  INNOVATION 
FOR  BUSINESS-CRITICAL  COLLABORATION 


KNOCK-OUT  APPLICATION 
DEVELOPMENT  TOOLS 


LOTUS  NOTES  &  DOMINO  7  -  A  MEMBER  OF  THE  IBM  WORKPLACE  "  FAMILY 


★  IBM  MIDDLEWARE.  POWERFUL.  PROVEN.  * 

FIGHT  BACK  AT  WWW.IBM.COM/MIDDLEWARE/PRODUCTIVE  ALL  CHALLENGERS  WELCOME 


IBM,  the  IBM  logo,  Workplace,  Lotus,  Lotus  Notes  and  Domino  are  registered  trademarks  or  trademarks  of  International  Business  Machines  Corporation 

in  the  United  States  and/or  other  countries.  ©2005  IBM  Corporation.  All  rights  reserved. 


May  7  &  8,  2006 

The  Charles  Hotel,  Cambridge,  MA 


A  top  concern  of  CIOs  is  developing  the  next 
generation  of  IT  leadership.  To  be  the  CIO  of  the 
future,  you  must 

J]  Lead  your  staff 

}]  Lead  your  organization 

1}  Lead  with  cutting-edge  technology 

In  the  second  annual  CIO  Leadership  Conference, 

CIO  magazine  and  the  CIO  Executive  Council  bring 
together  highly  experienced  IT  executives  with  today’s 
up  and  comers  for  the  most  relevant  leadership 
development  curriculum  available  to  IT  leaders  today. 

To  learn  more  or  to  register, 
call  800-355-0296 


Presented  by  CIO  magazine  in  conjunction  with  the 
CIO  Executive  Council 

CIO  Executive  Council 

The  Professional  Organization  for  CIOs 


Business 

Technology 

Leadership 
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Continued  from  Page  92 

Like  CIOs  in  retail,  those  in  manufacturing  are  focused  on  effi¬ 
ciency.  Shaving  five  or  10  minutes  off  the  time  it  takes  to  make  a 
product  or  service  an  order  can  have  a  huge  impact  on  the  bottom 
line,  says  Vicki  Petit,  vice  president  of  IS  for  furniture  manufac¬ 
turer  KI.  “You  have  to  be  intimate  with  the  business  process  in  order 
to  do  that.” 

There’s  plenty  of  room  for  improvement.  “IT  has  been  a 
backwater  in  manufacturing,”  says  Mike  Lecours,  director 
of  IS  for  The  Gund  Co.,  which  manufactures  and  distrib¬ 
utes  electrical  insulating  products.  “For  a  long  time  IT 
existed  just  to  support  finance.  Now  we’re  proactive  and 
looking  at  operations,  sales,  the  shop  floor  and  the  shipping 
bays.”  According  to  “The  State  of  the  CIO  2006,”  77  percent  of 
manufacturing  CIOs  say  their  philosophy  is  to  proactively  envision 
business  opportunities. 

That  historical  backseat  role  of  IT  helps  explain  why  manufac¬ 
turing  has  the  lowest  percentage  of  IT  executives  with  the  CIO  title: 
only  42  percent.  (Another  reason,  according  to  Lecours,  is  that 
manufacturers  aren’t  hung  up  on  titles).  The  longtime  connection 
to  finance  also  explains  why  more  manufacturing  CIOs  report  to 


CFOs  (39  percent)  than  in  any  other  industry,  and  why  they’re 
focused  on  reducing  costs. 

Manufacturing  CIOs  identified  reducing  business  costs  as  the 
primary  way  in  which  IT  impacted  the  business  last  year  (although 
reducing  costs  was  the  top  impact  of  IT  in  most  industries,  manu¬ 
facturing  CIOs  cited  it  to  the  greatest  degree).  For  Lecours,  that 
means  keeping  his  staff  small  and  outsourcing  functions 
such  as  application  and  help  desk  support.  He  says  he 
found  it  funny  when  server  consolidation  was  the  rage  a 
couple  of  years  ago,  because  many  manufacturing  com¬ 
panies  had  done  it  well  before  then. 

Manufacturing  CIOs  pride  themselves  on  having  a  “do 
more  with  less”  mentality.  IT  budgets  in  manufacturing  are  only 
4  percent  of  revenue,  one  of  the  lowest  in  our  sample  and  half  the 
average  for  all  companies.  Meanwhile,  there  are  always  new 
demands.  The  environment,  Petit  says,  is  fast  paced.  “I’m  getting 
involved  in  so  many  new  things  that  I  don’t  know  what  next  week 
looks  like,”  she  says.  BE! 


Senior  Writer  Ben  Worthen  can  be  reached  at  bworthen@cio.com. 


IT  supports  and  controls  the 
applications  that  run  the  business. 

Now  there's  an  application  to  support 
and  control  the  business  of  IT. 

Maximo®  ITSM,  the  most  comprehensive  IT  asset  and  service 
management  solution,  substantially  improves  the  business  of  IT, 
significantly  increasing  the  value  IT  brings  to  an  organization.  By 
unifying  IT  service,  asset  and  work  management  on  a  single 
software  platform,  Maximo  ITSM  delivers  the  control  and  visibility 
you  need  to  align  IT  service  levels  with  your  overall  business  goals. 
All  you  need  to  integrate  and  automate  processes,  reduce  unplanned 
outages,  standardize  and  share  information  and  surpass  service-level 
commitments.  To  make  your  IT  organization  more  efficient  and 
more  valuable,  download  our  white  paper  at  www.maximoit.com/cio 
or  call  800-326-5765. 

COUNTED  CONTROLLED  MAXIMIZED 

mro  software 


©2005.  MRO  Software,  Inc.  All  rights  reserved.  Maximo  is  a  registered 
trademark  and  MRO  Software  is  a  trademark  of  MRO  Software,  Inc. 


make  it  nil  count 


Susan  Kozik,  CIO 

i  for  TIAA-CREF,  meets 
regularly  with  business 
unit  heads  to  keep  tabs 
on  how  IT  is  meeting 
their  needs,  then  rolls 
up  that  information  in 
bimonthly  presentations 
before  the  company’s 
trustees  to  demonstrate 
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THE  DUAL  DEMANDS  OF  STRATEGY  AND  EXECUTION 


How— and  why— your  job  has 
changed  since  the  first  “State 
of  the  CIO”  report  in  2002 

BY  ALLAN  HOLMES 


In  the  very  first  “State  of  the  CIO”  special  issue,  published  in  2002,  we  asked  sev¬ 
eral  knowledgeable  observers  to  speculate  on  the  future  of  the  CIO  role.  Some 
predicted  that  the  job  would  split  into  two  distinct  types:  a  strategic  CIO  who 
would  focus  on  creating  value  through  technology,  and  a  tactical  CIO  whose  pri¬ 
mary  goal  would  be  to  run  an  efficient  IT  shop.  The  latter  type,  the  experts  opined, 
would  ultimately  find  his  job  outsourced  or  absorbed  by  business  units. 

Said  Peter  Weill,  director  of  the  Center  for  Information  Systems  Research  at  the 
Sloan  School  of  Management  at  MIT:  “The  CIO’s  expertise  is  in  communicating  to 
business  colleagues  the  importance  of  IT— and  more  important,  getting  the  gov¬ 
ernance  right.  It’s  a  strategic  mentality... [the  service-oriented]  CIO— along  with  the 
utility  mentality— will  disappear.  That  is  because  IT  operations  can  be  run  as  effi¬ 
ciently  by  an  ASP.” 

Ellen  Kitzis,  then  group  VP  for  executive  programs  at  Gartner,  predicted  “there 
will  be  a  bifurcation  in  the  CIO  role— one  part  will  be  focused  on  strategy  and  the 
other  on  execution.  Those  [CIOs]  focused  on  execution  will  move  toward  the  CTO 
slot.  The  strategist  will  focus  on  issues  such  as  business-IT  alignment,  uncovering 
IT-enabled  business  opportunities  in  the  enterprise  and  finding  ways  for  IT  to 
streamline  the  business  processes  in  the  value  or  supply  chain.” 

These  predictions  were  correct,  but  only  in  part.  For  many  CIOs,  the  strategic 
aspect  of  their  jobs  has  become  much  more  prominent.  “I’ve  pretty  much  stepped 
back  [from  technical  operations],  and  now  I  focus  mostly  on  working  with  the  busi¬ 
ness  community,  making  sure  I  have  a  clear  understanding  of  business  processes 
and  needs,”  says  Henry  Eckstein,  CIO  and  VP  at  York  Insurance  Services  Group, 
which  provides  data  and  services  to  financial  institutions.  Susan  Kozik,  CIO  for 
retirement  services  company  TIAA-CREF,  observes  that  “We  [in  IT]  are  working 
with  partners  we  could  have  never  predicted  years  ago.  The  business  is  becoming 
much  more  aware  of  how  information  runs  through  the  veins  of  technology.” 


AGENDA  ^  2006 


::  Free  yourself  to  focus  on 
strategic  differentiation  by 
turning  over  day-to-day 
operations  to  direct  reports 


::  Keep  tabs  on  execution  to 
ensure  that  poor  perform¬ 
ance  doesn't  undermine 
your  strategy 


::  Set  up  separate  systems 
for  measuring  IT  perform¬ 
ance  and  business  value 
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The  strategic  focus  of  CIOs  is  reflected  in  “The  State  of  the  CIO 
2006”  survey.  The  three  activities  on  which  you  spend  the  most 
time  are  collaborating  with  other  CXOs  and  business  executives, 
making  strategic  systems  decisions,  and  working  on  strategic  busi¬ 
ness  planning.  Among  the  personal  skills  most  crucial  to  your  suc¬ 
cess  on  the  job,  strategic  thinking  and  planning  rated  number 
two— behind  the  ability  to  communicate,  presumably  with  those 
other  CXOs  and  business  executives. 

Yet  execution  and  efficiency  is  still  very  much  on  CIOs’  minds.  Far 
from  having  left  operations  behind  or  offloaded  it  to  others,  you  said 
in  “The  State  of  the  CIO  2006”  survey  that  your  number-one  barrier 
to  job  effectiveness  today  is  an  overwhelming  backlog  of  projects  and 
requests.  (See  “The  Number-One  Problem:  The  Project  Backlog,”  Page 
52.)  You  predict  that  IT’s  top  impact  on  the  enterprise  in  2006  will  be 
reducing  business  costs  through  efficiency  or  increased  productiv¬ 
ity-ahead  of  higher-value  activities  such  as  increasing  business  inno¬ 
vation  and  improving  competitive  advantage. 

So,  as  is  often  the  case  with  forecasts  (which  tend  toward  the 
extreme;  no  one  pays  attention  to  a  wishy-washy  seer),  our  2002  pre¬ 
dictions  were  neither  wholly  right  nor  wholly  wrong.  Both  strategy 
and  execution  remain  top  concerns  for  IT  executives,  and  both  have 
become  more  tightly  tied  to  business  needs.  Strategy  has  morphed 
from  a  vaguely  defined  buzzword  to  a  distinct  challenge  for  CIOs  to 
provide  value  to  their  companies.  Execution  now  means  much  more 
than  simply  keeping  the  lights  on;  it’s  focused  on  rolling  out  appli¬ 
cations  that  provide  a  clear  competitive  advantage  for  business  units. 

“This  is  more  than  just  an  evolution  of  the  CIO  role,”  Weill  says 


now  head  of  executive  programs  for  the  Americas.  “Now  they’re 
not  just  reacting  to  corporate  strategy  and  offering  ways  to  support 
it;  they  are  influencing  it  at  the  early  stages  and  driving  growth  and 
productivity.  This  is  a  significant  leap  forward.” 

Joe  Antonellis,  CIO  for  global  investment  services  firm  State 
Street,  was  brought  in  at  the  very  beginning  of  the  company’s 
$1.5  billion  acquisition  of  Deutsche  Bank’s  Global  Securities  Ser¬ 
vices  business  in  2002.  Top  State  Street  executives  asked  Antonellis 
if,  by  consolidating  networks  and  assuming  some  of  Deutsche  Bank’s 
better  technologies,  he  could  help  deliver  an  increase  of  3  cents  a 
share  in  two  years.  After  analyzing  the  plan,  Antonellis  said  yes. 

And,  in  fact,  the  acquisition  boosted  State  Street’s  shares  by 
8  cents  by  the  second  year.  “We  [in  IT]  were  part  of  the  deal.  If  we 
couldn’t  deliver,  the  [Deutsche  Bank  acquisition]  wouldn’t  be  worth 
it,”  Antonellis  says.  “We  had  to  look  everyone  in  the  room  in  the 
eye  and  commit  that  we  could  do  it.” 

Antonellis  is  one  of  many  CIOs  who  are  part  of  the  inner  executive 
circle  that  debates  strategy  and  makes  the  decisions.  Just  over  three- 
fourths  of  respondents  to  “The  State  of  the  CIO  2006”  survey  said 
they  were  part  of  their  companies’  management  committee.  As  such, 
these  CIOs  are  expected  to  have  a  bird’s-eye  view  of  all  of  a  company’s 
working  parts  and  where  IT  can  be  used  for  maximum  leverage. 

At  brokerage  firm  A.G.  Edwards,  IT  is  the  largest  capital  expendi¬ 
ture  after  office  costs.  In  the  past,  spending  and  depreciation  on  IT 
hardware  and  software  ebbed  and  flowed  from  year  to  year  according 
to  project  demand.  “Anything  that  happened  in  IT  would  drive  the  cost 
structure,”  says  CIO  and  executive  VP  John  Parker.  These  peaks  and 


“I’ve  pretty  much  stepped  back  from  technical  operations,  and  now  I 
focus  mostly  on  working  with  the  business  community,  making  sure 
I  have  a  clear  understanding  of  business  processes  and  needs.” 

-HENRY  ECKSTEIN,  CIO  AND  VP,  YORK  INSURANCE  SERVICES  GROUP 


now.  “We’ve  seen  a  sea  change  since  2002.  We  now  have  a  much  finer 
understanding  of  what  we  mean  by  being  strategic.  The  stakes  have 
risen  quite  significantly  for  the  CIO.”  CIOs  will  always  be  account¬ 
able  for  overseeing  IT  services,  Weill  says,  but  increasingly  they 
are  evaluated  on  IT’s  contribution  to  business  performance  and 
agility,  application  development  that  adds  value  and  organizational 
change  that  sticks. 

What  You  Aspire  to  Be: 

THE  STRATEGIC  DIFFERENCE-MAKER 

In  2002,  and  for  some  time  after,  the  main  focus  for  many  CIOs  was 
cost-cutting.  With  markets  slow  or  declining,  CIOs  built  up  credi¬ 
bility  within  their  organizations  by  focusing  on  efficiency  and  help¬ 
ing  the  business  meet  its  earnings  goals.  Serendipitously,  this  fiscal 
focus  may  have  helped  CIOs  improve  their  strategic  standing.  To 
drive  efficiencies  and  reduce  costs,  they  were  obliged  to  build  teams 
across  the  enterprise.  “[CIOs]  came  through,”  says  Gartner’s  Kitzis, 


valleys  made  it  difficult  to  accurately  predict  the  company’s  earnings 
per  share— a  shortcoming  not  viewed  kindly  on  Wall  Street. 

In  2002,  Parker  took  an  idea  to  the  CEO  to  flatten  out  IT  expen¬ 
ditures  by  separating  spending  on  IT  project  work  from  spending  on 
infrastructure.  That  required  a  “fundamental  shift  in  thinking” 
about  IT,  Parker  says;  he  and  his  team  had  to  go  beyond  spot  solu¬ 
tions  and  consider  the  enterprise  infrastructure.  The  IT  team  created 
a  three-year  plan  for  business  applications,  making  it  clearer  what 
infrastructure  investments  the  company  needed.  Parker  had  to  sell 
the  idea  to  the  technology  governance  group,  the  CEO  and  all  divi¬ 
sions  in  the  company.  (Ironically,  the  finance  division  was  the  hard¬ 
est  sell,  because  it  had  to  change  accounting  processes.)  But  within 
a  year,  the  new  plan  was  “hugely  successful”  in  making  earnings  per 
share  more  predictable,  Parker  says. 

Parker  now  holds  a  town  hall  meeting  with  his  IT  staff  semi¬ 
annually  to  update  them  on  the  company’s  business  performance 
and  make  clear  their  role  in  meeting  performance  goals.  In  October, 
for  instance,  the  staff  was  quizzed  on  how  much  new  revenue  it 
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Henry  Eckstein,  CIO  and  VP  at 

York  Insurance  Services  Group,  used 
to  enjoy  designing  software  himself, 
but  now  he  focuses  on  working  with 
business  executives  to  understand 
their  processes  and  needs. 


takes  to  create  a  penny  of  earnings,  and  in  the  absence  of  new  rev¬ 
enue,  how  much  cost-cutting  would  be  required  to  meet  earnings  tar¬ 
gets.  The  answers  surprised  the  attendees,  Parker  says,  and  led  to  a 
discussion  about  how  the  IT  department  could  help  A.G.  Edwards 
make  or  miss  its  earnings  projections. 

Another  aspect  of  the  CIO’s  strategic  role  in  2006  is  using  IT  to 
power  business  process  change  throughout  divisions  and  functions. 
When  Dan  Roberts  joined  The  PMI  Group  as  CIO  nearly  eight  years 
ago,  his  responsibilities  included  maintaining  back-office  systems, 
claim  processing  and  receivables  for  the  $1.1  billion  company,  which 
is  a  leading  provider  of  private  mortgage  insurance.  Now  Roberts, 
who  is  also  an  executive  vice  president,  is  part  of  a  team  that  creates 
strategic  plans  for  the  direction  of  the  business.  “My  boss,  the  CEO, 
asks  me  all  the  time,  What  is  our  strategic  advantage?”  he  says.  Any 
new  project  or  process  involving  IT  must  pass  a  test:  What  business 
value  does  it  provide? 

One  such  project  involved  the  human  resources  department.  After 
discussions  with  PMI’s  HR  director  this  past  fall,  Roberts  began  out¬ 
lining  a  Web-based  application  to  list  the  skills  needed  for  each  posi¬ 
tion  and  the  training  required  to  obtain  those  skills.  The  ultimate  goal 
behind  the  application  is  to  use  it  to  reduce  turnover,  make  the  com¬ 
pany  an  employer  of  choice  and  provide  a  succession  plan.  Roberts 


envisions  a  database  of  the  company’s  several  hundred  positions  and 
the  competencies  required  in  each  position.  The  database  also  would 
include  the  employees  who  fill  those  positions  and  their  individual 
competencies.  Managers  could  easily  view  what  competencies  each 
employee  is  lacking  and  then  provide  training  as  needed. 

What  You  Can’t  Ignore: 

EXECUTION 

CIOs  should  free  themselves  to  focus  on  strategic  differentiation  by 
turning  over  day-to-day  operations  to  a  CTO  or  other  direct  reports, 
says  MIT’s  Weill.  But  that’s  not  to  say  that  IT  execution  is  unim¬ 
portant.  Poorly  functioning  systems  and  IT  disasters  can  completely 
undermine  CIOs’  attempts  to  work  at  a  higher  level. 

Yet  the  tactical  side  of  the  CIO  role  has  also  changed  since  2002. 
It’s  no  longer  a  matter  of  simply  avoiding  unpleasant  surprises; 
operations  have  become  tied  to  business  value.  For  example, 
although  application  development  has  been  a  traditional  part  of  the 
IT  toolbox,  there’s  more  to  it  now  than  technical  skill.  Today’s  appli¬ 
cation  development  has  morphed  into  bigger  stakes.  It  involves  cre¬ 
ating  applications  that  help  expand  business  opportunities  and 
increase  productivity— results  that  can  be  measured  by  a  more  pro- 
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ductive  and  talented  workforce  or  a  fatter  bottom  line. 

This  kind  of  application  development  requires  collaboration  with 
business  leaders  throughout  the  organization.  CIOs  must  create  appli¬ 
cations  that  are  fast  to  market  and  that  provide  a  clear  differentiator 
among  competitors.  “It’s  not  unlike  the  military,  the  Red  Cross  or 
UNICEF,”  says  Gartner’s  Kitzis.  “Like  those  organizations,  IT  must  be 
a  mobile  force  on  the  ready.  And  not  only  mobile,  but  [CIOs]  also  must 
anticipate  where  the  organization  is  going  before  it  gets  there.” 

At  TIAA-CREF,  CIO  Kozik  worked  closely  with  the  business  side 
to  develop  a  better  way  for  call  center  representatives  to  talk  to  cus¬ 
tomers.  Personal  calls  are  the  primary  means  of  contact  for  the  orga¬ 
nization’s  3.2  million  customers.  The  calls  are  typically  long  and 
require  the  ability  to  access  a  lot  of  data  and  customer  information. 
The  reps  in  the  call  center  were  unable  to  answer  many  of  investors’ 
detailed  questions  with  sufficient  speed  and  authoritativeness. 
Kozik’s  team,  through  an  iterative  development  process,  worked 
with  the  call  center  to  deliver  an  application  in  about  one  month 
that  gave  the  reps  more  detailed  information  on  every  account.  With 
the  new  application,  reps  can  view  the  customer’s  call  history,  what 
was  discussed,  how  problems  were  solved,  the  customer’s  invest¬ 
ment  history  and  many  other  details  drawn  from  various  TIAA- 
CREF  databases.  Such  individual  attention  is  possible  only  with 
detailed,  easily  accessible  information,  Kozik  says. 


ior  leaders  on  the  strategic  direction  of  the  company.  The  transition 
hasn’t  come  without  regrets.  He  enjoys  designing  software  and  build¬ 
ing  systems— “the  big  guys’  Tinker  Toys,”  he  called  them  in  “The  State 
of  the  CIO  2002”  report.  “If  you  asked  me  to  [build  systems]  today,  I 
probably  couldn’t  because  the  technology  is  so  different,”  he  admits. 
But  his  focus  is  where  it  needs  to  be  for  a  CIO  heading  into  2006. 

Putting  It  All  Together: 

THE  VERY  MODEL  OF  A  MODERN  CIO 

To  sum  up,  successful  CIOs  today  need  to  have  their  heads  into 
strategy  but  their  feet  firmly  planted  in  good  execution.  This  dual 
role  may  require  two  different  sets  of  measurements,  suggests  Gart¬ 
ner’s  Kitzis.  CIOs  must  not  only  pay  attention  to  traditional  meas¬ 
urements  for  IT  performance  and  budgets,  but  they  will  also  have  to 
translate  what  those  metrics  mean  and  how  they  relate  to  the  busi¬ 
ness  as  a  whole.  “You  need  to  put  the  language  into  the  context  of 
what  the  business  cares  about.  That  means  you  may  have  to  have  two 
dashboards,”  she  says. 

Kozik  dances  just  such  a  two-step  at  TIAA-CREF.  She  spends  a  lot 
of  time  meeting  with  business  managers  in  various  units  in  order  to 
find  out  ways  to  better  serve  them  and  their  external  customers. 
These  discussions  yield  information  that  Kozik  presents  to  the  com- 


“We  in  IT  are  working  with  partners  we  could  have  never  predicted 
years  ago.  The  business  is  becoming  much  more  aware  of  how 

information  runs  through  the  veins  of  technology.”  -SUSAN  KOZIK,  CIO,  TIAA-CREF 


The  new  type  of  IT  execution  depends  on  speed  to  market.  York 
Insurance’s  Eckstein  got  a  request  from  a  marketing  division 
employee  for  an  application  that  would  give  clients  critical  infor¬ 
mation  on  preventing  losses.  But  because  York  insures  a  diverse  set 
of  companies  in  a  wide  range  of  industries,  setting  up  such  an  appli¬ 
cation  could  have  been  cumbersome  and  time-consuming.  Instead, 
in-house  application  developers  worked  closely  with  the  sales  and 
marketing  department  to  arrive  at  a  stripped-down,  simple  interface. 
“There’s  no  more  on  [the  screen]  than  you  really  need,”  Eckstein 
says.  “It’s  simple  and  intuitive.”  The  development  process  for  this 
function  took  only  seven  months  from  conception  to  final  release. 

Now,  York’s  service  reps  can  ask  clients  as  diverse  as  a  logging 
company,  a  golf  course  developer,  a  hotel  operator  or  a  taxi  cab  com¬ 
pany  what  kind  of  information  they  need  to  manage  claims  better 
and  to  reduce  losses.  For  example,  a  drug  store  operator  may  say  he 
needs  to  know  factors  that  contribute  to  losses.  The  York  client  serv¬ 
ices  rep  can  demo  customized  menu  bars,  drop-down  fields  and  other 
aspects  of  the  application  while  on  a  sales  visit  to  the  customer’s  office, 
showing  him  how  it  would  be  tailored  for  his  industry. 

The  demands  of  the  CIO  role  mean  that  Eckstein  no  longer  has 
time  to  work  on  application  development  himself,  of  course.  He  hired 
deputies  to  oversee  IT  operations  so  that  he  is  free  to  work  with  sen- 


pany’s  trustees  every  other  month  to  demonstrate  how  she’s  using 
IT  at  a  strategic  level. 

A  typical  meeting  with  a  business  unit  head  includes  a  review  of 
the  application  portfolio.  In  the  trading  unit,  for  example,  there  may 
be  100  IT  applications  supporting  the  trading  of  securities  and 
bonds,  including  price,  volume,  analyses  and  regulatory  compli¬ 
ance.  Kozik  will  discuss  any  operational  shortcomings  with  the  head 
of  the  trading  unit.  Then  they  will  review  the  portfolio  for  redun¬ 
dancies  and  look  for  ways  to  improve  applications,  drive  better  and 
faster  decision  making  and  therefore  add  value  to  investors. 

She  discusses  the  results  of  these  reviews  with  TIAA-CREF’s 
trustees,  who  want  to  know  how  IT  is  creating  value  for  the  business. 
For  example,  is  Kozik  taking  advantage  of  the  actuarial  information 
the  organization  has  built  up  over  80  years— “harvesting  portfo¬ 
lios,”  as  she  calls  it? 

“The  way  we  work  together  has  changed,”  Kozik  says.  She  sums 
up  the  state  of  today’s  CIOs  when  she  says,  “I  think  more  than  ever, 
the  IT  leaders  of  today  have  to  take  on  a  responsibility  of  the  IT  lit¬ 
eracy  level  across  the  company  and  help  everyone  see  how  technol¬ 
ogy  runs  their  business.  That’s  the  responsibility  I  have.”  QE1 


Washington  Bureau  Chief  Allan  Holmes  can  be  reached  at  aholmes@cio.com. 
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The  Paradox: 


The  Answer:  Proven  security. 


Vulnerability  Management 
Intrusion  Prevention 
E-Mail  &  Web  Security 
Anti-Spam 
Anti-Spyware 
Anti-Virus 


Zero-day  threats.  Modified  threats.  Encrypted  attacks.  With  McAfee'9,  you’re  protected. 
Our  comprehensive  security  solutions  with  integrated  intrusion  prevention  technology 
proactively  protect  your  systems  and  networks.  And  our  proven  approach  blocked  or 
contained  100%  of  the  top  attacks  in  2004.  Backed  by  more  than  15  years  of  experience 
protecting  and  supporting  our  customers,  McAfee’s  software,  hardware,  and  services  are 
a  proven  way  to  secure  your  business.  Learn  more  at  www.mcafee.com/enterprise 


Proven  Security 


McAfee  and/or  additional  marks  herein  are  registered  trademarks  or  trademarks  of  McAfee,  Inc.  and/or  its  affiliates  in  the  US  and/or  other  countries.  McAfee  Red  in  connection  with  security 
is  distinctive  of  McAfee  brand  products.  All  other  registered  and  unregistered  trademarks  herein  are  the  sole  property  of  their  respective  owners.  'S'  2005  McAfee,  Inc.  All  rights  reserved. 
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ILLUSTRATION  BY  CHRISTOPHER  BUZELLI 


Business  Intelligence  made  a  promise:  to  make  it  simple  for  everyone  to  use  information  to  make  better 
decisions.  But,  given  your  complex  IT  infrastructure,  the  reality  of  getting  a  single  BI  standard  in  place  across 
the  company  has  been  anything  but  simple.  Until  now. 

Introducing  Cognos  8  Business  Intelligence,  the  one  solution  built  to  break  down  the  barriers  limiting  BI’s 
potential.  With  a  complete  Web  Services-based  SOA.  A  simple  browser-based  interface.  A  full  range  of  BI  capabilities 
—  reporting,  analysis,  scorecarding,  dashboarding  and  more  —  all  in  a  single  product  and  on  a  single  architecture. 
And  the  BI  foundation  for  companies  demanding  a  simpler  path  to  a  complete  performance  management  system. 

It’s  everything  BI  promised  to  be.  And  now,  it’s  here. 

To  learn  more  and  to  find  out  where  you  can  preview  Cognos  8,  go  to  cognos.com/simple 


COGNOS  8  BUSINESS  INTELLIGENCE. 


THE  NEXT  LEVEL  OF  PERFORMANCE™ 


Copyright  ©  2005  Cognos  Incorporated.  All  rights  reserved. 


COMPLY 
WITH  CONFIDENCE. 


VE  RITAS 


Memo  to  CIOs  everywhere:  Regulatory  compliance  just  got  a  little  less  painful.  As  a 
world  leader  in  information  integrity,  Symantec  can  help  your  company  conform  to 
the  standards  regarding  security  and  privacy,  information  retention  and  corporate  now  from  Symantec 
accountability  required  by  today’s  regulatory  and  legal  mandates.  And  along  with  compliance  comes 
the  confidence  that  your  company’s  information  is  protected— to  help  keep  it  safe,  secure  and  readily 
available  to  those  who  depend  on  it.  So  you  can  go  about  the  day’s  business,  and  get  a  good  night’s  sleep. 
Call  800-745-6054  or  visit  http://information-integrity.com.  BE  FEARLESS. 
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